«bruary, 1924 15 Cents 


Nether Si lsiinatl 


CThe masazine of the wholesale 
electrical distributor and his salesmen 


Getting Fan Contracts Early 
o oO o 


Turning Contractors into 
Business Men 
o 2 o 


The Jobbers’ Side of the Story 
ao o 2 
“Hop” or Hope 





aNEREADY 


NATIONAL CARBON GOMPANY, INC. 


GENERAL SALES DEPARTMENT 
30 EAST FORTY-SECOND STREET 


NEW YORK 
February lst, 1924 


Fellow Salesmen:-— 


The good news can't keep any longer. I've just got to spill it to you 
and let you share my joy and enthusiasm. 


Here it is: A greatly improved and beautifully designed line of 
EVEREADY Flashlights, way ahead of anything you ever saw or dreamed of, are now all 
ready to shoot. If you don't get "all het up" over it I miss my guess. 


Took months and months and all sorts of hard work to get it out and 
still keep on supplying the old types, but we finally got by. 


Many new features and improvements have been added which give you all 
sorts of talking points and I know just what that means to every salesman. /Your 
dealer will listen now! 


Here are a few outstanding improvements: 


A remarkable new safety-loeking switch that cannot be turned on by accident. 
You know that's about six jumps ahead of anything ever done before. 


“as! 


An octagonal lens ring on all types -- better looking, easier to screw on 
end off. Prevents rolling. 


The most attractive cases you ever saw! Some are dressed up in a handsome new 
ribbon pattern fibre; water-proof, warp-resisting and a real joy to the eyes! 
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Some numbers are equipped with beveled lenses; others with moulded bull's eyes; 
all with single unit assembly, of lens ring, lens and lens-locking ring. 


And, of course -- the standard features are retained that have always 
made EVEREADY recognized as the finest flashlights in the world! No change in 
retail prices -- 65 cents to $4.50 complete with batteries. 


These new EVEREADYS are ready for you right now ~-- backed by the most 
powerful advertising campaign we've ever had. Fifty million people will be told 
about EVEREADYS -- more than seventy five million times during the first six months 
of 1924! 


You know the big sales value of selling good news while it is still news! 
Cash in on it now. If your house does not have the new EVEREADY Flashlights in stock -- 
a postal to us will bring them immediately., You'll be just as enthusiastic as I am 
when you see the new EVEREADYS. Maybe even more so, because of the way they're sure to 
sell! All set — let's GO! 


Cordially you 


JRC: VT 


J. R. Crawford A 
Gerie ral Seies 
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A MAN by the name of Amos 
Bradbury says what is vulgarly 
termed a mouthful in Printers’ Ink. 
He wants to know “How do you talk 
to plain folks. Do you translate 
long-necked jargon and foggy phrases 
to simple terms for the masses who 
buy what you make?” In our busi- 
ness of selling the more or less tech- 
nical electrical products there is 
abundant opportunity to tell about 
things in language suitable to plain 
folks. Simple words expressing a 
logical thought are one rule of sales- 
manship. 


* # @# 


PEAKING of territories, you job- 
bers’ salesmen working in the 
Atlantic States or in the Middle 
West probably think you do some 
traveling. But suppose for you were 
working for our friends the Mountain 
Electric Co. in Denver. There you 
would have a nice, little, compact ter- 
ritory over 800 miles long and over 
800 miles wide, or say in the neigh- 
borhood of 800,000 square miles. In 
this territory lie the states of Wyo- 
ming, Colorado and New Mexico. In 
two of these states you would find 
no more people than you would in a 
fair-sized city in the East. In spite 
of all your well-known conservatism 
in compiling expense accounts, the 
swindle sheet would show a terrify- 
ing total. Yet in this vast territory 
we find a number of jobbers giving 
real service. 
It is amazing at times to contem- 
plate the things that a jobber does. 


S AN indication that THe Jos- 

BER’S SALESMAN is looked upon 
in many establishments as essential 
to the best interests of all employes, 
it may be mentioned in passing that 
the Pettingell-Andrews Co. of Bos- 
ton has just sent in a blanket order 
for sixty-two subscriptions. These 
represent executives, sales force and 
many of the inside men. 
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Hrores Why 


Flextube hobs 
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VERY little “roller” in the tough, solid wall of 
FLEXTUBE is an individual glider — hundreds 
of them to speed the wire along. 


The wire fairly skates over this continuous non-friction surface. 
No hitch, no hesitation. FLEXTUBE makes wiremen wonder, 
if they have never installed it before, where they ever heard “‘it’s 
a hard job to fish non-metallic conduit.” 

You take away all the trouble, and nine-tenths of the “push and 
pull,” when you install FLEXTUBE. It is the Non-Metallic Con- 
duit that has taken every last kink out of fishing. 

Just see that you get FLEXTUBE on your next order calling for 
non-metallic conduit. You will thank yourself sincerely on the 
very first job you fish. 

























Other 
National Products 


NATIONAL RIGID CONDUIT 
For high grade wiring 
SHERARDUCT ECONOMY 
Protected by both Protected by 
zinc and enamel enamel only 
FLEXSTEEL ARMORED CABLE and 
FLEXIBLE METAL CONDUIT 
For high class work at minimum cost 
NATIONAL METAL MOULDING 
and FITTINGS 
For circuit extensions and surface wiring 
NATIONAL INSULATING BRACKETS 
For service entrances and similar uses 
NATIONAL CONDUIT and 
CABLE FITTINGS 
Locknuts—Bushings—Box connectors 
and other items 
NATIONAL OUTLET BOXES 
a box or cover for every need 
LIBERTY WIRES, CABLES and CORDS 
For 600 volts or less 
LIBERTY AUTOMOBILE WIRE 
AUTO-STEELFLEX METAL CONDUIT 
For the electrical circuits of motor vehicles 
NATIONAL CARBURETOR, HEATER 
and EXHAUST TUBING 
For motor vehicles 
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National Metal Molding Company 












WORLD'S LARGEST PRODUCERS OF ELECTRICAL 
Ka CONDUITS AND FITTINGS . 
Ya 
1109 Fulton Building, Pittsburgh, Pa. 
Represented in All Principal Cities {4) 
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Editor’s Page 


“Electrical Homes” in Small Towns 
RACTICALLY every one of the electrical 


homes, so-called, that have been promoted in 
many cities has been a success. They have 
stimulated the interest of hundreds of thou- 
sands of home people in the use of appliances 
and proper illumination. The work has only 
fairly begun and there will be more of these 
homes promoted in 1924 than ever before. How- 
ever, these plans are largely confined to the 
larger cities, where there are electrical leagues 
and clubs and large groups of electrical men. 

What about the small towns—yes, even those 
of a thousand inhabitants or less? They ought 
all to have at least one “electrical home” 
week. The residents in those communities would 
make up in enthusiasm what they might lack in 
numbers. 

The jobber’s salesman is the logical man to 
get the home idea started in these smaller places. 
There is hardly a small town or city where some 
house builder could not be interested to lend 
his home for this purpose and be proud to do 
so. Also there is at least one contractor-dealer 
live enough to accept your suggestion and get 
the real estate man and a few others interested 
enough to work out the idea to a successful con- 
clusion. 

An electrical home in one of these smaller 
places would not need to be as elaborate as in 
the larger cities, but as stated before, a very 
large percentage of all the people in the place 
could be brought in to see it, with a little judi- 
cious advertising, for news spreads by word of 
mouth in no time to every inhabitant. 


* * * 


Fixtures As Merchandise 
O UT of the chaos in the fixture business of 
a few years back, something far more sub- 
stantial has been evolved. One ‘could not help 
but be impressed with this fact upon visiting 
the Lighting Fixture Market held in Chicago 
in January. 

Fixtures are how merchandise. They are 
more sanely designed and made by manufac- 
turers who follow along established merchan- 
dising lines, instead of being assembled by local 
artisans. 

Substantially made and beautiful fixtures are 
now produced in quantities at prices which do 
not arouse the protests of the public as they did 
in the past. When this was brought about the 


public responded as never before. In the fixture 
business the jobber now has an excellent op- 
portunity which he has not been slow in recog- 
nizing. * * * 


Be Interested in Finance 

__ all is said and done, the electrical 

business hinges around the central stations. 
While this is more or less self-evident it will 
bear repeating. Construction material is sold 
where new lines and extensions are developed. 
Sales of lighting equipment and appliances of 
all kinds follow ‘the building of the lines. 

In the last few years particularly, thé central 
station companies have realized that the general 
prosperity of the electrical industry is depend- 
ent upon the well-being of all its branches, 
especially the merchandising end as represented 
by the jobber, dealer and contractor. ‘There has 
been a concerted effort on their part to “play 
ball” in other words. 

The main problem of the central stations in 
later years has been one of financing. Tremen- 
dous amounts of capital have been and will con- 
tinue to be poured into the central station busi- 
ness to enable it to keep pace with the demand 
for service. 

There is a way in which vou, as jobber’s sales- 
men, may be very helpful to the central stations 
in a reciprocal way. You constitute a field force 
of five or six thousand men, constantly on the 
go and reaching every part of the country served 
by electric lines. The opportunity is presented 
to you many times a day to put in a word of ad- 
vice or suggestion in relation to the worth of 
electrical public utility securities. As electrical 
men who are informed as to conditions in this 
great industry your words will carry weight. 

Any number of high-class public utility ‘bonds 
are being offered by best banks and investment 


houses. These bonds yield a high rate of inter- 
est. ‘Fhe properties back of them are sound and 


their business constantly increasing. Everything 
points to them as among the most secure in the 
investment market. 

As electrical men it would profit every one 
of you to make something of a study of a few 
of these bond issues, with a view not only of put- 
ting some of your own reserves into the securi- 
ties in your own line of business but to be able 
to make suggestions here and there to outsiders. 
Of every thousand dollars which you can be the 
means of directing into the central station busi- 
ness, a certain percentage is bound to come back 
into your business. 
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Sales Possibilities 








Liberty Hot Spot 
Specifications 

Liberty Quality and Value are fully rep- 
resented in The Liberty Hot Spot. Con- 
sider these points: 

Frame and three legs, made of 20 gauge 
bright cold rolled steel, beautifully nickeled 
and _ polished. 

Special deep groove element base of 
finest porcelain brick composition. 5% in. 
in diameter. 

Genuine Nickel Chromium Heating Ele- 
ment. 

Ample ventilating space and heat and 
current insulator between element base and 
metal parts. 

Six feet of heavy heater cord with stand- 
ard two-piece plug—all parts riveted. 

Two porcelain terminal bushings, strain 
relief bushing and bracket. 

Ventilated button feet will not mar deli- 
cate surfaces. 

Beautifully black finished detachable 
handle of stamped steel, will not chip or 
rust. 

All covered by one year guarantee 
against defects of material and workman- 
ship. 

Dimensions: 4 in. high; 
6% in.; foot spread 7% in.; 
long. 

Capacity: 

Packed complete in attractive individual 
cartons; weight 2% pounds each. Shipped 
12 and 24 to a case; gross weight case of 
12, 33 pounds; case of 24, 70 pounds. 


top diameter 
handle 5% in. 


110-120 volts; 550-650 watts. 





Approved by 
Good Housekeeping 
Institute 








$3-85 Retail 
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As a specialty—Hot Spot is as novel and attractive 
as the best engineering brains, specializing on hot 
plates, can make it. 


—and is as staple as a lamp socket, because Hot Spot 
is needed wherever there is a lamp socket. 


Besides, there’s a lot more fun 
selling Hot Spots than lamp 
sockets. 


—a lot more profit for the dealer. 


—and more satisfaction for Mrs. 
Housewife because she never 
discovers all that a socket is 
really worth until she has a Hot 
Spot to plug in it; 


—or even three or four Hot 


Spots. People are coming to 
buy Hot Spots for most every 
room. Convenience counts, 
nowadays. 


Once realize all that Hot Spot 
means in convenience to the 
housewife, profit to the trade— 
and you will find that Hot Spot 
means undreamed of sales to 
you. 


The Liberty Gauge & Instrument Co. 


(Electrical Division) 


6545 Carnegie Ave. 
Cleveland, Ohio 


Liberty 


Hot 





Pacific Coast Office 
426 Byrne Bldg., Los — Cal. 
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LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Getting Fan Contracts Early 


Three Classes of Prospects to Be Dealt With and the Principal Factors 
Influencing Their Decision 


around the first of the year to begin closing In approaching the problem the customers may be 
fan contracts for the coming season. This job is divided into three classes: 
not entirely a set-up, despite the fact that most dealers (1) Dealers who last season handled the make of 
realize the wisdom of early closing so as to get their fan offered by the salesman. 
advertising under way and be protected as to price and (2) Dealers who sold a rival make. 


| jobber’s salesman is urged by his house stock. There are always some “hold-outs.” 





Every Jobber’s Salesman is Urged to Start Closing Fan Contracts Early. 
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(3) New dealers and other prospects who have 
never handled fans. 

Those in the first class are, of course, the easiest to 
close, some sending in their signed contracts, others 
holding them for the salesman’s visit. A certain per- 
centage of accounts will go over to some rival camp 
as the result of early sales effort, special inducements or 
some grievance, real or fancied. 

The other two groups will require far greater sales 
effort. In the case of new contractor-dealers they are 
certain to sell fans, therefore, 


ing and sales promotion; (b) Advantages of service 
and quality; (c) New special fans to be featured as 
leaders. 
(4) 
(5) Have the sales manager follow up by mail. 
With the exception of furnishing the dealer’s adver- 
tising helps as soon as possible, all of the operations 
enumerated above may have to be employed before the 
contract is signed. In any case the ground should be 
fully covered to assure the customer a successful season. 
The plan of discussing 
freely the dealer’s last year’s 


Get the dealer’s advertising to him early. 





the salesman concentrates on 
his make and its advantages. 
Hardware and general supply 
prospects, however, must first 
be sold on the idea of han- 
dling fans because it is a good 
thing for their business. Nine 
times out of ten they will buy 
from the man who induces 
them to get into the game. 

In this connection it is easy 
to see that, having had no 
previous fan selling experi- 
ence, the last mentioned pros- 
pects will be slower to sign up 
and put in a stock early, than 
the old-timers who learned to 
do this from past losses and 
On the other 


initial order. 


inconvenience. 


HE plan of discussing last 

year’s fan business with deal- 
ers as a preliminary to this year’s 
business is of proven value. These 
experiences give the basis of 
future action and lead directly 
to the closing of the order. 

Next in importance to signing 
the contract is the size of the 
This can only be 
decided upon after due consid- 
eration to present conditions, 
additional prospects, stock on 
hand, ete. Without overloading 
the dealer, he can usually order 
with safety more fans than he 


business is of proven 
value. He will insist on tell- 
ing his experiences anyhow, 
and they are useful in provid- 
ing a basis for future action. 
A careful review of last sum- 
mer’s mistakes, delays, ob- 
stacles, special conditions and 
service errors on the jobber’s 
part, will clear the air and 
give the salesman a chance to 
furnish real assistance. 


fan 


Owing to improved service 
and sales methods, left over 
fans have ceased to be a deli- 
cate subject. Very few are 
left on hand and those that 
are may be easily worked in 


hand, 2S 7 . . . with the following season’s 

re did the previous year because his tig Bee 

usually make up in_ en- . * stock. In discussing this the 
selling efforts will be greater. 


thusiasm what they lack in 
knowledge, and many fine ac- 
counts develop among them 
the first season. 

Speaking generally of se- will be losers. 


curing early fan business from 





Caught with insufficient stock on 
hand, his efforts will be almost 
sure to lag and both you and he 


salesman can point out new 
outlets and prospects in the 
dealer's territory. 

Next to the signing of the 
the size of the 
initial order. This is decided 
after due consideration of 


contract is 





a 





all classes, an intelligent in- 
troduction of the subject and 
a definite offer of assistance will do wonders towards the 
Unless the jobber’s 
salesman is operating in the extreme south, the weather 
is apt to be anything but “fannish,’ and the prospect 
more inclined to talk heaters. On the other hand, he 
will undoubtedly have more leisure to go over the mat- 
ter carefully at this time than later. 


successful conclusion of the sale. 


As a clean slate and a perfect understanding are abso- 
lutely necessary, it behooves the salesman to see that 
his customer is thoroughly primed and equipped to bet- 
ter his last season’s business by avoiding past mistakes. 
To do this the dealer must do at least three things: 


(1) Stock fans early. 
(2) Prepare a sales plan in advance. 
(3) Enter upon his campaign energetically at the 


beginning of the season. 
To get the dealer started right the jobber’s salesman 
must: 
(1) 
(2) 


a view to ascertaining: 


Start early. 

Go over last year’s business with the dealer with 
(a) Left over stock; (b) Mis- 
takes of last season; (c) Service last season; (d) What 
stock he should carry this season. 


(3) 


(a) Advertis- 


Outline extra helps as follows: 





present conditions, additional 
prospects, stock on hand, ete. Without overloading the 
dealer, he should be induced to increase his last year’s 
order. It has been proved that when he has fans he 
sells them. If caught without stock his effort sags. 

Since the manufacturer plays a definite part in back- 
ing the jobber’s salesman for early fan business, full 
advantage should be taken of factory assistance. All 
information, prices, catalogs and advertising helps can 
be expected at the start of the new year or earlier. These 
helps have a definite bearing on the dealer’s advance 
sales plan, hence the salesman can use this as a wedge 
to secure an early contract. 

Another item of value in aiding the dealer to make 
an early decision is the new special fan with some par- 
ticular appeal which is to be featured as a leader in 
selling the general public. A sample or a good photo- 
graph of the handsome “special” may swing the con- 
tract at the critical moment. These feature fans are 
as useful and durable as the rest of the line, but are 
decked out in a way to catch the eye. They are usually 
made to fill a “long felt want” for a special fan. 

The sales manager’s follow up may be an acknowl- 
edgment of the contract and order, or it may be an 
additional effort to sign up some (Turn to Page 95) 




















February, 1924 


THE JOBBER’SfA|SALESMAN 





Turning Contractors Into 
Business Men 


Results Obtained by Well-Planned Campaign in Milwaukee —Ten Per Cent 


of the Contractors Install Accounting Systems in 


the First Few Months 


WELL defined feeling has existed for a long time 
past that a more complete and accurate knowledge 
of the affairs of the electrical contractor-dealers 


This is necessary if credits are to 
Much has 


should be available. 
be extended to them in a constructive manner. 
been said upon this subject by manufacturers and jobbers 
alike. But saying, and advising and general urging do 
not as a rule have sufficient effect upon the contractor- 
dealer to cause him to put in and operate an accounting 
system that will show him at all times where his business 
stands. A definite plan is required and concerted effort 
is needed. 

To the electrical interests in Milwaukee perhaps be- 
longs the credit for first joining in a concerted effort and 
following through on a plan that has been really success- 
ful. The jobbers in Milwaukee joined hands with a 
number of the manufacturers and in co-operation with the 
local association of contractor-dealers, started operations 
in August of last year. 

The jobbers interested are: The G-Q Electric Co.; 
Julius Andrae & Sons Co.; Boggis-Johnson Electric Co., 
and the Western Electric Co. The first mentioned have been 
particularly active in this work, and the series of letters 
and follow-ups sent out by them during the Fall were 
described at some length in the November issue of THE 





F. W. Greusel 


Three Men 





Edwin H. Herzog 


JoBBER’s SALESMAN. Among the manufacturers, the Moe- 
Bridges Co., and Chas. A. Polacheck & Co., contributed 
time and effort. 

The basis of the campaign is the installation where pos- 
sible among the contractor-dealers of adequate accounting 
systems. The system used is the standard one of the 
Association of Electragists. A substantial amount was 
subscribed jointly for the purpose of guaranteeing com- 
pensation to a competent auditor, who devotes his entire 
time to the installation of accounting systems among the 
local contractor-dealers as fast as they are “sold” on 
the idea. Not only does he install the systems but he 
practically operates them for a month or two until every- 
thing is in smooth running order, and calls at regular 
intervals thereafter. 

He receives his compensation direct from the contractor- 
dealer who accepts his services. 

The purpose of this article is to point out the results 
that were obtained up to January 1. They were so 
highly satisfactory that operations will be continued along 
the same lines until the majority of the contractor-dealers 
have the accounting end of their business in hand. 

After less than five months work, at the first of the 
year, it was found that 12 contractor-dealers had accepted 


the accounting service. As there are approximately 120 





S. C. Greusel 


Influential in the Milwaukee Campaign 














licensed electricians in Milwaukee doing a contracting 
business, this represented a job 10 per cent done in a 
comparatively short time. Furthermore, getting organized 
for a work of this kind, getting the “‘bell-wethers’’ started 
and in a position to get up on their feet later and relate 
the benefits of the plan, always takes time, so that 10 per 
cent of the total sold in less than five months is a remark- 
able achievement, and indica- 
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that I did not adopt the system five years ago. 

“Any expense in connection with the operation of this 
system is well spent, and the investment shows most 
satisfactory returns. 

“In the installation of this system, I uncovered accounts 
due me, amounting to approximately $500.00, which, du: 
to careless methods, I had lost entire track of. This on 

item along, which has since beer 





tions are that the going will be 
much easier from now on. 

Edwin H. Herzberg acting 
secretary of the local contrac- 
tor-dealers association has 
worked hard and intelligently, 
as has William J. Schuelke, 
the auditor. Both F. W. and S. 
C. Greusel of the G-Q Electric 
Co., aside from their activities 
in connection with the letter 
propaganda, have given gener- 
ously of their time as have the 
other jobbers, who have attend- 
ed the numerous meetings and 
conferences. 

The real pleasure and satis- 
faction to these men comes most 
largely, perhaps, from the ex- 
periences and testimony of the 
contractors who have put in 
the systems, and who forthe 
first time experience the pleas- 
ure of being real business men. 
This testimony is interesting 
and the meat of it is given in 
the following paragraphs. 

“A” is a contractor-dealer, 
operating from a retail location 
in one of the business sections 
of the city, outlying from the 
main central business district. 
His business comprises con- 
tracting and the retail sale of 


installation.” 


ting forth. 





“ A FTER a year’s experience 

in business, resulting in a 
loss, we were finally induced to 
install the standard cost ac- 
counting system. For the first 
time in our history the business 
has netted us a profit.” 

“IT have not had a loss on a 
single job that we have bid on, 
and have found that our prices 
have increased so as to cover all 
items of overhead.” 

“In the installation of this 
system, I uncovered accounts 
due me, amounting to approxi- 
mately $500, which, due to care- 
less methods, I had lost entire 
track of. This item alone, which 
has since been collected, more 
than pays the entire cost of my 


Expressions such as this from 
contractors who have _ been 
helped in business, are the most 
satisfactory form of pay received 
by Milwaukee electrical men for 
the efforts they have been put- 


collected, more than pays th¢ 
entire cost of my installation. 

“The biggest benefit, in my 
opinion, resulting from the 
installation of this system, is 
the fact that I am able to know 
at any time the amount of work 
in progress, which represents 
both labor and material. This 
enables me to follow up all jobs 
closely, in an effort to complete 
work, so that my accounts are 
in shape to collect. Collections, 
too, are given more thought 
and attention by me, and I real- 
ize now that the more closely 
collections are followed up, the 
easier they are to collect, and 
also the easier it is to retain the 
customer’s good-will. 

“The approximate volume of 
our business is $100,000.00 an- 
nually, and last month, and 
since installing this system, we 
made $1,700.00 net in one 
month, which is practically the 
first time in my business career 
that I have been able to tell 
what I have made, either by the 
month or the year.” 

“B” is a contractor-dealer, 
operating from a store in one 
of the outlying business dis- 
tricts, and equipped to do 








fixtures, household appliances, 

washing machines, ironing machines, etc. Approximately 
one-half of his volume is contracting, and the other half 
is sales from the store. 

He has been established in business 10 years. Because 
of vacancies in his office force the necessity for a new 
bookkeeping system was very evident, and upon the rec- 
ommendation of Mr. Herzberg, the auditor called upon 
him and interested him in the installation of the standard 
accounting system. 

Executives of jobbers were unanimous in their recom- 
mendations for the installation of the system, and their 
recommendations were considered seriously. 

The entire cost of installing the system was assumed by 
“A”, amounting to approximately $100, which outlay was 
represented by a cost of $50.00 for bringing accounts up 
to date, and the additional $50.00 represented the cost of 
supplies and installing the new system. 

Comments from Mr. “A” in reference to the operation 
of the system are: 

“The best in the world. Up to the present time I have 
been working in the dark. 

“Now that I realize the benefits received, I regret 


house-wiring and contracting: 
also equipped to retail all electrical merchandise from a 
store location. Approximately 80 per cent of his volume 
is contracting, and 20 per cent sales. He has been es- 
tablished in business three years. 


The general publicity given during the campaign and 
the auditor’s efforts were responsible for his adopting 
the system. The jobbers’ executives, as well as the job- 
bers’ salesmen co-operated. 


The cost of installing the system, assumed by “B” was 
approximately $100, which included closing up the old 
books and installing the new system. 

In reference to the operation of the system, “B”’ said: 

“The advantages I have found in employing the stand- 
ard accounting system is that it enables us to refer to 
past records when estimating on additional work of a 
similar character. I have found such records to be par- 
ticularly advantageous, and since the installation of this 
system, I have not had a loss on a single job that w 
have bid on, and have found that our prices have increased 
so as to cover all items of overhead, which we 
are now entirely familiar with. (Turn to page 96 
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The When and How of 


Persistence 


When Is a Buyer Really Preoccupied—When Just Naturally Pig-headed? 
Your Ingenuity Required to Determine 


By FRANK FARRINGTON 


is to know when to persist and how long to per- 
sist with the dealer who says he doesn’t want 
any of your stuff. 


OO: of the problems that confronts a salesman 


” 





“Well, it is an educational matter and I 
“No, never mind all that. Are you going to try to 

sell me some kind of a book?” I insisted. 
“Well, technically, yes,” she 





Every experienced salesman 
can recall plenty of instances 
when he would have lost a good 
order if he had given up a lit- 
tle sooner, and the same sales- 
man has spent some time in 
wondering about instances 
when he failed to get an or- 
der but thinks he might have 
secured it if he had not weak- 
ened and quit under the con- 
tinued refusals of the pros- 
pect. 

Last summer I had an ex- 
perience with a salesman that 
was typical of many I have 
had with manufacturers’ and 
jobbers’ salesman when I was 
in the retail trade. This sales- 
man was a woman, however. 

She was an attractive young 
woman, rather carefully 
dressed, and had it not been 
for the businesslike leather 
brief case she carried, no one 
would have thought she was a 


way. 





Persistence Acts and 
Re-acts 


HERE are times when per- 
sistence only irritates, and 

the prospect may be justified. 
Other prospects 
obstinate call for real persistence. 
It is just as important to 
know when a prospect is not 
chronically obstinate as to know 
how to handle him when he is that 


Persistence, a good bump of it, 
ought to be a part of every elec- 
trical salesman’s mental equip- 
ment, but, unless it is backed by 
the brains to know when to use 
it, may easily be more of a lia- 
bility than an asset. 


admitted with a smile. 

“Sorry,” I said, “but no 
books for me. Absolutely not. 
I am very busy and it would 
be a mistake to waste your 
time which may or may not be 
valuable and mine which I 
know is valuable just now.” 

She never blinked, just 
looked the least bit hurt and 
then came back with a smile: 
“IT am glad to give my time 
though you may have no 
thought of buying. I want you 
to know about this set of books 
and I am sure you will admit 
afterward that your time was 
not wasted.” 


chronically 


“There isn’t going to be any 
afterward,’ I told her, per- 
haps with more force than 
courtesy. “I positively am not 
going to give up time to any 
sales talk you have to offer. 
You couldn’t sell me any kind 
of books at any price. I must 








“salesman,” let alone a_per- 

sistent salesman. She did not even have the firm chin 
which we read indicates determination, and there was 
no particularly noticeable business attitude such as we 
expect to find in efficient business women. But, you may 
take it from me, Persistence was her middle name. She 
must have been the individual who put the stick in stick- 
toitiveness. 

She entered my office when I was busy, too busy to 
waste time on anyone bent on selling me something. But 
that meant nothing in her young, or reasonably young, 
ife. She did not wait for me to sit down, hardly for me 
to get up. She grabbed the nearest chair and drew it to 
my desk and sat down and opened the leather case and 
before I could say “Aye, yes or no,” she was taking out 
‘ book. I might have known it; a book agent! 

“IT know you are going to be interested in something 
‘hat will mean a great deal to your daughter as an edu- 
ational influence,” she was saying. 

“Just one moment,” said I. “Is this a book selling 
| roposition ?” 


finish the work I am doing.” 

“You are a business man,’ was the response, “and 
you wouldn’t buy anything you thought was worth more 
than it cost, especially if it involved your daughter’s 
welfare? Now this —-—” she was opening the book. 

I arose. “No, you cannot show me your books and I 
will not listen to your story. It would waste my time 
and yours.” I moved toward the door as a mild hint. 

“You wouldn’t give 15 minutes to learn about an op- 
portunity that would mean perhaps thousands of dollars 
in value to your daughter.” She did not even arise from 
her chair. 

“No, I wouldn’t give five minutes.” 

“You've already given 10,” she said with a smile that 
tended to disarm severity. We had exchanged more dia- 
logue than I have reported, though all to the same pur- 
pose. 

“Well, time is up,” I told her. 
time on a hardened prospect who will turn you down, no 
matter how long or how well you talk.” 

“I know you are trying to get rid of me and I ought 


“You are wasting your 
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to take the hint, if that is what you call it, but you see 
When can you give me 15 minutes of 
I can arrange to 


I hate to give up. 
your time? I promise not to take more. 
see you at any time at your home or here.” 

“You will never see me again if I have my way,” was 
my rather ungracious response. “If I should see you 
coming again, I would lock the door.” 


That was rather 


type of bull-headed sticktoitiveness that book agent ex- 


hibited perhaps has its place. At least it may win out 
with those chronically obstinate buyers who want and 
expect to be urged and who never buy until they are 
practically compelled to do so. The jobber’s salesman 
whose fortune it is to have on his territory a few of those 
contrary-minded retailers must have a supply of persis- 

tence available for use 











rough treatment for a 
pretty wasn t 
it? But she exasperat- 
ed me, though I kept a 
smile through it all. 
She finally left and I 


heaved a sigh of relief. 


woman, 


Had she been a man, he 
would have been asked 
to leave in less time. 
There are times when 
persistence only _ irri- 
tates the prospect. And 
there 
pects who are irritated 


are some pros- 
much more by _persis- 
tence than others. As a 
retailer, there have been 
in my experience days 
or times of day when I 
was harassed by _ busi- 
when tasks 
that must be done with- 


ness cares, 
in a definite time multi- 
plied and overwhelmed 
me. The salesman who 
called upon me at such 
a time and tried to hang 
on until I would give 
him an order, found me 
easily aggravated and 
perhaps he got the im- 
pression that I was a 


hard-boiled customer. 








with them. But such 
retailers are rare in the 
electrical field. It is 
just as important to 
know when a buyer is 
not chronically obsti- 
nate as it is to know 
how to handle him when 
he is that way. 

The big thing with 
the man who has some 
reason for not wanting 
to give you a hearing 
right now, is to get a 
chance to see him just 
as soon as he is at lib- 
erty. Even though you 
might, by persistence, 
get a dealer to see you 
now and even though 
you might sell him a lit- 
tle something, the 
chances are that if you 
can arrange to see him a 
little later when he is 
free to give his mind 
undividedly to your 
propositions, you will 
sell him so much larger 
a bill of goods that it 
is worth while to wait a 
little. 

The jobber’s 
man has the advantage 
over some _ specialty 








sales- 





Well the circumstances 











demanded that I give 
my time and my atten- 
my work. 1] 
could not make the sacrifice of giving the salesman half 
The salesman who forgot all the other 


tion to 


an hour then. 
qualifications of salesmanship, or laid them all aside for 
that one qualification—persistence, or insistence, got in 
wrong with me right away and he had to go. If he would 
not accept dismissal, I walked off and left him, or even 
invited him to beat it. 

And yet I realized the importance of giving every 
I knew 


I might miss something good if I refused to listen to him. 


traveling salesman a chance to tell his story. 


It was only that I was human and when I couldn’t spare 
the time, and when the salesman was not sharp enough 
to see that I meant it and to back out before it was too 
late, and ask me to name a time when I would see him, he 
lost his opportunity. 

The few dealers who are habitually hard to see and 
hard to convince, who are always that way and with no 


The 


special justification for it, call for real persistence. 


“She Entered My Office When I Was Busy” 





salesmen in that the lat- 
ter may call on a man 
once and never again, 
cr they may call only at long intervals, while the job- 
ber’s salesman comes with great frequency and regu- 
larity. You like to sell to a man the first time you call, 
but you do not have to do so. You are going to come 
that way again, and it is more important that you leave 
that man in a friendly frame of mind toward you than 
that you sell him this trip. And I say that with per- 
fect realization of the fact that there is nothing for any- 
body in continuing to call and create friendly and favor- 
able impressions without getting any business. 

I want to say this about persistence. It may have 
important results right now, this trip, unless the buyer 
is too seriously occupied, provided you will keep pre- 
senting new reasons for buying just as long as you talk 
with him, instead of persisting in bearing on the 
same reason,harping continually on the same string. If 
the prospect will not loosen up when you make one sug- 
gestion, make a different one, and (Turn to page 92) 
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The Jobber’s Side of the Story 


It Is Said That He Does Not “Function” in Appliance Distribution—That He 


Is Not Alive to His Responsibility. 


The Answer 


to These Arguments 


By A WELL-KNOWN JOBBER 


O jobber or dealer in electrical supplies can safely 
N afford to run special, long-winded campaigns or 

detrimentally concentrate on anything that inter- 
feres with his regular established business because it 
does not pay in the long run to exchange his old busi- 
ness which he has built up by long years of toilsome 
care under his own supervision for a new, widely pro- 
claimed, get-rich-quick business that must depend on the 
reliability, stability or co-operation of others for its con- 
tinuance, 

Where the jobber or dealer has to depend for the 
continuance of his welfare on an individual or concern 
which, by the very nature of its business, its propaganda 
or associations is always suspicious and complaining that 
something more can be done—for its 
benefit 
jobber or dealer he is risking his business life and capital 


own pecuniary 





regardless of what trouble may happen to the 


on an unsafe foundation. 
Many jobbers and dealers who have blindly followed 
the persuasive dictation of 


picture sales artists have 


found that, after the unprofitable and unsatisfactory. 


excessively expensive and wearisome efforts have failed 
the 


to produce promised and pictured results, they 





When Canvassers, Peddlers and Door-to-Door Solicitors Become Too Plentiful, They Become a Nuisance 


were considered at fault, and so they were, because every- 
day horse sense should have convinced them that no visit- 
ing stranger, however pleasing and well-dressed, could 
teach them how to convert their customers into gold mines 
over night. 

It has often been observed that a great many of those 
who have tried to make either a wholesale or retail elec- 
trical concern a first-class canvassing concern honestly 
felt or put up the bluff, like confidence men, that they 
The 


disappointment that comes from finding that you have 


were super salesmen endowed with special talents. 


paid all the bills and adjustments that come from unkept 
promises of a super man who has gone away uncere- 
moniously, leaving a bag full of dead hopes as a souvenir 
of his visit, does not leave one in a fit humor to succumb 
to the wiles of the next fellow that paints the same 
pictures but has other kinds of paint. Once is enough. 

It is no wonder that the jobber or dealer is not now 
considered a logical outlet for the honeyed output of 
certain kinds of factories. He has been stung too much 
already and has learned that there are no Burbanks in 
the manufacturing or labeling business that can turn 


pine cones into pineapples or electrical current into edible 
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pie. For this knowledge he has paid a good price. 

No one will dispute that the motor-driven electric 
household device is an important feature of the electrical 
industry or that all electrical people should not perform 
their full duty by encouraging sales of such appliances 
as electric cleaners, washing machines, ironers, dish 
washers, etc. 

Very few, if any of the above-mentioned articles in the 
past have been as free as they should have been from 
defects that have required the service and attention of 
well informed electrical men, despite the fact that prices 
at the factory and to the user 





of the profits to be made by his policy. of ‘““Manufacturer 
to user direct.” Where this kind of a policy has suc- 
ceeded once it has failed scores of times and the electrical 
jobber or dealer has absolutely nothing to fear from 
such a policy or threat. 

No established concern can well afford to change its 
business from a store to a canvassing business. The 
wagon peddler of tin ware or fish has far more of a 
chance for success than the canvasser. 

The idea that an electrical supply jobber can become 
a successful trainer of canvassers for his own or others’ 

benefit is hard to believe be- 





have climbed to unwarranted 
figures for efficiently made and 
regularly sold merchandise. 
The American nation is now 
demanding and has a right to 
expect that all inffated prices 
be reduced. Where manu- 
facturers or others have be- 
come obsessed with the thought 
that there is no limit to the 
price that may be obtained 
for an article, or that unlim- 
ited service of improperly 
made appliances is the function 
of the dealer, out of his profits, 
there must be a decided change. 
The idea that door-to-door 
canvassers can make a _ long- 
lived success by pulling front 
or side door bells is entirely 
fallacious. The duplication of 
effort and the time cost of calls 
where there is no chance for 
a sale simply means _ ineffi- 
ciency of effort that must be 
paid for by the few who are 
induced to buy. Door-to-door 


problem. 


velopment. 


resents the 





Att acknowledge a crying 

need for better merchan- 
dising methods in the electrical 
industry. Certain ones sincerely 
believe that the house-to-house 
selling method is effective and 
is perhaps the solution of the 
Jobbers have been 
told repeatedly that they are 
not functioning properly when 
they do not seek to develop busi- 
“ness along these lines, or accept 
readily this or that plan for de- 


This article, by a jobber, rep- 
stand taken not 
only by him but by many of his 
brothers in regard to house-to- 
house selling as compared with 
the established method of selling 
over the counter. 


cause every one in the trade 
knows he has enough trouble to 
train the sales and office force 
for his own establishment with- 
out having any opportunity to. 
bother with the training of 
canvassers from material that 
is generally always on the 
move and lookout for a more 
favorable opportunity else- 
where. The new idea that the 
manufacturer can do it for the 
jobber or for the dealer, in 
view of what has passed is in- 
credible or questionable. 

The idea that a jobber 
should become a banker or tie 
up his needed capital in in- 
stallment paper with all of its 
precarious possibilities or 
what is still worse encourage 
and recommend to others that 
they should do it or endorse 
paper that carries with it a 
contingent liability is not a 
debateable subject unless one 
wants to take a big chance of 
possible trouble. 








selling naturally increases the 
user’s cost if the canvasser is 
to be paid for his time. If he is not paid he must 
necessarily quit and a new “trained” canvasser put in 
his place. Some one must pay the bill or stand the 
loss. 

The method is grotesquely inefficient, extravagantly 
expensive and the buyer invariably pays far more than 
he should for the article when compared with the more 
economical method of advertising, selling and demon- 
strating over a counter. No standard article can be 
long sold by door-to-door canvassers in competition with 
standardized business methods. In other words, the can- 
vasser, peddler or any other named door-to-door solicitor 
is not a permanent success. When they become too 
plentiful they become a nuisance, just the same as the 
circulars that are stuck under a door, and finally pro- 
voke preventive legislation. 

It is true and a self-evident fact that when a manu- 
facturer ridicules successful channels already in existence 
that are ready and willing to sell his line the same as 
other lines are sold and further feels and demands that 
the only way to sell his goods is by revolutionizing a 
business by means of door-to-door canvassers, that manu- 
facturer should assume all the responsibility and take all 





After several years of ex- 
perimental results there are now the following methods: 


From manufacturer direct to consumer by canvassers 
under factory control generally in connection with the 
use of the name of a responsible local dealer who is 
allowed a commission on each sale in his town. In this 
instance the importance of the dealer is recognized and 
his responsibility is at stake when accidents occur. 


Another method is the one that should be termed the 
“Hocus Pocus” method where the manufacturer, jobber 
and dealer-contractor all “co-operate.” It is the most 
plausible of all. 

The factory furnishes a Captain General who in turn 
has a field agent or territorial manager who in turn has 
a crew manager who hires the “go-getters” or canvassers. 
The compensation that is divided between the gang on 
sales made is quite substantial and things sold under 
this plan are higher priced in comparison with some other 
plans. In this scheme the jobber and his dealers are 
recognized as an integral part of the plan and the dealer 
and the jobber divide the profits and grief to their mutual 
satisfaction or dissatisfaction as it may be—generally 
the latter. 

Another method that some deep (Turn to page 88) 








February, 1924 


THE JOBBER’SMI)SALESMAN 





“Hop” or Hope 


Forecasting Lighting Progress by Looking Backward—The Goal 
of Ideal Home Lighting 


By W. E. UNDERWOOD 


platform; spout a lot of high sounding words; 

refer feelingly to the gr-r-rand old flag and the 
gr-r-rand old Republican partee; and sit down in a 
burst of applause from the nit-wits. The wisenheimers 
sigh and remark to each other, “It’s the same old hop.” 

Similarly, in writing about the chances for business in 
the home lighting field in 1924 for jobber salesmen and 
their dealers, one might predict a wonderful future and a 
big profit based on the fact that there are 9,000,000 wired 
homes and that each of them, by and large, requires seven 
lamps a year. Yet that is not any more satisfactory than 
hearing a platform orator tell you that “America is the 
land of opportunity’— it’s too darned broad and imper- 
sonal. 

Paddy Irish as it may sound, one of the surest ways of 
forecasting future progress is to look backward. The rate 
of travel or gain or of acceleration in the immediate past 
is a fair yard-stick to apply to the immediate future. 

Progress in home lighting in 1923—the number of 
milestones passed, as it were, provides an inkling of what 
to expect in 1924. The selling effort which was success- 
ful in this field in 1923 should make for success in 1924. 
The mistakes of 1923 are likewise to be avoided in the 
present year. 

One of the first and best accomplishments of 1923 was 
the setting of a mark in this market—a goal to try for, 


A PROFESSIONAL spell-binder can get up on the 


not in one year alone but for some years to come. ‘This 
was done in the report of the Residence Lighting Com- 
mittee of the National Electric Light Association. This 
little group of men said, “Before we run any further, 
let’s find out two things; where we are now and how far 
we have to go.” This meant discovering at the expense 
of much time and labor what was the then present average 
condition of home lighting—how many lamps in the aver- 
age home, how many and what kinds of fixtures, how 
many convenience outlets, what sort of lighting glass- 
ware or other reflecting, shielding or diffusing equipment, 
and a lot of other facts. It meant analyzing a great 
number of homes, small homes, large homes, apartments, 
homes rented and homes owned, big and little town homes. 

Literally speaking, there is no such thing as an “aver- 
age home” any more than you can point to any given 
human being and say, “there stands an ‘average man.’ ” 
But, just as the insurance actuarian knows how many per- 
sons per thousand population will pass out in a year, by 
averaging enough homes, we can arrive at the average 
condition of home lighting. And, because many of us, 
including the author of these words, display no great bril- 
liance in dealing with generalities, the statistical sharks 
very kindly visualized this thing for our lesser intelligence 
in a mental picture which they dubbed “the average 
wired home.” 

Then they went a step further and constructed for our 
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fancy a “conservative ideal home.” In other words, they 
took our average wired home and lighted it not the way 
a wild-eyed lighting fan would do, but conservatively— 
just well enough to provide reasonably good illumination 
in each room. And by doing that they showed us quite 
definitely how far we had to travel—how much lighting 
equipment was needed and ought to be sold to bring the 
wired homes in your town and mine up to a fair level 
of illumination. They did something right there which 
has needed doing for a long time. 

Without more ado, let’s see how far away from the goal 
of good home lighting we were in 1923. The diagram 
shows it quite clearly. The average home has 812 watts 
The conservative idea) 
The electric 


as a total of lamps in its sockets. 
home should have 1770 watts in lamps. 
energy consumed by the average home costs the family 
therein $30 a year. Dad would have to dig down for 
another $30 for “juice” if this average home became a 
conservative ideal home and it would be the best invest- 
ment he ever made. 

There should be nine convenience outlets but, alas, the 
There should be eight 
portable lamps instead of two. There should be nine 
wall brackets instead of three. Ceiling fixtures? Ah, 
there are plenty—the field is saturated! But wait a 
minute. Many of these are obsolete, no good—just plain 
junk and we find that there are just half enough modern 
ceiling fixtures in use. 

This comparison of the average wired home as against 


average home has less than three. 





the conservative ideal wired home takes no account of 
new homes to be built or old homes to be wired. It 
simply shows us how far short we have come of selling 
our present market—the gap between what we have done 
and what we still have to do. Summing it all up, we 
appear in early 1923 to have been somewhere between 
first and second base, which left quite a lot of hot-footing 
still to be done. 

How far did we get by the end of 1923? 

Approximately 250,000 kitchens were re-lighted most- 
ly with 150-watt Mazda Daylight lamps although some 
were equipped with 100-watt clear lamps. These kitchens 
each required a white glass kitchen unit complete and 
pull chain or wall switches.’ It provided sales for jobber 
It provided equipment and wiring business for 
dealers. It added an average of five dollars per each 
home thus re-lighted to the annual revenues of central 
stations. It made the kitchen the best lighted room in a 
quarter of a million homes, which inevitably means the 
eventual lighting renovation of every room in these homes. 
True, a quarter of a million is no great share of the nine 
million wired homes but it represents the biggest, single 
forward step in the history of lighting sales. 


salesmen. 


It is doubtful if any previous year has exceeded 1923 
in the volume of portable lamp business. Certainly no 
year has ever touched it for the sale of convenience out- 
lets. Double convenience outlets and Elexits are no longer 
rare birds. The number of (Turn to page 84) 
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The Kitchen was Made the Best Lighted Room in a Quarter of a Million Homes. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 


Jobbers, on Market and Price Conditions for 21 Key Products 
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MARKET PRICES MARKET PRICES MARKET PRICES 
Dec. 15 to General Dec. 15 to General Dec. 15 to General 
COMMODITY Jan. 15 | , Trend Jan. 15 Trend Jan. 15 Trend 
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ne — — 

Poles and pole-line hardware ................-- $/18| 7| 1119 hus 8/19} 6] 1/27] Off @| 4) 5] 2] 8] 1 
Switchboards and accessories .................- 1] 8/12] 0] 17 4 1}; 8|14] 0] 22] 1 1] 4] 4] O|; 8] 1 
Motors and control apparatus ................. $/ 13] 8 ual 21] $8 Baa 16}; 9] 1] 25] 2 2} 6] 5] O| 12} 1 
Dee ROINE ook g coleias on Wives eeaeeaedinodean 14 | 12 + 2 | 28 9 Ral 14 3 Be 35 0 5} 11 2 1 | 16 1 
WINOININODEES or, .: ocodiectns des wowaducs vocuees 14 | 16 0 0 | 27 3 |} 24/12] 0 2) 32 2 jj} 11 5 1 1 | 16 0 
CORMIEN GIN RINE 56 oo ccs eee de i cccwraewes 11 | 19 0 0 | 29 Bac 19 | 17 2 1 | 37 0 |} 10 6 2 2) 15 1 
De OI 6 og nen sciivascsicnsecccuen 14/15] 1] 9] 21] 0 18 17} 2 | 10° 27 Bus 71/10} 1] 6] 10] 2 
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Inichenltind ROMGEROES: cau 6 oo ccc cccwewccedecvecs 9} 14 6] 0} 28 i 12 | 17 yf 1/35] O 4 9/4] 0/17 0 
Commercial lighting units..................... 9/10; 7] 1); 24] 1]/10)15] 7} 1) 29] @ 4/10} 1] 0] 14] 1 
Residential lighting units...................... a Hroadd 5 2; 18 e.2 8] 12 6 0 | 26 1 3 6 + 0/} 12 1 
Street lighting equipment...................... es Baxi 10} 0} 14 } 21] 5114] OO} 19] 2 1 NT FES ae Ss 
I 16 | 12 2 0 | 28 2} 19] 12 4 0 | 34 1 jj 11 6 1 0;| 18 0 
Motor-driven appliances ............eeeee0 5|16| 3] 0 22 9/12} 9] 0] 29) 1 1/12] 1] 0/12] @¢ 
ARR re Aa ee ea Pe eee 2 0 | 15 0 | 16 me 0 2 | 24 0 | 22 3 1 0; 11 0} 11 1 
ROS = Bre ana. Se iaae ate alundiaes 19 0 0; 1) 21 7 || 19 4 1 0; 19 5 }} 11 1 1 1} 15 2 
Flashlights and batteries...................... 13 | 12 + 1 | 28 0 || 20} 17 0 0 | 36 1 jj 10 6 1 0) 17 0 
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*Hastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States inebude all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 
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The Electric Fan 


By DR. FRANK CRANE 


seas, I had in my stateroom an electric 
fan, which ran continuously night and day. 

One morning as I lay in my berth looking at 
it, as it automatically turned from side to side 
and stirred the atmos- 
phere of the room with its 
cooling breeze, it came to 
me how amazingly the 
forces of Nature have 
taken over the menial 
work of man. 

I thought of the untold 
thousands of ladies and 
gentlemen using their 
wrist power to fan them- 
selves, and of other thou- 
sands of servants pulling 
swinging fans to cool the 
brows of the gentry. 

Here was a mechanical 
device doing the work of 
20 servants, doing it with- 
out any effort and doing 
it vastly better. 

By virtue of finding out 
the secret laws that gov- 
ern electrons men have 
succeeded in compelling 
the uncomplaining and 
tireless force of Nature to 
be an efficient servant in 
the house. 

It is an immensely better servant than any 
human being could be because in the first place 
you never feel sorry for it, it does not drain 
your pity. In the second place it does its work 
better, and in the third place it is cheaper. 

I remember when I was a boy how sorry I 
used to feel for the horse drawing the carriage 
on a summer day, when he would pant and 
sweat and give signs of exhaustion. But we 


ens, time ago, while sailing the tropic 


never feel sorry for an automobile. We had to 
let the horse walk slowly up hill, but when you 
come to a hill in your tin Lizzy you let her go. 

It seems to me the ultimate design of Nature 
is to do all the dirty work for mankind just as 
soon as men as clever enough to find out how to 
use her. 


In the millenium there will be no labor- 
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ing class as we understand it now, no coolies, 
ryots, or other groaning and sweating burden 
bearers. Electricity, and perhaps other yet to 
be discovered forces, will hew all the wood and 
draw all the water, and the entire race of human 
beings will be released for 
more intelligent and more 
interesting work. 

We are already well 
started on the way toward 
this goal. 

The vacuum cleaner 
sweeps the floor and dusts 
the cushions better than 
any hired girl. The patent 
dish washer puts Mary 
Jane to shame. The steam 
dredge does the work of 
a hundred Bohunks and 
never says one swear 
word. 

The compound engine 
down in the hold of the 
steamer is more efficient 
than 5,000 rowers, and 
doesn’t eat half so much. 

The Pennsylvania Lim- 
ited has taken thousands 
of stable boys, hostlers 
and stage coach drivers 
away from their smelly 
occupations, washed their 
faces, put them in uniforms and raised their 
level of living 100 per cent. 

The telephone has replaced the tired legs of 
millions of messenger boys. 

The sewing machine has silenced the Song 


of the Shirt in thousands upon thousands of 
dark attics. 


Even the electric drill of the dentist has 
shortened the hours of your crucifixion, and his 
novocaine needle enables you to endure that 
with comparative ease. 

If we can only get as full command of the 
spiritual laws as of the physical laws, there is 
no reason why, in time to come, we may not all 
find this world rather a decent place in which 
to live. 
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Pictorial Review of Electrical Developments 


In observance of the birthday of Joseph 
Henry, pioneer electrical inventor of the 
Nineteenth Century, WGY and WHAZ broad- 
casted on December 17, addresses on Henry’s 
life and achievements. ‘The photo shows Dr. 
John M. Clarke, director of New York State 
Museum at Albany, which arranged the cele- 
bration, and E. W. Rice, Jr., honorary chair- 
man board of directors, General Electric Co., 
both of whom gave radio addresses on Joseph 
Henry. Dr. Clarke is holding the bell used in 
Henry’s experiment. This bell, in 1831, gave 
forth the first sound ever heard at a distance 
by the use of an electro-magnet. During the 
program the sound of the bell was _ broad- 
casted. Mr. Rice is shown holding the original 
electro-magnet discovered by Henry, which 
made possible the transmission of signals to 
a distance.—Underwood § Underwood. 

A multitude of sounds are too high in pitch 
for the human ear to hear. Heretofore, we 
have remained in absolute ignorance of these 
sounds but scientists can now identify and 











study them by means of the “ultra-audible” microphone 
which was recently invented by Dr, Phillip Thomas, re- 
search engineer of the Westinghouse Electric & Mfg. 
Co. This device consists of a ring containing two elec- 
trodes, between which plays a “glow discharge” pro- 
duced by high electric voltage. It will record sounds 
with pitches of about 1,000,000 vibrations a second, 
whereas the range of the human ear stops at about 
20,000.—P. &§ A. 

Elizabeth Mackay, of New York, did not have to go 
to Palm Beach to get a summer tan in January. Photo 
shows her receiving that desired color from the rays of 
a 25,000 candle power lamp. Karl Weaver, Westing- 
house expert, administered the rays that produced the 
tan.—International., 
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Every rope and stay 
of the Colorado, (right) 
is thoroughly insulated 
by numerous strain in- 
sulators which give her 
the appearance of being 
decorated with strings of 
beads. Because she is an 
electric ship and also be 
cause radio is so neces- 
sary for her guidance, no 
electric leakages can be 
permitted anywhere, 
Naval officials state that 
she is one of the best 
insulated ships afloat.— 
a as 


One of the two 70-ton 
electric locomotives 
which were lifted into 
the hold of the French 
steamship Ontario by 
giant hoists at North 
River, New York, bound 
for Europe. Usually 
the engines are shipped 
unassembled.—“P. & A.” 

















































The giant electric light 
bulb below was con- 
structed by the Westing- 
house company for ex- 
perimental purposes and 
is said to have 60,000 
candle power. It is with- 
out doubt the largest in 
the world. Elizabeth 
McKay is the young lady 
holding the bulb and in 
order to illuminate it for 
a fraction of a second 
while she was holding it 
six electric fans were 
turned on her to counter- 
act the intense heat.— 
International. 


The microphone held 
no terrors for the Royal 
Sisters, Lilliputians, who 
are entertaining listeners 
over the radio. Their 
size doesn’t interfere 
with their stories and 
songs. Photo taken at 
WGY, the Schenectady, 
N. Y. broadcasting sta- 
tion.—Photograms. 
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The portable radio set shown at the right is bringing 
happiness to patients at the Metropolitan hospital on 
Welfare Island, N. Y. The set has been fastened to a 
platform which is exactly the size of the top of a 
stretcher wagon, and upon one of the stretcher wagons 
it is carried from ward to ward thus giving the patients 
their daily portion of radio entertainment. The nurse is 
waking a patient who has just come down from the 
operating room, with radio music.—Photonews. 


Ordinary toys do not satisfy some children now a days 
so they must be made life size. Harold Messmore has 
built up a large business making the kind of animated 
toys shown in these pictures. They are operated by 
electric motors inside the bodies and each is able to 
perform a number of stunts in a life-like manner. Mr. 
Messmore, shown in the middle picture, together with 
Joseph Damon, worked out the designs. The bodies of 
the toys are first modeled in clay and then cast in papier 
mache.—Kadel & Herbert. 
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MEN YOU SHOULD KNOW 


Vice-Presid dG 1M 
Fred G. Lafferty, “tect Kaowmse come 


‘T NHE THING called Fate, in shaping the career of 
a man, is not always arbitrary. Usually, at the 
critical time it holds up to his admiring gaze al- 
ternative propositions, and in effect says: ‘Take this or 
take that.” In the case of Fred Lafferty, at the time a 
cow puncher in Colorado, the two lures that were 
dangled in front of him were Cripple Creek and the 
World’s Fair in. Chicago. Both at the moment seemed 
equally attractive, but finally ' 


Severing his connection with the Fair he went to 
Detroit to become associated with the Detroit Gas and 
Electric Fixture Co. This was a dealer concern engaged 
in selling and installing fixtures principally for apartment 
buildings. At this time the gas fixture business was about 
20 times the electrical fixture business, so there was 
abundant opportunity and practically a virgin field in 
which to work out his electrical ideas. He was with the 

company for a period of ap- 





ihe World’s Fair won—the lure 
of business, bustle and throngs 
was greater than the lure of 
gold. He came to Chicago, 
and after what he says has 
been a very uneventful career 
he became an electrical jobber 
and lived happily ever after. 
But we are not going to end 
the story there without looking 
into a few of the details, and 
are going back to Galesburg, 
Ill., in 1867, where he was 
born. His father ran a 
country store and lumber yard 
in that city for many years. 
In early youth the son never 
expected to follow anything 
but some form of a mercantile 
career. It was in the family 
and his’ inclinations were well. 
mainly in that direction. 





A Merchandiser 


ROM early life, Fred Laf- 

erty has possessed the mer- 
chandising instinct to a marked 
degree. He knows how to buy esi aaa thin: thdiy. Benn 
and sell. Wong training in de- 
partment store 
veloped the trait. This, coupled The next year he became a 
with a vision to see the possibili- 
ties in the electrical field long be- 
fore most people, enabled him to 
succeed in the electrical Jobbing 
business. And, as in the case of 
most good merchandisers, you 
will find in him a good mixer as 


proximately three years. 

In September 1909 he joined 
the organization of The A. T. 
Knowlson Company, Detroit, 
then interested solely in gas 
supplies, and having the Wels- 
bach agency. He inaugurated 
an electrical department for 


available at that time; loom, 
methods de- Bx, a few fittings, fixtures, ete. 
stockholder in the company. 
He organized his department 
so as to cater particularly to 
the small contractor. From 
September to January 1 the 
first year he did a $7,000 busi- 
ness, the next year $50,000, the 
next $100,000. In other words 
his judgment of the possibili- 
ties in the electrical business 








But, like most boys of his 


with a wild desire to ride the range, and to the range he 
went, spending the years of ’89 and ‘90 in Colorado 
There were no fences then, more wild horses than tame 
ones, plenty of good hunting, hard riding, bronco bust- 
ing and yip yipping—the things that in those times ap- 
pealed to “Flaming Youth.” Finally, as before men- 
tioned, Fate stepped in with the two alternatives. 
Coming to Chicago in 1892, Lafferty secured employ- 
ment as a clerk with the Fair Store, one of the large de- 
partment stores. He stayed with this institution 13 
years, working his way up to the position of assistant 
buyer, in the later years devoting his attention more 
particularly to electrical fixtures and house furnishings. 
lt was during this period that he became very much in- 
terested in electrical developments. The old are lamps 
were in vogue then, as was of course the carbon filament 
lamp. The newest thing at the time was the mercury 
vapor are. Crude as electrical installations were at that 
time, he was deeply impressed with the possibilities in 
the new field. The merchandising instinct that was in 
him, cultivated through his long experience in that 
createst of all merchandising institutions, the modern de- 
partment store, was aroused to the utmost. Then it was 
that he decided to follow through with the new and grow- 


ing electrical industry. 


~ 





was vindicated, and he was 
made vice-president of the 
company. At about the same time, Detroit began to grow 
very rapidly. Great industries were springing up, par- 
ticularly in the automobile field and the industrial business 
became a rapidly increasing factor, necessitating larger 
and larger stocks. year by year. 

Effective January 1, 1923, The A. T. Knowlson Co., 
became a General Electric distributor, the company re- 
taining ownership of all the stock but operating under the 
General Electric co-operative plan. Mr. Lafferty’s posi- 
tion with the company is that of vice-president and 
general manager. 

Mr. Lafferty’s formula for success is the time-honored 
ore of ‘“‘work—keep plugging.” He believes that any man 
who will do a little more than is expected of him can 
be certain of his reward. In his own establishment he 
sets the example. Some of his people who see his portrait 
on the opposite page may recognize him for the first time 
with his coat on. Much of his time is spent*in the store 
where you will find him just as accessible as he was in the 
old days in the Fair, and always ready to serve. 

At conventions and gatherings of electrical men Fred 
Lafferty has been a familiar figure for many years. He 
is a good mixer always and if you observe you will notice 
that he associates much with the younger men. He never 
got entirely over the old cowboy (Turn to page 90) 
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Hal R. Edwards, Sales Manager, the 
McGraw Co., St. Louis, Who Gives 
Views on Six Major Problems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Basis of Compensation 


All salesmen operate on the same basis of compensa- 
tion—a percentage of the net profits from sales in their 
territories computed at the end of the year. Each man 
has a fixed drawing account. In determining his com- 
pensation, the amount drawn is added to the actual ex- 
penses and the sum deducted from his share of the net 
profit, the balance comprising his bonus for the year. 
When special work is done by the sales manager or the 
merchandising specialist, the actual expense of such 
trips is charged against the territory. 

Each man is given a profit rate sheet by departments 
and always knows where he stands. Inasmuch as volume 
lowers profit, it would seem at first glance that the 
compensation would be materially affected by the push- 
ing of certain lines. It has been found, however, that 
large volume material with small profits and other lines 
of greater profits, compensate or balance so that no 
class really suffers neglect. This is because, under this 
plan of compensation, all the men are out after all the 





business they can get. 


Methods of ‘‘Working” the Salesmen 


The territorial limits of the road men are clearly de- 
fined. Each city man is given a definite list of cus- 
tomers. A separate ledger is kept for each salesman 
and he makes his own quota for the different towns in 
his territory according to departments or classes into 
which all material handled is divided. This enables 
him to see at a glance the quota on lamps, wiring de- 
vices, etc., and just how far he has gone towards reach- 
ing the amonnt. The result of this system is that each 
and every man is continually working toward a definite 
goal and knows exactly what he is after in each town. 

In addition to the assistance received from factory 
men, the salesman is aided by the company’s merchan- 
Special assistance is always available 
on “white way” and apparatus deals. A loose-leaf guide 
book, of which there is a duplicate in the office, keeps 
the traveler posted on conditions and pending business. 


dising specialist. 


” 





Co-operation with Credit Department 


The keynote is a complete understanding between 
the salesmen and the credit department as to the status 
of every customer. This is brought about through the 
constant exchange of information. In the guide book 
is a bank report sheet for the salesman to fill out, which 
constitutes a complete statement of the customers credit 
status. The intelligent use of this report operates for 
the benefit of the house, the customer and the sales- 
man, because it eliminates delay and misunderstanding. 

Another sheet, called the credit negotiation slip, is 
sent to the salesman for filing in his guide book, bear- 
ing an accurate statement as to the condition of the 
account, what the credit department intends to do about 
it, and suggestions for assistance from the salesman. 
The latter, forewarned and forearmed, is able to render 
valuable aid, also to avoid the taking of orders only to 
have the credit turned down. 

While the company desires to collect accounts wher 
ever possible without effort on the part of the salesman, 
the value of his personal contact and friendship for th: 
customer is recognized and used whenever necessary. 
The collection of a slow account means more business 
for the salesman, when otherwise it might be cut off if 
collection were left entirely to the office. 


Salesmens’ Reports 


Salesmen send in daily reports every night, showing 
towns visited, calls made and orders secured. On th: 
reverse side of the daily report sheet is space for auto 
expense data. Special sheets for bank report as t 
credit have already been mentioned. In addition ther: 
is the negotiation sheet, which tells of any special dea! 
pending, suggestions for follow-up, and prices quoted. 

Each salesman’s itinerary is furnished the house two 
weeks in advance, it being understood that it is some 
times necessary to make special trips, in which case th: 
house is promptly notified. In the guide book is a town 
sheet, on which is entered all information obtained r 
garding customers, including deal- (Turn to Page 9} 
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Fixture 


“How Much Will the Wiring Cost?” 


That is almost the first question asked by every prospective 
buyer of industrial lighting equipment. And your answer is all 
important, because most dealers agree that high installation 
cost is the biggest barrier to industrial lighting sales. 











The easy-to-wire feature of Westinghouse Pulley-Socket Re- 
flectors enables you to satisfy the prospect on the cost question 
and still do the job without sacrificing any of your profit. 


It takes but three minues to wire a Westinghouse Pulley-Socket — : 
Reflector. They are up in a jiffy and up to stay. They are Bowl Type Reflector 
weather-proof, water-proof and rigid. They have interchange- 


able features enabling you to adapt the mode of light distribu- 
tion to fit each particular job with the smallest number of 
stock parts. . 


These advantages will spell greater success for you in industrial 
lighting. 


Get in touch with our nearest Jobber for full particulars. 
WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


George Cutter Works South Bend, Indiana 
Sales Offices in All Principal Cities of the United States and Foreign Countries 


| Westinghouse 
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25,000 Luxsolite 
Pendants 








are in use in the City of Chicago alone. 


These unretouched photographs of Ogden Avenue, Chicago show 
why Westinghouse Luxsolite Pendants were selected to illuminate 


this great wide thoroughfare. 


Because of this great popularity, jobbers and dealers throughout the 
country, have found it profitable to carry these pendants in stock, both 


for new installations and replacements. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
GEORGE CUTTER WORKS, SOUTH BEND, IND. 
Sales Offices in All Principal Cities of the United States 


and Foreign Countries 
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Chicago Notices the Lighting 
Equipment 

The acid test for any 
gathered in the name of better busi- 
ness is the actual production of new 
weapons and advantages for the bet- 
terment of the industry in the future. 
Judged by these standards the Light- 
ing Fixture Market, held at the 
Hotel Sherman, 21 to 26, was 
a complete success from every angle. 


convention 


Jan. 


The keynote was struck by an 
article in the Lighting Equipment 
News, published daily during the 


Market, answering the question: 
“What does the dealer get out of the 
meeting?” The Better 
knowledge of what is good in light- 
ing equipment; personal acquaint- 
ance with manufacturers and better 
knowledge of sources of 
realization that vital problems are 
alike over the 
clearer understanding of what the 
association and the council are try- 
ing to do; suggestions for improving 
good fellowship, 


answer is: 


supply ; 


much country; a 


business relations; 
and 
possibilities. 


On 


vision necessary to see future 


January 28, the following 
officers were unanimously elected: 
President, E. R. Gillet, Gillet- 
Hoehler Co., Toledo; vice-president. 
H. I. Sackett, Buffalo; treasurer, R. 
D. Paxson, Sterling & Welch Co., 
Detroit; directors, C. J. Netting, De- 
troit; J. C. English, Portland, Ore. ; 
A. L. Oppenheimer, Cleveland, and 


W. Forvey, Los Angeles. As a token 


of the Dealers’ Association's appre- 
ciation of the splendid services 
rendered by the retiring president, 


C. E. Seott, he was presented with a 
Victrola. 
Hofrichter was 


Business Manager 
the 


handsome traveling bag. 


fine 
recipient of a 


* * * 


Local League Organization 


Committee Appointed 
W: FE. Robertson, vice-president of 
the Robertson-Cataract Electric Co., 
buffalo, of the 
conference of representatives of local 
lectrical leagues held on Association 
sland last September, has announced 
he appointment of the 
committee to develop a plan for the 
‘ational organization of local electri- 
cal leagues: Charles <A. Collier, 
Georgia Railway & Power Co., At- 
lenta; M. A. Curran, manager, West- 
crn Electric Co., Cincinnati; R. E. 


who was chairman 


following 


Fisher, vice-president, Pacific Gas & 
Electric Co., San Francisco; Joseph 
Fowler, president, Fowler Electric 
Co., Memphis; J. E. North, commer- 
cial agent, Cleveland Electric Illum- 
inating Co.; L. L. Strauss, New York; 


Earl E. Whitehorne, commercial Edi- 


tor, Electrical World, New York, 
chairman. The committee was author- 
ized by the League Conference to 


make a study of existing 
local electrical leagues, 


zation and activities and also of the 


thorough 
their organi- 


organization plans of other national 
such 
the 
Women’s 


affiliations of local associations, 
the Rotary, 
National Federation 
Clubs, 


national afhliation 


Kiwanis, and 


of 
and develop a plan for the 


as 


of local electrical 
leagues that will provide for an or- 
ganized co-ordination and co-opera- 
tion that will strengthen and promote 
the league movement and make avail- 
able to all the experience and achieve- 
of successful leagues. This 
organization plan will be submitted 

information all the 
group of the 
electrical industry and brought before 


ments 


for their to 


national associations 
the next League Conference which 
is to be held next 


Association Island. 


September at 


Credit Delinquencies Show 
Marked Decrease 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during November, 1923, 
December, 1923, compared with 
the same months the previous year, to- 
gether with the total and 
average amounts of the delinquencies. 

Number of 


and 
as 


amounts 


Branch Delinquent 

and Accounts’ Total Average 

Month Reported Amount Amount 
Central Division 
Nov., 1922........ 813 $141,482.10 $174.02 
Nov., 1923........ 912 146,308.04 160.43 
Dec., 1922........1104 126,342.89 125.84 
Dec., 1928........ 746 92,731.23 124.30 
New York 
Nov., 1922....... 389 84,743.00 218.00 
Nov., 1928........ 344 50,725.00 145.00 
Dec., 1922........ 485 93,428.00 193.00 
Dec., 1928... 344 42,943.00 125.00 
Philadelphia 
Nov., 1922....... 215 24,703.46 114.90 
Nov., 1928........ 222 29,708.60 133.82 
Dec., 1922........ 183 19,307.58 105.51 
Dec., 1928........ 208 28,025.04 134.74 
New England 
Nov., 1922....... 47 6,130.29 130.43 
Nov., 1928......... 51 6,018.34 118.01 
Dec., 1922.... 34 3,809.69 112.05 
Dec., 1923........ 36 4,176.85 116.02 
Pacific Coast 
Nov., 1922... 24 4,117.10 171.54 
Nov., 19238 18 4,252.62 236.25 
Dec., 1922........ 14 2,225.43 158.90 
Dec., 1923 17 1,791.96 105.40 
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DISTRIBUTORS OF 
HIGH GRADE 


ELECTRICAL MATERIAL- 
Phone Broadway 5400 
23-25 Erie Street, MILWAUKEE, WIS. 


DONT THROW 
MONEY AWAY 
Mail Lamp Sales 
Report onthe 7th 
and save that 
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5 per cent. 


That pictures are the uni- 
versal language is the belief of 
S. C. Greusel of the G’‘Q 
Electric Co., Milwaukee. He 


uses pictures to spur up lamp 
agents to send their reports in 
on time and get the additional 


A series of cards was printed of the general form shown in the center. 














The small drawings on the sides show variations of the form—a series of six cards 
being rotated. 
results. 


These 


reminders have attracted attention and have brought good 
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CURTIS LIGHTING, INCORPORATED 





Bigger Things Ahead / 


Curtis Lighting, Incorporated 


31W. 46TH STREET 
New York 





An important change has occured which will be of 
tremendous significance to the entire lighting industry. 
| was small. It grew; not suddenly or spasmodically 

but a steady, consistent growth which means a 
healthy expansion. 


N the beginning the National X-Ray Reflector Co. 


In time conditions warranted the establishment of 
another corporation to function in New York alone. 
Thus came into being the X-Ray Reflector Co., of New 
York, Inc., to serve the New York area as it deserved. 


Still later another step forward was taken with the 
incorporation of Luminaire Studios, Incorporated, of 
Chicago and New York. This move was made to 
assure our customers complete service in special lu- 
minaire designs. 


And now, with the completion of our new Factory and 
General Offices, we take the biggest step of all! The 
three separate organizations have been grouped into 
one larger body to be known as 


CURTIS LIGHTING, INCORPORATED 


Curtis Lighting is Lighting from Concealed Sources, 
Indirect [llumination, Eye Comfort—The Elimination 
of Glare. You'll find it Everywhere! 


AGrouping of 
NATIONAL X-RAY REFLECTOR CO. 
X-RAY REFLECTOR CO.OF NEW YORK,ING. 
LUMINAIRE STUDIOS,ING. 


“We Flarness Ligh 7" 


mS WEST JACKSON BOULEVARO 


Chicago 











PACIFIC FINANCE BLDG 


Los Angeles 
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Curtis Lighting, Incorporated 


31W. 46TH STREET 
New York 
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New factory and general offices at 1119-1127 W. Jackson Blvd. ,Chicago 


le OP 










Augustus D. Curtis, President, Curtis Lighting, Inc., whose vision, 

enthusiasm, and realization from the start of the correctness of the 

principle of lighting from concealed sources has resulted in making 
its practical applications available to all. 


ident of this consolidation, Mr. Augustus D. Curtis, whese 
life work has been the development of scientific illumination. 


"Te name CURTIS has been chosen in tribute to the Pres- 


The name X-Ray Reflectors will continue to denote all reflector 
products so well known to the electrical trade everywhere. As 
in the past, X-Ray will signify quality and set the ‘“‘standard™ 
to be followed. 


Under this new order of things, with our greatly increased facil- 
ities for manufacture, we shallcontinue to improve and expand our 
usual whole-hearted co-operation with the entire electrical trade. 


AGrouping of 
NATIONAL X-RAY REFLECTOR Co. 
X-RAY REFLECTOR CO.OF NEW YORK,ING. 
LUMINAIRE STUDIOS,INGC. 


“We Hlarness Ligh rf?" 


mo WEST JACKSON BOULEVARD 


C h 1c ag oO Los Angeles 








PACIFIC FINANCE BLDG 
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Wetmore-Savage in Heavy Ad- 
vertising Campaign 

In the January 10 issue of Printers’ 

Ink, by the 


Boston adver- 


announcement is made 
Post of 


tising campaign by one of Boston's 


an extensive 


progressive jobbers. It reads as fol- 
lows. 

“January seventh the Boston Post 
printed the first full page on what is 
believed to be the largest single con- 
tract (not local or retail) ever given 
to one newspaper through an adver- 
tising agency for a single advertising 
campaign. This record piece of busi- 
ness was recently authorized by Mr. 
V. C. Bruce Wetmore, president of the 
Wetmore-Savage Company of Boston, 
and the contract placed by the Ernest 
J, Goulston Advertising Agency. 

“Calling for 52 full pages to 
appear within (123,136 
lines) at the Boston Post’s general 
od-ertising rate of 60c a line, or a 
total of $73,881.60, this contract pre- 
sumably sets a highwater mark for a 


one year 


single campaign from a single adver- 


tiser in a single newspaper. 


— 
ra a. > 


Columbian Electrical Co. Holds 
Sales Meeting 

Presided over by W. B. Satterlee 
and W. S. Blue, the annual sales con- 
ference of the Electrical 
Co., Kansas City, was held January 
17, 18 and 19. George P. Tobin, 
formerly with I. A. Bennett and 
George L. Gruenewald, formerly with 
the United Electric Co., Wichita, are 


a. 


a 


Columbian 


now members of the Columbian 
force. Val B. Habryl former Bryant 
man, was in attendance. Val has 


been proprietor of the Kansas Elec- 
tric Co., Kansas City, Kan., for about 
10 months. 

* & 


McKinlock Contribution to 
Seminary 


Geo. A. McKinlock, president of the 
Central Electric Co., Chicago, recently 
made a donation of $50,000 toward 
tle new buildings of the Western The- 
ological Seminary (Episcopal), which 
will be erected in Evanston, Ill. Mr. 
McKinlock is also a trustee of North- 
western University. 


FEB [a [ss 
i [ ( 








Changes in Personnel 


C. R. Wood was made purchasing 
agent of the Tri-City Electric Supply 
Co., Davenport, Ia. 

O. R. Anthony has been made sales 
manager of the P. & A. Electric Sup 
ply Co., Mansfield, Ohio. 

F. W. Roepke has been made man 
ager of the city sales department ot 
the Electric Appliance Co., Chicago. 

L. F. Philo, formerly sales man- 
ager of the Interstate Electric Co., 
New Orleans, has been made general 
manager of the Tel-Electric Co., 
Houston, Texas, in place of G. H. 
Miller, who has resigned. 

Henry Corey put 
charge of the store of R. V. Pettingell 
Electric Supply Co. of Boston, having 
been transferred from the sales and 
service department. C. E. Rollig has 
been made head of the claim depart 
He was formerly with the Per 


has. been in 


men. 
kins-Carpenter Co. 

Nat Rosenberg has been appointed 
sales manager in charge of the entire 
sales force of the C. M. Blumberg 
Electric Co., New York City. 








The annual sales conference of the Wesco Supply Co., held 
representatives 
houses, St. Louis, Memphis and New Orleans. 
E. J. Diehn; L. C. Arnold; W. F. 
sales manager at New Orleans; R. W. Haege, sales manager 
at St. Louis; J. L. Buchanan, president; W. R. Herstein, vice- 


January 14 to 19, included 


to right: 
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from all three 
Front row, left = C. 
Fricke; F. H. Ames, 


president; W. A. Munding, sales manager at Memphis; Walter 
Kleinschmidt; E. W. Frye and L. B. Rosebrough. Rear row; 
A. Bowler; L. J. 
L. N. Westmark; W. R. McCauley; E. F. Meyer; J. G. Mc 
Nish; D. B. Rutledge; J. E. Hensley, and F. S. Reyer. 


McKay; A. S. Joseffy; H. F. Williams: 
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An Increase in the faa} Family! 





No. 90 BI-LITE 





No. 90 Q. D. BI-LITE 
Ideal for use with base-board 
outlets 





We have taken over the 


Bifile 


and improved it with the usual Betts thoroughness; 
and we will soon announce a new number that 
will prove a positive sensation! 





The BI-LITE has already made a profound im- 
pression on the industry. As one of the Nation- 
ally-known men of the trade said: **The Bi-Lite is 
the FIRST IMPROVEMENT in the Edison 
Lamp Base Socket or plug since Mr. Edison him- 
self designed the lamp base way back in the early 
days of the incandescent lamp.” 


The BI-LITE is made of Bakelite; has no solder- 
ed connections — has greater current carrying 
capacity. Approved by the Underwriters— 
Guaranteed FOREVER ! 


Now made by the Betts © Betts Corp.—makers 
of Wynkalytes, Vim Bell Ringers, Toy Trans- 
formers, Glocators and Color Caps, also Loud 
Speakers, Folding Loops and other radio apparatus. 


BETTS & BETTS 


CORPORATION 


644 West 43rd St. 
New York, U.S.A. 
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Promising Future Outlined at 
Piedmont Banquet 


The banquet tendered to the em- 
ployees and stock holders of the 
Piedmont Electric Co., of Asheville 
and Greenboro, N. C., by the man- 
agement, was given Tuesday evening, 
January 1, at the Blue Ribbon Tea 
Kceom on Church street, in Asheville. 
Attendance was confined strictly to 
the personnel of the company. 
Twenty-six sat down to a_ turkey 
dinner and it was voted by all those 
present to be one of the most enjoy- 
able of the kind that has been given 
since the organization of the company 
22 vears ago. 

With Mrs. Reece at the piano and 
Paul Huntsman, of the store sales, 
on the saxophone, there was a good 
supply of music and with popular 
songs, in which all joined, dancing 
and a few stunts, a most enjoyable 





evening's entertainment was given. 

It was stated by Mr. Farr at the 
banquet that before another year rolls 
around the Piedmont Electric Co. 
will be in its new six-story, double- 
front building on Patton avenue, in 
Asheville, where the additional space 
and increased equipment will give the 
company the facilities it needs to 
take care of its rapidly growing 
supply business which extends over 
the Carolinas. 

The Piedmont Electric Co. has also 
recently. acquired a tract of land in 
Greensboro, with frontage on one of 
the principle thoroughfares and side- 
track facilities on which it will in the 
near future erect a building suitable 
for offices and warehouse and which 
will enable it to better serve its trade 
in that territory which comprises the 
greater portion of eastern Carolina. 

Mr. Farr stated that the Company’s 
business in 1923 was very satisfactory 





both from standpoint of volume and 
profit and with the prospects for in- 
creased business in 1924, so apparent 
trom the great industrial activity in 
the Carolinas, they are looking for- 
ward to handling the biggest year's 
business in the history of the com. 


pany. 
* * 


Harry Crown Doing Well 


The Crown Electric Supply Co., 
St. Louis, has increased its personnel 
from five people to 15 in 10 
months’ time. J. F. Vetter joined th: 
Crown force January 1. 


* * * 


Parr Moves New York Office 
The Parr Electric Co., New York 


City, has rented additional floor spac« 
in the building at 77 Warren street 
and will move the New York office 
into it, occupying one full floor. 
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Banquet of the Charleston Electrical Supply Co. 


When they give a banquet down South the affair is gen- 





































J. M. Long 





erally a success. 
Hospitality and 


Generations of entertainers are back of it. 
good fellowship are inherent. The one 


given by the Charleston Electrical Supply Co., of Charleston, 
W. Va., was no exception. It was held December 28. 

The occasion was one of particular interest because four 
1923 prize winners were announced and received their 
well merited rewards. 


The salesman winning the “Cesco” watch, which is awarded 
annually for the best all around service, was R. P. Tyler. 
He not only passed the sales record of his territory for 
1920, 1921 and 1922, but in addition went beyond the bogey 
set for him in 1923. 

For mine store business, a silver coffee set was awarded, 
for the largest volume obtained from July 1. This was won 


by J. M. Long. 


He is the originator of the mine store 


campaign, which has resulted in a large amount of new 


business. 


Roy L. Cox won the “Cesco” special prize of a silver lov- 
ing cup for his excellent work in the sale of Jeffrey equip- 


ment. 
M. P. Catlett, 


first manager of the company’s radio de- 


partment was awarded the prize in the radio contest—A 


Radiola V complete. 





N. P. Catlett 
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Restaurants it in one neic ghborhood 



























WO city blocks directly in front of the Western Electric 

Company’s manufacturing plant in Cicero, Illinois where 
there are twenty restaurants and eighteen of them or 90% use 
ILG Ventilating Fans. Here’s another example how ILG Fans 
build repeat business, founded upon consumer satisfaction. 


Persistent advertising has made the ILG Ventilating Fan 
nationally famous and superior merit and performance have 
permanently established its leadership. The ILG is the only 
ventilating fan made with a fully enclosed self-cooled motor 


1-Bowling @LightLunch —_10-Pool & Cigar Store — made, tested, sold and guaranteed as a complete unit — and 
2-Thermos Bros. Rest’ant _11-Legion Restaurant ss . 
3-Star Restaurant 12-Elaine Cafeteria it’s painted green. 
4-Lunch Room (west cor.) 13-Cicero Coffee Shop 
5-Western Lunch Room 14-Ship Cafe ; 
6-Lunch Room 15-Hawthorne Restaurant Send for a copy of ILG Tell Tales, am illustra- 
7-John’s Restaurant 16-Minerva Restaurant 
8-Waiting Room-Lunch 17-Purity Restaurant ted prospectus that tells the whole story regard- 
9-Ice Cream Luncheon 18-Ice Cream Lunch ° ve . 
aes lantern Misctsic Company's Plant ing the ILG proposition from the standpoint 


of dealer, jobber and jobber’s salesman. 


ILG ELECTRIC IL 1G CO 
2854 NORTH CRAWFORD AVENUE CHICA 


a 
FOR OF 
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Wedding Bells for Elgutter 

M. J. Elgutter, vice-president of 
the Electrical Supply Co., New 
Orleans and Miss Fanny Mae Gold- 
man were married at the 
Hotel, New Orleans, at 8 o'clock on 
the evening of January 10. Shortly 
after they were enroute to Cuba where 


Roosevelt 


a honeymoon of several weeks will be 

spent. They expect to return to 

New Orleans by the way of Panama. 
* * * 

Commercial’s Sales Meeting in 
St. Louis 

While space will not permit the 

publication of the entire program of 


a sales meeting held by the Com- 
mercial Electrical Supply Co. of St. 
Louis, from December 17 to 21, it 
deserves special mention. L. S. Hunt, 
sales manager, made the opening 
speech on Monday, and closed with 
good-bye and good wishes Friday 


evening. The program was arranged 


to avoid delays, tiresome sessions and 


loss of interest. This was accom- 


plished by early preparation. Among 
the features was a visit to the fac- 
tory of the Wagner Electric Manu- 
facturing Co., where luncheon was 
served between talks by J. B. ‘Tres- 
cott on apparatus. The regular ban- 
quet was held at the Missouri Athletic 
Association December 17. 
* * 


Hobson Takes General Electric 
Southwest District 

To with its established 
plan throughout the United States, 
the General Electric Co. has created 
a Southwestern District to handle its 
apparatus business in Texas, Okla- 
New Mexico and 
Arizona. The \sSouth- 
Electric Co., as such, 
will continue to act as_ distributing 


conform 


homa, southern 
southeastern 


west General 


jobber in the southwestern district. 


Mr. C. W. Hobson has been ap- 
pointed Southwestern manager in 
general charge of General Electric 


business in that territory, and L. T. 
Blaisdell, district manager. 


Noyes Opens Wholesale Busi- 
ness in New York 

The Noyes Electrical Supply Corp., 
announces that it is now open for busi 
ness at 33 Park Place, New York City. 
This company will engage in a strictly 
wholesale business, handling a full 
line of electrical and radio supplies. 
It will cover the Metropolitan Dis 
trict and the New England States. A 
Schuck is president, C. A. Noyes, vice 
president and John A. Obermeyer, 


treasurer. The latter, together with 
D. Erb and John R. Edds, were 
formerly with W. R. Ostrander & Co. 
* * * 
Wetmore-Savage Sales 
Meeting 
The Wetmore-Savage Co. held a 


general sales meeting in Boston on 
December 27 to 29. This was for all 
the sales departments including the 
Springfield house and included the 
electrical, automobile and radio men. 
A joint banquet was held at the Bos 
ton Athletic Club, December 28. 

















Group 1.—Every afternoon during the Fall this De Forest 
set was carried out in front of the Findley Electric Co., 212 
South Fifth street, Minneapolis, Minn. Two boards, two 
broom-handles, pipe and pipe-straps, all plainly shown here, 
make a portable set in an hour. The sidewalk concerts 
brought in radio business every day. Group 2.—A few of the 
force of the Mine and Smelter Supply Co., Denver, Colo. Top 
row, left to right: H. Hankins; L. Pratt; Ray Bowes, and J. 
T. Kelher. Bottom row, left to right: A. B. Carlon; Homer 


Fluckey; C. Davenport; J. W. Ryall; T. Yonley; H. E. Leigh, 
and H. G. Overbeck. 
son; F. C. 


John- 
E. 





Left to right: C. M. 
Mary Whitsall; L. 


Group 3. 


Fletcher; R. C. De Cou; 





Luckman; E. J. Aubrecht; A. H. Jenkins; J. E. Cameron; M. 
A. Buehler, sales manager; L. T. St. John; I. E. Stiles; W. FE. 
Henderson; W. D. Anthony; E. W. Cashman; C. Finicun; F. 
J. Lang; L. P. Johnson; purchasing agent; A Venie, and C. 
D. Wilkinson, manager, all of the Western Electric Co., Min- 
neapolis, Minn. Group 4.—Inside sales force and executives of 
the St. Paul Electric Co., St. Paul, Minn. Left to right: B. 
B. Downs, president; C. M. Converse; E. R. Smith; C. W 
Snouffer; E. J. Vergosen; E. V. Lorenz; John Ward; D. W 
Peterson; H. C. Bentz; Neil Snyder, and W. J. Jockers, vice 
president and sales manager. 
















February, 1924 THE JOBBER’SHA|SALESMAN 83 
_— 














Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories 
and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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How a Hardware Jobber 
Handles Electrical Business 


S. V. Alltmont heads the recently 
established electrical department of 
the Brown-Camp Hardware Co., of 
Des Moines, Ia, This department was 
organized because it was felt there 
was a large demand in the territory 
for electrical products that the com- 
pany could fill, among its hardware 
dealers and to some of the electrical! 
trade, without injury to the other elec- 
trical jobbers. 

Nothing but standard merchandise 
is carried—Edison Mazda lamps, Pass 
& Seymour schedule material, Ameri- 
can Steel & Wire rubber covered and 
weatherproof wire, Frank Adam pan- 
els and cabinet, which are carried in 
stock, the Economy Fuse “Clearsite” 
fuse plugs and renewable and nonre- 
newable fuses, Dayton fans, M. B. 
Austin boxes and fittings, Joselyn pole 
line hardware, Cutler-Hammer wir- 
ing devices, Hotpoint heating devices, 
Hold-Heet 
Battery & Carbon dry cells, flashlights 
and batteries, Frank Adam 
knife switches, Hemco plugs, Wirt 


heating devices, French 


radio 
specialties, etc. 


so 


Downing Electric Co. is also associ- 


Johnson, formerly of the 


ated with them, and at the present 
time they have three special electrical 
men working on the road, educating 


the hardware salesmen to sell elec- 
trical devices. 
After the hardware salesmen are 


educated to the electrical line, in a 





Sadia. 








mcasure at least, they will take care 
of the sales of the smaller cities and 
towns in the territory. In this man- 
ner the company hopes to cover its 
territory frequently and give real 
service. 

At the present time the Brown- 
Camp Hardware Co., has 26 regular 
hardware men on the road who will 
sell electrical supplies. 

* * * 
New Home for Independent 
Electrical Supply 

At an early date, the Independent 
Electrical Supply Co., of New York 
City will move to new quarters at 52 
Two buildings have 
been purchased, aggregating 37,000 
ft. of space, which will be re- 
modeled to fit the requirements of the 
Until the place at 59 War- 
ren street is sold, it will be main- 


Murray street. 
Sq. 
company. 


tained as a branch. The warehouse 
at 55 Warren street will be abandoned 
May 1. 


* * > 


Graham-Reynolds 
Calendar 

A 1924 Calendar 
has been received from the Graham- 
Reynolds Electric Co., Los Angeles. 
This was forwarded by H. W. Allen 
and is of more than usual interest be- 
of the illustration. The 
production, from a photograph, shows 


Issues 


very attractive 


cause re- 
a mountain-side power station, one of 
those belonging to the Southern Cali- 
Edison Co. This is getting 
conventional fancy 


fernia 
from the 


away 


illustration, which means nothing, and 
showing a real enterprise of interest 
to all live people. 

* * * 
Andrae Banquets and Initiates 

The semi-annual sales conference 
of Julius Andrae & Sons Co., Mil- 
waukee, was held during the week of 
January 7 to 12, 1924, and was one 
of the most successful in the history 
of the company. 

Business conditions for 1923 were 
summed up by J. C. Schmidtbauer, 
vice-president and sales manager of 
the company, as good, particularly the 
latter of the year. Good business was 
predicted for 1924 provided intensive 
efforts were made to secure it. 

The annual banquet of the confer- 
ence was held on Thursday evening, 
January 10, in the Grill Room of the 
Hotel Pfister, which was attended by 
more than 80 persons. The banquet 
was addressed by H. P. Andrae, presi- 
dent; J. C. Schmidtbauer, and F. T. 
Andrae, secretary; representatives of 
the Westinghouse Electric & Manu- 
facturing Co., the Bryan Marsh Divi- 
sion of the National Lamp Works, 
and other manufacturers of leading 
lines. The toastmaster was Patrick 
Theophilus Bowler, who is the genial 
assistant to the vice-president. 

At the conclusion of the banquet the 
annua] initiation of rookies into the 
Jasco Club took place. This club is 
composed of the Andrae sales force, 
and new salesmen are initiated with 
appropriate ceremonies at each sales 
conference. 








Eighty People Were Present at the Andrae Banquet in Milwaukee. 
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ARRO-GRIP ALUMINUM SOCKETS 
SUITABLE FOR 


SHADEHOLDERS 4% REFLECTORS 





No. 8120 





No. 8122 


No. 8125 With Wheeler Reflector 





No. 8131 





No. 8125 
Arrow Aluminum Sockets have the attractive feature of flexibility. They 
will take either Shadeholders or Reflectors. 

They permit choice from a wider variety of styles and types of reflectors. 
No wiring necessary to attach a reflector or replace one which has been damaged. 
Stock investment lower by not tying up a socket unit with each reflector. 


The socket with the Arro-Grip feature takes the strain off the binding posts 
and prevents shorts from frayed wires. 


For complete line of Arrow Wiring Devices refer to Catalog No. 20 and for 
other Arro-Grip Devices a circular will be forwarded on request. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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Above is the store and part of the sales force of the Peerless Light Co., St. Louis. 
In the group, left to right, are A. S. Hurst, L. C. Scott, M. F. Slupsky, sales man- 


ager; Wayne Smith, George E. 


Black, Glen Summers, Harry Unger, L. E. Hecht, 


George Munzer, manager; Oscar Bashford and C. O’Donnell. 





News of the Salesmen 


C. H. Carrothers has joined the 


sales force of the Revere Electric Co., 


Chicago. 
The Tri-City Electric Supply Co., 
Davenport, Ia., has secured the serv- 


ices of D. W. Mannhardt, as city 


salesman. 

Gilbert F. Brackett, formerly with 
the F. Bissell Co, has been added tv 
the sales force of the P. & A. Electric 
Supply Co., Mansfield, Ohio. 

Wm. F. Rosenberg, formerly assist- 
ant manager of the New England dis- 
trict for Gainaday washers, is now 
with the Wetmore-Savage Co., Spring- 
field, Mass., in charge of the advertis- 
ing end of the Universal Electric Ap- 
pliance department. 

J. H. Campbell is now with Avery 
& Loeb of Columbus, Ohio, in a sales 


capacity. 
Vincent P. Gilligen has become 
salesman for the Parr Electric Co., 


New York City and E. J. Campbell 
has been made accountant. 

J. J. Irvin joined the sales force 
of the Electric Appliance Co., Chi- 
cago, January 1. 

C. Fulton Timmans is 
man for the Hartman Specialty Co.. 
Mansfield, Ohio. 

H. D. Peacock will represent the 
Matthews Electric Co. of 
Birmingham, Ala., in Northern Ala- 


now sales- 


Supply 
bama, succeeding E. B. Greenwood, 
who has been promoted to be service 
manager for the company. Mr. Pea- 
cock has had several years of experi- 
ence in the industrial field, having 
been purchasing agent for the Corona 
Coal Co. of Birmingham. 


H.. -E: 


Duensing has been made 


counter salesman for the Belden Elec- 
trical Supply Co., Joplin Mo. 

B. J. Brazill has recently made a 
connection as salesman with Hollo- 
way, Bentz & Co., New York City. 

The Varney Electric Co., Evans- 
ville, Ind., has secured the services of 
James H. Richards as city salesman. 

William F. Rosenberg will act as 
appliance salesman in western New 
England for the Wetmore-Savage Co., 
Springfield house, Royce E. Todd will 
handle the automobile department in 
the Pittsfield territory. Russell Hardy 


will be store salesman in the auto 
department. 
R. V. Pettingell Electric Supply 


Co., Boston, Mass., reports that it has 
secured the services of Oscar Perkins, 
formerly a partner and general man- 
ager of the Perkins-Carpenter Co. and 
who also was previously associated 
with the Stuart-Howland Co. Wilbur 
Perkins is also back with them cover- 
had. 
New countermen of this company are: 
George McCabe, E. C. 
M. J. Smith. 


ing the territory he formerly 


Jacobson and 


Raymond Travers has joined th: 
ranks of Alexander & Lavenson Elec 
trical Supply Co. of San Francisco, 
Calif., as radio specialty man. H 
Gebhart is now counter salesman fo: 
the same company. W. McDaniels has 
been placed in charge of the shipping 
department. 

Harry C. Herning, formerly with 
the Fobes Supply Co., San Francisco, 
as salesman, is now with the Universal 
Electric Co., of the same city. Geo. 
kK. Mills, formerly owner of the Mill 
Valley Electric Co., is now handling 
Universal’s service department. 


* * * 


Jobber Ships By Airplane 


An aerial precedent was recently 
established in Columbus, O., when the 
Hughes-Peters Electrical Co., deliver- 
ed electrical merchandise a distance 
of 47 miles by airplane. 

The Hughes-Peters Co., Columbus, 
O., jobbers for the Westinghouse 
Electric and Manufacturing Co., re- 
ceived a rush order for electrical ap- 
from the Knecht-Feeney 
Electric Co., located at Mount Vernon, 
O., and immediately sent the order 
to a nearby flying field by truck. It 
was then loaded in a plane and carried 
to Mount Vernon, travelling the 47 
miles in 39 minutes. The trip would 
have required at least two hours had 
the goods been sent the entire distance 
by fast trucks. 

J. B. 
and member of the 


pliances 


Kuhn, a world war veteran 
Columbus Aero 
Ciub piloted the plane, carrying H. 
J. McCullough, of the Columbus 
Westinghouse offices, as passenger. 
“The flight conclusively proves the 
real possibilities of aero-express, and 
success in every respect marked the 
history-making flight,’ Mr. Mce- 
Cullough remarked at the completion 
of the trip. 


Se . a 1 





S. F. Swarr, Hughes-Peters Electrical Co., Loading Goods on Airplane. 
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Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. 











This Catalog Is 
Working 


Fall Time for You 




















The Pocket Edition of Catalog 23 has been placed in the 
hands of thousands of electrical contractors and dealers, 
industrial plants, mills, railroads, architects and other buyers 


of electrical supplies. 


It is used as a buying guide for 
Benjamin Electrical Products. 


This miniature copy of our big general catalog provides 
a quick and easy reference to Benjamin Electrical Products. 
The page size is smaller, but the printing is clean and legible. 
The contractor, engineer and others find the pocket size 
handy on the job as well as in the office. 


Back of this catalog, Benjamin 
advertising is constantly calling 
the attention of buyers of electri- 
cal supplies to Benjamin Electri- 
cal Specialties. You have undoubt- 
edly noticed the Benjamin pages 
in business papers of the electrical 
as well as other industries. 

This year will find Benjamin 
advertising much more extensive 
than ever. Your customers will 
see and learn to know the name 
of Benjamin and will associate 
it with electrical products of the 
better kind. The advertising will 





help you sell Benjamin goods. It 
will bring new customers to you 
and to your house. 

But magazine advertising is not 
the only Benjamin advertising 
working for you. Hundreds of 
thousands of direct-mail folders, 
letters, circulars and the like will 
carry messages of Benjamin 
products to your customers and 
prospects to help you in your 
selling. 

We Want to Help You Sell 

We want the cooperation of 
every jobber’s salesman. We de- 








pend upon your help. We appre- 
ciate your interest in the Benja- 
min line, and any suggestions 
from you telling how we can give 
you more assistance in your sell- 
ing will be welcome. Sometimes 
we may be able to help you crack 
unusually hard nuts. We are 
ready to try. All you have to do 
is to say the word. 

3enjamin products cover a wide 
range of electrical specialties 
from sockets to panel boards. A 
brief pictorial review of Catalog 
23 is given in the following pages. 

A glance through the different 
items will give you an idea of the 
extent of the Benjamin line. The 
products extend from the familiar 
two-way plugs, attachment plugs 
industrial lighting equipment and 


the like to specialties such as 
portables and so on. Naturally, 
mention is made of Benjamin- 


Starrett Panel Boards. 
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Plug Clusters 
Wireless Clusters 
Cluster Specialties 

Benco Sockets 

and Special 

Receptacles 
Attachment Plugs 
Flush Receptacles 

Reflectors and 

Reflector Fixtures 
Ben-ox Interchangeable 
Devices 
Industrial Signals 
Push Buttons 
Hand Portables 
Panel Boards and 
Cabinets 
Water Tight Material 
Marine ls and 





TWO-WAY PLUGS 


Benjamin was the originator of 
two-way plugs, and Benjamin has 
kept pace with the times. 


The new Benja- 
min Two-Ways 
possess superior 
features, exclu- 
sively Benjamin, 
which recommend 
them to dealers 
and users. 

The Duolet is 
the smallest two- 
way; light in 
weight and neat 
in appearance. 

The Localet and 
Locatap have a 
swivel plug end 
which permits the 
side outlet to be 
turned in any di- 
rection; a great 
convenience. The 
cord from the plug 
always leads 
straight to the 
connected appli- 
ance. 

These plugs are 
packed in unusual 
“show and sell” stands. 





Duolet 
Cat. No. 122 





Localet 
Cat. No.}77 





Locatap 
Cat. No. 1080 


Other Benjamin Two-Ways 
have other features such as the 
pull chain and the like to recom- 
mend them. 


CLUSTER SPECIALTIES 


“Notice the Lighting Equip- 
ment.” 
If you notice stand lamps, the 





Benjamin Producte 


better the lamp 
the more likely 
you will note 
that it is Benja- 
min equipped. 
Benjamin Clus- 
ter Specialties 
are used very 
extensively by 
stand lamp 
manufactur- 





i ers who place 
Cat. No. 849 quality as a first 
consideration. 


Thereisa 
good, profitable 
business in Ben- 
jamin Stand 
Lamp Clusters 
for both the job- 
ber and dealer. 
A survey, made 
the latter part 
of 1923, showed 
that some deal- 
ers in every sec- 
tion of the 
country were 
doing a big vol- 
ume of business 
in this item, selling Benjamin 
Stand Lamp Clusters for convert- 
ing vases, oil and gas lamps into 
electric stand lamps. 

Cat. No. 849 and Cat. No. 890 


are very popular. 


SOCKETS 

During the recent holidays, sev- 
eral jobbers’ salesmen were talk- 
ing specialties. A few endearing 
terms were passed 
around about sockets 
in general and sock- 
ets in particular. And 
the remarks met 
with approval. An 
oldtimer, however, 
Cat. No. 4200 <aid that his house 
only carried one kind 
of sockets—the good 
kind. He liked to sell 
them and his cus- 
tomers liked to buy 
them. 

















° m= 


Cat. No. 890 





Benco Keyless 





Cat. No. 435 
sa 6 Of course, he re- 


ferred to Benjamin Sockets or 
else we wouldn’t mention the inci- 
dent here. 


Benjamin Sockets are 


extra good sockets and they are 
all one in that they are all good 
for the particular purpose for 
which they are designed. 

Cat. No. 4200 is a heavy duty 
socket for indoor and outdoor use. 

Cat. No. 435 is a favorite angle 
socket with pull chain. 

A section in Catalog 23 gives a 
full description of Benjamin 
Sockets. 


FLUSH RECEPTACLES 


In appearance they have neat- 
ness and durability to recommend 
them. A steel mounting plate ex- 
tends over the sur- 
face of the wall and 
automatically adjusts 
the receptacle to an 
accurately flush posi- 
tion. This steel plate 
assures a perfectly 
flush installation un- 
der all conditions. 
The brass plate 
which fits, over the 
steel plate is always 
aligned correctly and meets the 
surface of the wall or baseboard 
snugly on all sides. 

The receptacle is of the shal- 
low type and one inch in depth. 

Any 10 Ampere standard 
straight blade cap will fit Benja- 
min Receptacles. 

Cat. No. 7656 permits the mak- 
ing of two connections instead of 
the usual one. 





Cat. No. 7656 


ATTACHMENT PLUGS 


The pages devoted to plugs in 
Catalog 23 are of particular inter- 
est to dealers. 

There is a constant , 
demand for regular as & 
well as “special” plugs. | 
The “specials,” in par- 
ticular, give a good 
profit return to dealers 
who carry them. 


Cat. No. 903 has 
the exclusive swivel 
feature which does 
away with kinks and 
frayed ends in cords. 
It is a favorite. 

Cat. No. 916 has 





Cat. No. 903 





Cat. No. 916 
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the exclusive swivel 
feature built into an 
extremely rugged at- 
tachment plug, to 
withstand the hard 
knocks and rough 
usage in industrial 
plants, garages, ma- 
chine shops, etc. Has 
such a large hand 
hold that it can 
readily be inserted 
with a gloved hand. 
Cat. No. 903H is 


a swivel attachment 
plug to which is at- 
tached a flexible 
metal handle, 5 
inches in length. 


This adds to the 
Cat. No. 1001 








Cat. No. 903H 





reach and makes it 
easier to attach the 
plug to sockets hard 
to get at. 

Cat. No. 1001 is 
the standard form of separable 
attachment plug with cap. 

REFLECTORS 

Porcelain enamel is accepted as 
the most efficient finish for re- 
flectors for general industrial il- 


lumination, be- 
cause of its 
high reflection 
value, its uni- 
form distribu- 


Cat. No. 5642 tion and diffu- 


sion of light and 
its extreme 
toughness. The 
same high grade 
porcelain enam- 
el that stands 
Cat. No. 5525 the heat of 
ovens and the 
cold of ice 
boxes is used 
to give Benja- 
min_ reflectors 
pearance. 
While chem- 
ists at the enam- 
preset Tweeded, cling plant of 
with Outlet Box the Benjamin 
Cover Type Cast Hood 
a company have 
enamel and 
enameling pro- 
- cesses, Benja- 
eet oe” =— som in lighting 
engineers have been develop- 
ing designs of reflectors which 








utility, durabil- 
ity and neat ap- 
been develop- 
ing porcelain 






tPead in Quality 


will efficiently meet varying con- 
ditions. 

Cat. No. 5642 is the standard 
RLM dome reflector. The re- 
flector is made of seamless porce- 
lain enamel on steel. It is un- 
affected by gases, moisture or the 
weather. 

Cat. No. 5525 is the familiar, 
exclusively Benjamin, Elliptical 
Angle Reflector so widely used 
for lighting sign boards on ac- 
count of its economical and even 
distribution of light over either 
vertical or horizontal surfaces. 
These same characteristics make 
the reflector ideal for many in- 
dustrial lighting installations. 

The Type R R Reflector gives 
all the advantages of a regular re- 
flector with the added feature that 
the reflector may be readily re- 
moved for cleaning. It has a very 
strong thread, 3% inches in diam- 
eter, and screws in nlace or is re- 
moved like a lamp. 

Cat. No. 26300 is the new Glas- 
steel Unit. It combines utility 
and durability in a handsome 
unit. Part of the light is directed 
to the ceiling. Excellent diffusion 
is to be had with this unit. 

sulletin 52 contains a full de- 
scription of the above and other 
Benjamin lighting units as well 
as some helpful tables on indus- 
trial illumination. 


BEN-OX (INTERCHANGE- 
ABLE) DEVICES 


Ben-ox (Interchangeable) De- 
vices comprise ceiling units, sock- 
ets, connectors, shade holders and 
reflectors for 
commercial and 
industrial light- 
ing installa- 
tions. 

The perma- 
nent wiring 
connections are 
easily and 
quickly made, 
after which the 
equipment 
is entirely un- 
der control to 
remove it or to 
make changes 
as readily as the 
changing of lamp 
bulbs. 

Ben-ox provides 
a rugged installa- 
tion, using better 






Cat. No. 4980 


Cat. No. 4975 





Cat. No. 4712 














| Philograms from 


If anybody knows the mean- 
ing of a catalog, it is the 
jobber’s salesman. 


I learned a good lesson from 
one of the boys a little over 
a@ year ago. took a whirl 
around the circuit with him. 
We spoke to dealers—and the 
old catalog was consulted 
from time to time on some 
of those less frequently called 
for items. But my friend, 
J. S., was waiting for just 
these opportunities. 

He took time on every call 
when the catalog was out to 
turn to the section on stand 
lamp clusters. He talked 
them and pulled down some 
nice business. 


The volume wasn’t big, of 
course, but it was a start. 
have watched stand lamp 
cluster sales, and that terri- 
tory we covered is turning in 
a bigger and bigger volume 
every month. 

J. S. told me that he selected 
one or two specialities every 
week and pushed them 
strong. 

Ever try it? It is worth the 
effort. 

If I didn’t mention it before, 
we have folders or other 
descriptive literature for 
nearly every item in Catalog 
23. We'll be glad to send you 
as many copies of these 
descriptive pieces as you will 
use. 








material, at lower 
cost, and in less 
time than is possi- 
ble with methods 
making necessary 
taped and soldered 
joints. 

The illustration 
above shows how 
one Ben-ox device j 
may be coupled to 
any other Ben-ox 
device. All have 
identical threads. 


T he 
Ben - ox 
line of- 
fers won- 
derful 
oppor- 
tunities 
to the contractor-dealer. 
be glad to send full information 
to any of your dealers, if you re- 
quest it. 








No. 12100A 
Reflector 





Cat. No. 14100A 


























No. 4706 Socket and 


We will 
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Benjamin Products Lead in Saleability 


MOISTURE-PROOF AND 
DUST-TIGHT FIXTURES 
These fixtures are for use in 
damp places and also as a safe- 
guard against fires and explosions 
duetothe 
presence of 
dust and 
gases as is 
frequently 
: the case in 
Se many indus- 
Cat. No. 6501 tries. 


Cat. No. 6501 is a 
gas and vapor-proof 
fixture with a dome 
reflector. 

Cat. No. 6800 is an 
extremely rugged 
unit, 





tures, and the business is profit- 
able as many contractors have 
learned. 


INDUSTRIAL SIGNALS 


For calls or warnings. Have a 
peculiar. penetrating tone pitch, 
which makes them more effective 
as audible sig- 
nals for indus- 
trial use than 
the old type 
gong or vibrat- 
ing bell. 


“TIP-TOP” BUTTONS 


3enjamin “Tip-Top” buttons 
are standard devices not only for 
automobiles but for doorbells, ele- 


Cat. No. 8326H. 


ALIGNERS WITH SHOCK 
ABSORBER 


These fittings are for use in 
those places where it is impossi- 
ble to set every outlet box 
straight or ait 
where vibra- 2 
tions tend to 
shorten the life 
of lamps. Ben- 
jamin Aligners 
cause fixtures 
to hang plumb. 
The shock ab- 
sorbers take up 
the vibrations 


and protect the Showing How Fixture 


lamps. Can Be Made to As- 
pea, ‘ sume a Vertical Posi- 
The illustra- tion When Outlet Box 


tion shows how 7 No Set Level. 
fixture 








with 
out- 
Cat. No.6800 | e ¢t 





box, and is abso- 


Method of Mounting 
the Panel in the Cabi- 


Steel Molding Against 
Which the Doors Close sume 


can be 
made 
to as- 





Cat. No. 3366 


























lutely water-tight. 
SHOW CASE 
LIGHTING 
FIXTURES 
These fixtures 
are both practical 
and _ economical. 
They are easily in- 
stalled, give an 
even and proper 
distribution of light 
in the show case 
without causing 
distracting or fa- 
tiguing reflections 
for the sales force 
or shoppers, and 
they are practically 
damage-proof. 


net 


Channel Irons’ on 
Which Panel Sections 
are Mounted 


Plug Fuses Are Be- 
hind Lock and Key 
and Cannot Be Tam- 
pered with 


Clamp which Secures 
the Cabinet Front to 
the Box 


Combination Yale 
Lock, Latch and Knob 
for Large Door 


If Ever a _ Switch 
Needs Replacement 
There Is No Need to 
Remove the Whole 
Panel — Just Remove 
This Plate and the 
Switch Is Accessible 


Corner Irons Permit- 
ting Removal of All 
or Part of Barrier 





Shield Which Con- 
ceals All Parts Ex- 
cept Branch Switches 
When Small Door Is 
Open 

Bus Bars Concealed 
at the Back of the 
Composition Base 
This Door Gives Ac- 
cess to the Branch 
Circuit Switches Only. 
Anyone Can Operate 
These Switches With 
Perfect Safety Be- 
cause There are No 
Live Metal Parts Ex- 
posed when This Small 
Door Is Opened 


Strong Fireproof 
Composition Base of 
High Dielectric 
Strength. This is a 
Labor Saver When 
Alterations in the Wir- 
ing System Are Un- 
dertaken 

Composition Barrier 
Removable from Cabi- 
net in Whole or in 
Part 


a vertical position 
when outlet box is 
not set level. 


Cat. No. 3366 is 
an aligner with 
shock absorbing 
feature and flexible 
knuckle to hang 
plumb. 

In addition to 
the items enumer- 
ated in the forego- 
ing, Catalog 23 
contains a full de- 
scription of other 
3enjamin Electric- 
al Specialties. Cop- 
ies of this catalog, 
in the handy pocket 























W ith Benjamin 
Show Case Light- 


contrac’tor can 
know in advance 





cost on the job. 


Benjamin-Starrett Panel Boards are easily handled at low labor 
It is a one man job only to install them. They 
are small in size, light in weight and present a handsome appear- 
ing Fixtures, the ance. These are a few of the features that recommend Benjamin- 
Starrett Panel Boards to contractors, especially. 


size for contractors, 
are. available, and 
will be gladly 
mailed to any of 
your customers on 








the actual cost of 
any show-case lighting job. He 
need only order the materials 


SST, 


Sections Joined Together 
Electrically and Mechanically by 
Means of Two Screws. 


actually needed and the job goes 
together with a minimum of 
labor. 

There is an almost unlimited 
field for the installation of Benja- 
min Show Case Lighting Fix- 





vators, call and warning systems 
or wherever a reliable, weather- 
proof button is needed. 


WATER-TIGHT MATERIAL 

3enjamin Water-Tight Mate- 
rial includes electrical fittings, 
conduit boxes, switches, etc. It 
is designed for heavy duty service 
where extra rugged and highly 
protected electrical equipment is 
essential because exposed _ to 
water, moisture, oils, gases, fumes 
and vapors. 





your request. 


Bulletin 52 on Industrial Light- 
ing Equipment, also mentioned 
in the foregoing, is ready for dis- 
tribution. This bulletin should 
prove of particular interest to 
users of industrial lighting equip- 
ment and to contractors. It con- 
tains some helpful industrial 
lighting data as well as a descrip- 
tion of Benjamin equipment. If 
any of your customers have not 
received a copy, send us the 
names and addresses. 
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Two years ago the Glasco 
Electric Co., St. Louis, started 
in business in its own building 
at 721 North Eleventh street. 
Selling a complete line of wir- 
ing devices, fixtures, radio, etc., 
through its catalog, the “Glasco 
Salesman,” the company has 
built up a large business. An 
indication of healthy increase is 
shown herewith; namely, a car- 
load of wiring devices being un- 
loaded at St. Louis. Although 
this shipment is clearly above 
the ordinary as a business ac- 
complishment, the company in- 
tends to make full carloads of 
devices the regular thing in- 
stead of an occasional feature. 
Glasco is well equipped as to 
personnel, location and ware- 
house facilities. A new catalog 
is due in a short time. 





Parr’s New Brooklyn Branch 


Realizing that Brooklyn, with its 
three and 
manufacturing and shipping activities, 
could no longer be properly served 
from Manhattan Island, the Parr 
Electric Co., New York, established a 
branch at 177 Atlantic avenue, the in- 
in the ac- 


million population vast 


terior of which is shown 
companying photographs. 


C. E. Merrill, who is in charge, is 
one of the original founders and has 
been secretary of the Parr Electric 
Co., since its inception. Prior to this 
connection, he was for 23 years with 
the Manhattan Electrical Supply Co., 
New York, including 10 years as pur- 
chasing agent. He is supported by C. 
P. Darcy, Z. and J. 
Haithwaite, three Parr salesmen who 
have been covering the Brooklyn ter- 
ritory for some time. 


MacCraney, 


Brooklyn Sales Office, Parr Electric 


Although the purchasing and ac- 
counting departments are in New 
York, the Brooklyn and Newark 
houses operate as separate units so 
far as selling is concerned, the plan 
being to bring sales and service as 
close as possible to the customers in 
The Newark branch 
is connected to the New York office by 
a private wire. 


each territory. 


* * * 


Harold Homan Meets Acci- 
dental Death 

With deepest regret, the American 
Electrical Supply Co., of Chicago, 
advises that H. R. Homan met with 
an automobile accident on January 3 
which resulted fatally the next day. 
Harold Homan had won the esteem 
of the entire organization as well as 
of a host of customers and his death 
means a great loss to the company. 


Brooklyn Store, Parr 


Perdue Traveling For Funsten 


Electric 
J. E. Perdue, formerly with the 
City Light & Traction Co., of Se- 
dalia, Mo., resigned January 1, and 
is now covering the state of Oklahoma 
for the Funsten Electric Co., Kansas 
City, Mo. 


* * * 


Bacon Succeeds Ryall in 
Denver 


Arthur E. Bacon, a former sales- 
man with the Mine & Smetter Sup- 
ply Co., Denver, has been promoted 
to manager of the electrical depart- 
that company, 

Ryall. Mr. 
specialist in signal systems for mines 
Prior to his present 


ment in succeeding 


James W. Bacon is a 
and railroads. 
connection he was with the Western 
Electric Co., Denver, in the supply 
department. 


Electric Co. 
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The Words “Or Equal” in Specifications 


Originally Intended to Broaden, Their Use Is Now Constantly Abused—A Remedy 


HE use of the words or equal in 
many specifications of architects 
and has been a constant 
source of abuse and complaint on the 
part of architects, engineers, owners, 
manufacturers and contractors, and 
many of the best architectural and en- 
gineering firms have been seeking a 
way to avoid this undesirable feature. 
Unquestionably the use of the words 
or equal was originally intended to 
broaden the scope of the specifications 
and to give the architect and engineer 
latitude in determining which materials 
or products represented the biggest 
value to the owner for the purpose for 


engineers 


which they were intended, and to 
avoid, many other abuses which it was 
assumed might occur if the specifica- 
tions were drawn up so that only one 
kind of material or make of product 
would be acceptable under the specifi- 
cations. ‘ 

It was also presumed that it would 
be fairest to the bidder. However, the 
cure has, in most cases proved worse 
than the disease. 

Many of the bad consequences of 
the use of the words or equal have 
developed because of the usual method 
of awarding contracts by the bidding 


system. 
The bidding system is an invitation 
te manufacturers of materials and 


equipment to give their lowest prices, 
and, to the contractor, to use these 
materials and furnish the labor and 
customary contracting equipment. 

The result is a tendency on the 
part of some contractors in figuring 
specifications to ask themselves: 

“How can I be low bidder and get 
the job?” 

Then, after he gets the job: 

“What can I get away with through 
the latitude allowed in the words or 
equal, so as to come out on the job 
and make some money on it? 


From the Michigan Architect and Engineer. 


If the contractor is permitted to 
make substitutions, the bidding has 
not been fair to the other contractors 
who figured in strict accordance with 
the specifications and quoted only on 
materials which the architect or en- 
gineer specified. 

It is usually the case, therefore, that 
tl:e low bidder is not the one who gets 
the contract, but the lowest price gets 
it, 

Unquestionably, it is the object of 
the architect and engineer to give 
fair play in their specifications, and 
tu write them up with the desire that 
all bidders shall be on an equal and 
even basis. 

Assuming this to be a fact, how can 
specifications be written eliminating 
the words or equal and yet not tie up 
the job to any particular material, 


product or apparatus, and yet not 
eliminate any other material, product 
or apparatus which later on may be 
found better suited for the work? 


The purpose of this article is to 
point a way. 

It is proposed that architects and 
engineers draw up their specifications 
and under each class or division of 
tle work incorporate the following 
paragraph: 

The (or bidder) 
is required to give a basic bid on 
all materials, products and appa 
ratus of the qualities and makes 
specified and in addition to the 
basic bid, the contractor is fur- 
ther requested to give alternate 
prices on other makes, which will, 
in his opinion conform to the spe- 
cifications, stating the additions 


contractor 








In looking over this interesting group from the H. C. Roberts Electrical Supply Co, 
Syracuse, N. Y., it might be said that L. F. Steiner on the left, has a “lean” on a large 
part of the business. His good-natured support is S. Woodworth, followed in the rear 
row by Paul Nolan, H. J. Waters, L. C. Sherman, F. R. Weller of the Multiple Elec 








tric Products Co., Newark. W. I. “Banker” Aitken and C. R. Crawford. The Westing- 


house sheik in the center of the front row is J. M. Dixon. 
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The oven at the left 
is used for ageing and 
testing for free sul- 
phur. Dial at side re- 
cords actual oven tem- 
perature for 24 hours. 
The presence of active 
sulphur is determined 
by wrapping. clean 
copper rod with tape 
and baking for 16 
huurs at 100 degrees 
C. The composition 
shall not discolor rod. 


























The Name 


on the Carton Tells 
the Buyer the Quality 


is Guaranteed by Test 


Firestone Friction Tape is known through- 
out the industry as fully meeting the most 
exacting tests. 


The familiar name on the carton says qual- 
ity instantly, either to the electrician, or the 
man who buys this tape for handy use 
around his house or garage. 


It means bigger sales—as dealers have 
discovered and in turn it reduces the saies 
effort for the jobber, because both trade and 
public know Firestone standards. 


In adhesive and dielectric strength, Fire- 
stone Tape goes far beyond the strictest 
specifications of Government and Navy. Its 
dielectric strength, freedom from active sul- 
phur, its uniform quality both in fabric and 
friction make it ideal for all commercial and 
electrical uses. 


Distributed through leading jobbing 
houses. Full specifications and jabber and 
dealer prices submitted from any Firestone 
Branch or the Home Office at Akron, Ohio. 























Firestone 


_FRICTION TAPE 
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right; 


A group from the Buffalo branch of the Electric Supply & Equipment Co. Left to 
E. J. Harvey; R. F. Haynes; Miss C. Linn; Miss V. 


M. Besse; A. J. Zeu- 


zius; Miss M. E. Lewis; H. A. Zimmerman; Miss Emma Meyer; E. D. Knisely; S. W. 


Coston, and L. M. Miller. 





or deductions involved in the 
furnishing of these alternate 
makes and specifying the makes 
on which these alternates are 
based. Where no alternates are 
given in the bids, the makes spe- 
cified must be furnished and in- 
stalled. 

What would be the result if archi- 
tects and engineers were to follow out 
the above suggestion of requiring a 
basic bid? 

Ist. The basic bid would determine 
the real low bidder. 

2nd. If, for any reason it was de- 
sired to take advantage of some of 
the alternate bids, the difference in 
cost would have been previously es- 
tablished, thereby avoiding the annoy- 
ance which usually results in securing 
these adjustments. 

3rd. As is now the case as soon as 
specifications are issued to contractors, 
the different manufacturers seek an 
opportunity to have their 
accepted, the architect or engineer 
could advise them that if the contrac- 
ors will give alternate bids on their 
materials, products or apparatus, con- 
sideration will be given their products, 
or alternate bids could be requested 
cn any particular product. 

4th. The bids would then be just 
and equal all contractors 
would figure on the same materials, 


material 


because 


products or apparatus in their basic 


bids. 





5th. If the bids exceeded the appro- 
priation, without calling for new bids, 
the architect or engineer could refer 
to these alternates and determine the 
reductions which would be available. 

6th. In event the owner feels justi- 
fied or disposed to spend a greater 
amount for a higher grade of prod- 
uct, than that specified by the archi- 
tect or engineer, the amount could be 
readily determined. 

7th. While the low bidder on the 
basic bid may not have quoted on all 
of the makes or qualities available, 
other bids may incorporate most of 
them. The differential could, there- 
fore, be easily determined by referring 
to the other bids. In apparatus and 
materials wide variations in qualities 
and designs exist. 

8th. There would be a material sav- 
ing in the time of compiling bids to 
determine the low bidder, for, at the 
time of tabulation, only the bids on 
the basic specifications should be con- 
sidered to determine the low bidder. 
The additions or deductions for the 
alternates could then be determined 
and a careful study or survey made 
by the architect or engineer at his 
convenience to determine the rela- 
tive values and adaptabilities of these 
materials, products or apparatus. 

9th. And most important—the spe- 
cifying of one make or kind of ma- 
terial is a recommendation of that 
particular product to the owner by 





the architect or engineer writing th 
specifications. Ofttimes the owner in 
sists, for some reason of his own, o: 
another product. In the specifying o 
one product only, the architect or en 
gineer has placed himself in a positio: 
where he may tell the owner that thi. 
is what he recommends. If the own 
wants to substitute, it is up to him ani 
he takes the responsibility accord 
ingly. In specifications, as writte: 
with the words or equal it is an invita 
tion to the owner to consider himse] 
in the light of a judge as to what i, 
equal because the architect or engine: 
has made no definite recommendatioi: 
on this point. 

10th. In specifying only one mak: 
cf product or apparatus, the relation 
between the producer of this produc: 
or apparatus and the architect or en 
gineer would be much closer, becaus: 
the latter could demand greater re 
sponsibility on the part of the pro 
ducer of materials, products and appa 
ratus to meet with the spirit of his 
specifications. 

It is rapidly being recognized that 
the use of the words or equal shows a 
weakness on the part of a specifica 
tion writer because they are in about 


the same position as physicians who 


do not know whether to write « 
prescription for castor oil or pare 
georic. 

Specification experts certainly 
should know what is best suited for 
the installation and prescribe accord 
ingly. 

The use of the words or equal en 
courages the use of substitutions. 

The use of the words or equal has 
obliged many manufacturers to re 
duce the quality of products in order 
to meet low priced competition. 

Complete and concise specifications 
make for clean, close and even bidding, 
and, to a great, extent eliminates the 
element of chance in bidding, and as 
sures the contractor a legitimate mar 
gin of profit which he must have, and 
at the same time guarantees to th 
owner, value for the money he has 
expended. 

An architect or engineer is in the 
same relative situation as a doctor. 
who must diagnose his case correctly 
and write his prescription so that the 
pharmacist will know just how it is 
to be filled. Ps 

Substitutions have killed many 4 
doctor’s patient and ruined many an 
architects’ or engineers’ job. 
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Right now—a Sood time to push Table-Taps 


Don’t let your dealer customers miss the big op- 
portunity to sell Triplex Table-Taps. 

Remind them that thousands of electric appli- 
ances sold during the Christmas season are still 
awaiting outlets. baa 





Show your dealer customers how the Hubbell 


Triplex Table-Tap meets this need for extra out- 
lets, by providing three convenient connections 
for electric appliances from a single wall or floor 
convenience outlet. 

Right now there’s a big market for Table-Taps, 
big business for dealers—big business for you. 
See that your customers have an adequate stock. 


HARVEY HUBBELL 


ELECTRICAL WZRING DEVICES 


BRIDGEPORT 


| 








Thousands of appliances still need outlets 


} CONN. U.S.A. 
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“Show ’Em How” 


Merchandising Film for the Electrical Industry 


NE of the most urgent needs of 
the electrical industry today is 
undoubtedly a better knowledge of 
And one of the best 
is the 


merchandising. 
methods of telling any 
motion picture, which in a hundred 
feet of film can put over an idea more 
forcibly and graphically than 
number. of 


story 


ciearly, 
could be done in the same 
pages in a book. 
Therefore the Westinghouse 
Co., realizing the need for educational 
work along the lines of better 
chandising, decided to produce a film 
to the 


business and indus- 


Lamp 
mer- 


that would carry this message 


dealer. But the 


By E. S. MACKAY 


trial films have not been an unqual- 
ified success in the past,—far from it. 
Thousands of feet of this type of film 


are occupying positions on the top- 


most shelf in the stockroom of any 
number of firms who ‘went in” for 
motion pictures when their value to 
business was first conceived. 

“Show ’Em How,” a two-reel film, 
is the same kind of picture that you 
will see in any motion picture house 
The scenario is an 
the 
story is 


in the country. 


appealing little romance, while 
merchandising part of the 
worked into the plot in such a fashion 


that the educational idea is absorbed 


TENE XH CRT EE Le Dee 


wel erin * 
a * 


by the observer almost unconsciously. 
At no time does the audience feel that 
it is being preached at, but never- 
theless, the better merchandising idea 
works out as an integral part of the 
successful conclusion of the plot. 
This picture requires about 35 min- 
utes to show. It can be furnished in 
either Pathescope or Standard film. 
The Westinghouse Lamp Co., 165 
Broadway, New York, gladly offers 
the use of it, without charge, to any 
organization in the electrical indus- 
try, the user merely to pay the ex- 
press charges both ways, and to re- 
turn the film as promptly as possible. 


i$ pv 


Loy mr; 


Jim’s Store Is Shown a Year Later, After It Has Been Transformed Into an Attractive, Well-Arranged Establishment 
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OU are handed a 42% saving— 
on plugs with these extra con- 
veniences: 

Fuse in plain sight, not behind mica 


window. Quicker renewals. More 
room between plugs in a cut-out. 
Handy grip on solid porcelain; no 
metal top. 

When fuse has blown, plug is still 
s00d—all but the core. Insert new core 
and you have a new plug. (Re-fills 4, 
list). 

For selling to householders, the plugs 
are put up in counter-display cartons: 
3 plugs and 3 extra re-fills to the pack- 
age; 12 of these ““Home Packages’”’ to 
the carton. 

Any quantity user of Fuse Plugs can 
compute his savings in large figures. 
Any jobber or dealer can see those fig- 
ures in terms of sales—to the extent, 
even, of a sales /eader. 






=} Pull the plug apart to see if 
=] fuse has blown. Slip in a re- 
SJ fill and save 42 per cent. of 
the cost of a new plug. 






: Renewable 
( Fuse Plugs 


HART &o HEGEMAN /% 
HARTFORD, CONN. 





HE “plug with the curved knur- 
ling’’ has this feature as a whole- 
line characteristic: 

Contacts grip the prongs of the cap 
with a new, springy grip—long after 
ordinary plugs cease to clinch. It’s there 
you find the H&H /asting-quality in 
Plugs, just as you find it in other de- 
vices in the vital spots. 

The line takes care of every case 
where you need good plugs. Small 
size, inexpensive “ponies, No. 1465. 
Standard size (with strain relief in cap) 
No. 1400. Standard size, without strain 
relief, No. 1421. With steel cap 
(‘“‘armored’’), No. 1406. Handy Grip, 
elongated, No. 1456. Brass shell caps 
in any style. 

Supplied in bulk to manufacturers, 
central station repair shops and con- 
tractors. Use them 7” the quantity their 
quality deserves! 
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Booking arrangements for meet- 
ings, conventions, etc., should be 
made as far in advance as possible, 
because although a large number of 
prints of this film have been made, it 
is anticipated that the demand will be 
greater than the supply. Address 
all communications to the Merchan- 
dising Division of the Advertising 
department. 

Briefly, the story is as follows: 

James Perkins is a small town elec- 
trical dealer, and Joan Gregory is his 
However, their chances of 
slim, because 


fiancee. 
getting married are 
Jim’s business is not as good as it 
might be. 

The picture starts with Jim open- 
ing up in the morning, and as he 
enters the store a neighbor passing 
asks him how business is. Jim’s face 
assumes a gloomy expression as he 
replies, ““Not so good.” 

Joan comes along a few minutes 
later, just in time to take the mail 
from the postman. Looking at it, she 
shakes her head as she sees all the 
bills. 
around; no sign of Jim in the dis- 
He is dis- 


covered in the back room tinkering 


She enters the store and looks 
orderly and dirty place. 


on some part, and Joan listens for a 
while to his pessimistic remarks and 
does her best to cheer him up. 
Various ways in which Jim loses 
sales are shown, which explains to 
but 
hasn't the money in the bank to meet 
the bills. 
customer by spitting on an iron to 


everyone Jim himself why he 


He disgusts a fastidious 
show her how hot it gets; in demon- 
strating a vacuum cleaner he covers a 
prospect with dust; he loses a range 
sale because he doesn’t know the talk- 
ing points of the article; a washing 
machine sale goes the same way, and 
a customer who wants lamps is sold 
one lamp and loses his temper trying 
to write a check on the counter with 
a rusty pen, while he straddles some 
boxes and junk in order to get near 
the counter. To improve matters, a 
“load ‘em up” salesman comes in and 
Jim allows the salesman to sell him a 
lot of stuff he doesn’t need on a prom- 
ise of an extra 30 days. 

Joan and Jim go for a walk that 
evening, Joan still trying to cheer 
up. As they stroll along the 
country road they spy a lovely little 


Jim 


bungalow and Joan draws a beautiful 
word picture of how they would live 
in it,—if they only had it. 

A few days later, the “Show ’Em 


How” salesman comes in to see Jim, 
and brings with him specifications and 
a layout for a model store. He tells 
Jim to study them for an hour and 
goes off. Jim looks them over in the 
back of the store and falls asleep in 
the quiet room, undisturbed by cus- 
tomers. He immediately begins to 
dream of a model store, and in his 
dream 
failed to get with a vision of how 
In 


his dream store business is excellent, 


are linked up the sales he 


they might have been handled. 
and several clerks are required to 


liandle the trade. 
strations are properly made, and the 


Appliance demon- 


orders quickly secured. 

The salesman, coming back, finds 
nv one in the store and pounds on 
the counter. Jim wakes with a start 
and comes out from the back room, 
protesting to the salesman that he 
woke him out of a wonderful dream, 
about which he tells him. The sales- 
man points out to him that the dream 
can be made to come true if he will 
follow the plans he gave him. Joan 
comes in, and is very enthusiastic 
about the plans; together they per- 
suade Jim to try to borrow money 
from the bank to remodel his store. 
Jim and the “Show "Em How” sales- 
visit the the 
salesman’s help Jim succeeds in con- 


man bank, and with 
vincing the banker that a retail elec- 
trical business if 
conducted along the proper merchan- 
dising lines. Accordingly, the bank 
lend him the 
money, so Jim, Joan and the sales- 


store is a_ stable 


decides to necessary 


man plan how to remodel the store. 


Jim’s store is shown a year later. 
It has been transformed into an a: 
tractive, well-arranged establishme::. 
Jim, neatly dressed and with a broad 
smile on his face, is keeping thin. 
running smoothly. Joan is helpiny 
in the store, and having successful; 
completed a sale, she comes up to tlic 
front of the store, where Jim has just 
been giving some advertising materi«| 
to a departing customer. Togethir 
they read a letter from the wholesal: 
distributor congratulating them bot! 
on the success of their store, and from 


the letter one learns they are married 
* * # 


Appliances Easily Sold in This 
Store 

One of the handsomest and_ best 
equipped electrical stores in the Sout) 
is that of the Interstate Electric Co., 
New Orleans, La. The photograp) 
shows that the facilities for selling 
appliances are plentiful and of the 
sort to provide the proper atmospherv. 
The store, which is shown in 
Christmas attire, is in charge of 
Vincent Gray, formerly New York 
state representative of the Columbia 
Division, National Lamp Works. 

On the basis of the theory that well- 
served customers mean increased busi- 
ness, Percival Stern, president, has 
accorded this store liberal support in 
furnishing the proper equipment, both: 
as to stock and personnel. Every 
thing calculated to give salespeopl: 
and merchandise a fair chance to 
make good has been provided, without 
any sacrifice of efficiency for appear 
ance, or vice versa, 


its 











Store of Interstate Electric Co., New Orleans. 
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Bigger Fan Profits This Year 


OUR Dealers can make a bigger profit this year if you 
help them push their fan business and standardize on 
Dayton Fans. 
There are 102 different Dayton Fans and each one is easy to 
sell. 
There are many valuable selling helps for Dayton Fans this 
year. Dayton Fans are well known and your Dealers have 
been selling Day-F'an Radio apparatus. 


There is a liberal discount for both Jobber and Dealer. 


The Dayton Fan & Motor Co. 


Factory & General Offices 
Dayton, Ohio 
Established 1889 


DAYTON MOTORS DAY-FAN RADIO 
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How Kansas City Handles the 
Toast Campaign 


Much has been heard lately about 
the National Toast Campaign fostered 
by milling and baking interests. This 
has been of great interest to the elec- 
trical industry because of the electric 
toaster being an essential in the cam- 
paign. In many localities, however, 
cheap and almost worthless toasters 
were disposed of to the public. 
this, the City 
Electric Club has done some good 
work to promote the use of sound 
electrical equipment in the Kansas 
City drive. G. W. Weston, secretary, 
under the date of January 14, writes 
as follows: 


Knowing Kansas 
g 


“In each city the local bread and 
milling interests put on the cam- 
paign and secure the assistance of 
those other food interests that will 
be benefited from the eating of toast, 
for the keynote is ‘Eat Toast.’ The 
Wheat Council says it has been proven 
that more bread will be consumed— 
consequently, more wheat—if eaten in 
the form of toast; that people are 
not eating toast the way they should; 
that only 12 out of every 100 wired 
homes have electric toasters. 

“During the campaign a vigorous 
advertising campaign is carried on by 
the bread and milling folks in the 
billboards (notice 
some of the billboards even now); by 
banners 


newspapers, on 
etc. Here in 
Kansas City, on two days of the toast 
week a little folder of toast recipes 
will be wrapped in the bread made 
by the contributing bakers; this will 
mean a distribution of some 300,000 
folders each of those days. 


on wagons, 


“The electric toaster is a very im- 
portant part of the campaign; it being 
generally admitted that it makes the 
best toast and efficient 
way to make it. 


is the most 


“During the campaign in certain 


eastern cities, the bread folks, on 
their own initiative, made _ special 
deals with toaster manufacturers, 


buying thousands and selling them at 


actual cost to them. In one large 
city a certain $7.00 toaster was sold 
for $3.16 (actual cost); in another 
large city a $5.00 toaster was sold 


for $1.97 (actual cost). Apparently, 


the electrical people were ignored en- 
tirely. 

“Here in Kansas City a similar pro- 
cedure was thought of; for bids were 
asked from several sources on thou- 
sands of toasters. 


An attempt was 


made to tie up one large merchandiser 
on a big deal with that same $5.00 
toaster, to sell around $2.05. Bread, 
of course, was to sell at regular prices. 
—What did the bread folks care about 
the electric toaster market just so 
they got thousands of cheap toasters 
out? The trouble was that they just 
did not think of the other fellow’s 
market—they did not seem to realize 
the far-reaching effect of such a 
policy as far as the public and the 
clectrical industry were concerned. 

“Early in the game the Electric 
Club got busy and from several dif- 
ferent sources the bread folks were 
told that Kansas City had a thor- 
oughly organized and efficiently func- 
tioning electrical industry. We were 
invited in on this thing and a clear 
and mutual understanding reached, to 
let us market the toasters along sound 
and sensible lines. 


“The Board of Directors indorsed 
the idea. President De Forest ap- 
pointed a Toast Committee, which met 
outlined specific plans. The 
evening of January 8 a joint meeting 


and 














The usual annual sales conference of 
the Electric Appliance Co., New Orleans, 
was held December 26 to 29. It was 
short and sweet, and by using a steam 
roller they accomplished a lot more than 
in some six day conferences. The upper 
photograph shows the principals of the 
company—left to right, top row: Messrs. 
Gogreve, Clements, Trask, Flynn, Camp- 
bell, Barre and Kroper. Bottom row: 
Lemley, Farrell, The Colonel Himself, 
Disher and Stanley. The lower photo- 
graph shows the sales organization, left 
to right, top row: Messrs. Thompson, 
Toups, Freeman, Hays, Hulin, Primeaux 
and Haynen. Bottom row: Cullen, Ed- 
wards, Egee, Bradley and Nemnich. 





of the jobbers and dealers was held 
and those plans in general adopted. 
In the meantime, at our suggestion tlx 
campaign was postponed from Jan 
uary 14 to February 4, to give ampl: 
time to put it over right as far as elec 
tric toasters were concerned. 

“On Sunday, February 2, the news 
papers will carry large advertising, 
announcing and explaining the cam 
paign; other advertisements will ap 
pear in the following daily issues ot 
that week. They will all be paid for 
by the bread, milling, coffee, butter 
and other food interests. 

“The public is to have the privileg 
of buying any make or priced elec 
tric toaster wanted at a_ saving 
equivalent to 25 per cent off the 
regular price, this to apply on toast 
ers priced from $4.00 up to $9.00 
That puts the campaign on toasters 
on a fair and impartial basis. The 
other interests agreed to let us add 
a ‘perforated sheet to their two-page 
enclosure which is to be wrapped in 
300,000 loaves of bread on two days 
of that week; this addition to be a 
coupon-check showing the 
people can make on toasters and 
listing on the back side the names and 
street addresses of 39 electrical 
stores that will honor the coupon 
checks; 28 stores are in Kansas 
City, Mo., eight Kansas _ City, 
Kans., and three in Independence, 
Mo. The coupon-checks are to 
be signed by the buyers and then the 
dealers can secure a special extra dis- 
count from their jobbers upon sending 
or turning in the signed coupon-checks. 
In other words, the jobbers are also 
sacrificing some profits—going half 
way with the dealers. The jobbers 
salesmen will explain the additional 
discount feature to their dealer cus 
temers. 

“In return for the sacrificing ot 
profits by the jobbers and dealers, 
on electric toasters, the local toast 
campaign folks are going to stand th« 
additional printing expense entailed 
by the addition of the perforated 
coupon-check. All in all, everyon 
here has certainly shown a fine and 
fair co-operative spirit, after matters 
were talked over and each side got 
the other’s viewpoint. It looks like a 
real campaign and the sale of a lot 
of good quality electric toasters, 
which ought to be reflected afterwards 
in the sale of still more toasters and 
other appliances. Every campaign of 
this kind has a long carry-over effect. 
with profitable results.” 


savings 


in 
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LIST 


Full Eight Inches 


f YY 
FEATURES 





1. Blades full 8 inches, brass finish. 


2. Self-aligning bronze bearing—(cannot 


bind). 
3. Eight foot cord. Separable plug. 


4. “On and Off’ Hart and Hageman 
Toggle Switch (one speed) in base. 


5. 2000 revolutions per minute, plenty of 


breeze. 


6. Housing pressed steel. Base polished 
cast iron. (No die castings to crack or 


break.) Baked on black Japan finish. 


7. Sturdy pressed steel swivel joint, permits 
fan to be adjusted to any angle. 


8. Rubber feet, for table use. Base slotted 


for wall mounting. 


9. Generous size, self-lubricating oil wicks 


—no cups or springs. 


10. Runs smoothly and noiselessly. Few 
parts, nothing to get out of order. 


11. Universal motor runs on either AC or 
DC current—25 to 60 cycles, 110 volt. 
(Can be supplied for higher voltages at 
slightly increased cost.) 








\ y, 





You’ll Find Our Local Address in Your Telephone Directory 


SIEGRAL 





If you can beat the quality of this fan at 
anything like the price, then you have 
made a find— 


People, quick to recognize quality, are 
greatly surprised when they learn the 
price of this fan. 


It’s simply a case of thanking them and 
ringing up seven dollars on the cash reg- 
ister——_but as you must have fans to sell 
them—better order at once so as not to 
be disappointed and lose sales. 


Jobbers, Write for Discounts 


SGN NURS 


actor d M i 
Factory one «1970 Broadway wMicnicaN 


Boston, New York, Toronto, 
Chicago, Pittsburgh, Philadelphia, 
Minneapolis, St. Louis, Los Angeles. 
Montreal, San Francisco, 
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= Electric Show At Baton Rouge 


The city of Baton Rouge, La., i, 
to be congradulated on the characte: 





ietictncinsastnttnanatasieass dt 


U AR ‘ c~ —________, | and success of the electric show staged 
Fal E D 4 = December 15 to 22, under the auspice: 
line Switch a . of the Baton Rouge Electrica 


League. This league was organized, 
not long ago by Thos. P. Walker and 
J. C. Lamb of the Baton Roug 
Electric Co. 


The response of the contractor 
dealers was such that it was speedily, 
decided to hold a real electric show 
as a boost for the city. The show 
was held in a huge tent in the center 
of the town. Widely advertised in 
every way possible, the reaction was 
enthusiastic and insured success from 
the start. 








re ‘ ¥ ; ’ The Wesco Supply Co., Western 
aa Electric Co., and the Electrical Sup 
ply Co., were exhibitors as were all 
2 500 OOO In [ Ise the dealers. Nothing was sold from 
b b ] the jobbers’ booths, everything being 
disposed of through the dealers. 


Everything was sold for cash, with: 
the exception of major appliances. 


The soundly established success of the 
Square D Safety Switch is a matter of com- 


mon understanding in every industry where In spite of very bad weather, mor: 
electrical current is used. And logically so. than $10,000 worth of electrical mer 
Its ingenious and practical advantages, and chandise was sold. 

the fine quality which isa Square D charac- To stimulate interest in appliances 
teristic, deserve the appreciation which has and help the dealers sell, the Baton 


Rouge Electric Co., gave to each 
purchaser of appliances a coupon 
good for free electric current. The 
SQUARE D COMPANY, DETROIT, U. S. A. amount was based on the wattage of 
FACTORIES AT: DETROIT, MICH., PERU, IND., WALKERVILLE, ONT. the device purchased. For example, 


BRANCH OFFICES: Boston, Buffalo, Chicago, New 
York, Pittsburgh, St. Louis, Toronto, Philadelphia, \ (54) 


been made so clear and emphatic by more 
than two and a half million installations. 





the purchaser of an iron received a 
coupon for $2.50; ironer, $5.00, light 
| ing fixtures $.50 per socket, ete. These 

coupons were limited to residential 
| use and were not transferable. 


Cincinnati, Milwaukee, Montreal, Atlanta, Cleveland, 
San Francisco, Winnipeg, Vancouver 


See Sat. Eve. 


Post—Feb. 6 In addition to the above coupons, 
ost— 


each purchaser of a dollar’s worth or 
more received a chance on the prize 
appliances drawn for nightly, also th 
grand prize awarded the last night of 
the show. The nightly prizes, grills 
percolators, etc., were donated by the 
exhibitors. The grand prize, a $350 
Radiola Grand was given by th 
Electric League. 














Representing the jobbers were 


Frank H. Ames, R. C. Hank and 


George J. Miller, Wesco Supply Co.:; 
W. F. Bartlett and P. A. Riley, 
Western Electric Co.; L. L. Hirsch, 
M. S. Elgutter and Joseph Trosclair 





Electrical Supply Co. Current for 
the show was furnished free by th: 


W - Baton Rouge Electric Co. The wir 
a eC | . 1 Cc ing was done by the contractor 


dealers. 
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“THOSE 
WHO 
KNOW— 
DEMAND 
HEMCO” 





GEO. RICHARDS & COMPANY 
557 W. MONROE ST., CHICAGO, ILL. 
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Jobber Remodels Store to 
Help Dealers 


There is a noticeable tendency 


among the jobbers at present to 
arrange their stock and displays, 


especially in the store, for the con- 
venience of the dealer, not only in 
regard to his own buying but for his 
cus- 
Cen- 


advantage when he brings in a 
ry’ 
rhe 


tral Electric Co., Chicago, has made 


tomer for demonstration. 
several improvements which will save 
the dealer’s time and patience to a 
marked degree. 
Directly behind the 
eight feet above the floor runs a 


counter and 
row 
of compartments, in all, for the dis- 


The 


play includes commercial. and _ semi- 


play of lighting equipment. dis- 
indirect units, ordinary fixtures, an-l 
silk 


shades. The compartments are finished 


others with and parchment 
in neutral tint, providing a fair test 
for different styles. No one can enter 
the the 


counter without seeing the display, 


department or approach 


and a dealer can make a_ thorough 
test while his order is being as- 


sembled. 

For speed and facility in the actuai 
filling of orders at the city counter, 
an ingenious arrangement of shelves, 
somewhat like the docks in the north 
branch of the Chicago River, made 
it possible to carry 2500 standard 
items, tagged, numbered and _ priced, 
the farthest of which is only 20 feet 
from the counter. A condensed stock 
like this is much easier to keep up, 
therefore annoying shortages are al- 
most eliminated. Behind the counter 


in front of each aisle are glass in- 


closed, dust-proof cases showing 
wiring devices, wire, bells, buzzers 
and micellaneous small stock. 


Directly opposite the counter is a 
row of massive sample-boards dis- 
playing Condulets, time clocks safety 
There are 
also two tables, one with a neat array 


switches, stage-plugs, ete. 


of portable tools, the other bearing an 
assortment of popular sized motors. 
Washers and cleaners nearby com- 
the list of material 


plete needing 








through inspection and demonstra- 


tion. 
The rooms provided for the display 
of 


purposely arranged so as to avoid the 


or richer types luminaries are 
crowding in of too many styles, which 
One of these rooms is 
the 
A hall leading to 
the residence at- 
provides additional 
space for the display of the latest wall 


is confusing. 


finished in  Cireassian walnut, 


other in white. 
these rooms adds 
mosphere and 
types. 

the 
open display space for floor lamps, 


Opposite counter is a large 


ete. Several tables are used, with the 
floor lamps artistically placed around 
the outer edge. Along one side of 
this space and concealing the sample 
boards which face the counter, is a 
row of dust-proof wall cases contain- 
ing 


table lamps. 


an assortment of boudoir and 
No opportunity is over- 
looked for the practical demonstra- 
tion of lighting equipment. For in- 
stance, in the sound-proof radio room 
there hangs a special unit which not 


only provides efficient light for the 





material, 
and specialties are displayed in regu- 


Heating goods, general 


lation cases and shelves, but always 
with the idea of displaying a large 
the 
convincing manner. 


assortment in easiest and most 


* * * 


Tungsten Lamps Sold in 1923 
Total 225,000,000 


The volume of sales of incandescent 
lamps, regarded as a barometer for 
the 
healthy expansion during 1923. From 
John Liston of the General Electric 
Co., comes the statement that 225,- 


lighting business, again shows 


000,000 large tungsten filament lamps 
were sold during the past year. This 
is nearly 11 per cent over 1922, and 
exceeds any previous year. 

This figure does not include statis 
‘arbon or miniature in 
candescent electric lamps. 


tics on either 


An interesting comparison is that 
cf 1923 as against 1907, when tung- 
sten lamps were introduced and _ thie 
wild rush to buy them was like the 
radio of 1922. The 


craze filament 


room, but shows what it can do under was delicate at first, resulting in a 


actual working conditions. 


great tangle of claims and lawsuits, 








Overhead Compartments Installed to Exhibit 











Lighting Fixtures 
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My Plans 
for 


1924 








DO not deal in promises but it would hardly be 
fair to hide all of the things I am doing, so I 
will mention one or two. 

There is little doubt in my mind that I—a Tork 
Clock—can make anybody from a merchant prince to a 
hen-coop manager regard electric lighting as something 
worth arranging in the most up-to-date manner because 
it is so easy to have me regulate its daily use. So I am 
setting about to explain this simply and patiently to the 
people who should be most interested. 

I am helping Central Stations to make it clear to their 
commercial customers that only the regular use of electric 
lighting can make it as profitable as only electric light- 
ing can be. The great EVENING-DAY is the better half 
of business. 

Of people in general, I am inquiring diligently to 
know what service I may perform, sometimes suggest- 
ing my more obvious uses, and sometimes (as in the 
Saturday Evening Post advertisement shown in a reduced 
size alongside) leaving the gate wide open to their 
imaginations and desires. 

You, the readers of JOBBERS’ SALESMAN, know 
that I cost the user only $15 to $25; that I am simple, 
easy to sell, and easy to service. Any of you who have 
not my complete descriptive bulletin in your daily 
working file should send for it at once to 














TORK COMPANY, 8 West 4oth Street, NEW YORK 












A column from the Feb. oth 
Saturday Evening Post 





Today lighting is so great a factor 
in commerce that its intelligent use 
may spell the difference between suc- 
cess and failure. 

I came to life to manage this im- 
portant part of your business. Lama 


TORK CLOCK 


I turn electric lights 


on and off REGULARLY 


I am the secret of business success 
in the regular use of light for produc- 
tion, for selling and tor advertising. 
I make lighting do what you planned 
to have it do while you think of some- 
thing else. When light is not needed, 
I save it. I cost little to buy and 
nothing to operate. This is what | 
look like on the job. 





Just install me in place of the switch 
anybody may forget to turn ¢ 


Tork Company, 8 W. 40th St., New York 
Piease send quotation through your nearest 
distributor on the correct size of Tork Clock to 
control the following number and size of lamps 
to the address written below: 
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SMASHING REDUCTION 


Anylite Twin Plugs 


5 CENT 
0 LIST 
LOWEST PRICE EVER 


PUT ON A HIGH QUALITY PLUG 


On January 1st the list price of the Anylite Twin Plug was re- 
duced to 50 cents. Savings incident to quantity production per- 
mit this reduction without any decrease in quality or length of 
service. 

Purchasers appreciate the utility and advantage of “Anylite” 
twin plugs. This appeal with the new low price makes it easy 
to profit with “Anylite.” 

Heavy rivets are now used instead of the screws shown above to 
fasten the screw shells to the body. This prevents loosening or 
removal, and is a new, important feature of the “Anylite Twin.” 











































ANYLITE TP-3 — ANOTHER FAST 
SELLER WITH TWO TAPS FOR 
THE PRICE OF ONE 


This is one of the most useful plugs and provides 
for a lamp and two appliances. Will receive 
standard parallel blade attachment caps. The 
lamp is held vertically and a shade may be at- 
tached if desired. 


Standardize on One Profitable Line 


Just as standardization in manufacturing pays bigger dividends 
so does standardization in selling. Many jobbers are concen- 
trating their efforts on the complete line of Anylite Products. 


Salesmen can then put their efforts on one easy, rapid selling 
line and make more commission for themselves while making 
more profit for their house. 


ANYLITE ELECTRIC CoO. 
FORT WAYNE, INDIANA 


REPRESENTATIVES 


A. HALL BERRY, 71-73 Murray St., New York City. 
UNITED STATES ELECTRIC CO., 710 Polk St., San Francisco. 





WM. P. JOHNSON ELECTRIC CO., 8 N. Sixth St., Minneapolis. 
ROBERTSON SALES CO., Birmingham, Alabama. 

ANYLITE ELECTRIC CO., 2014 Wabansia Ave., Chicago. 

*S. E. WIEDEMER, 5822 Central St., Kansas City, Mo. 
STRIMPLE & GILLETTE, S. C. Smith Bldg., Seattle, Wash. 


*Shipments made from Fort Wayne. Stock carried at all other places 

















| Illumination 





culminating in a flat refusal by the 
express companies to be responsible 
for damage in shipment. Many con- 
signments were actually refused be- 
fore the matter was settled by im- 
provement in packing as well as in 
the filament. 
| In spite of the difficulty, however, 
65,000,000 tungsten lamps were sold 
_in 1907. This gives 1923 an increase 
_of 246 per cent in the number of 
lamps and 267 per cent in watts. Still 
| more interesting is the tremendous 
| leap in actual lumens. 150,750,000- 
000 against 11,430,000,000 an_in- 
crease of over 1200 per cent. This 





| is caused by the popularity of the 


Mazda C lamp with its larger size 
and greater efficiency. 

Comparing 1923 with 1922 shows 
an increase in large lamp sales of 111, 
per cent in wattage. Miniature lamps 
show the startling figures of 110,000,- 
000 in 1923 against 85,000,000 in 
1922, or 30 per cent gain. 








Pictured above you see M. H. Krich 
manager of the Krich Light & Electric 
Co., jobbers of Newark and Ashbury 
Park, N. J., and A. Koelhoffer, president 
of the K. W. Electric Co., in the en- 
trance of the new $5,000,000 Centre 
Market just completed for the city of 
Newark. This is probably the largest 
lighting and electrical job of the year 
to be given out in Newark. This job 
was handled by the K. W. Electric 
Co., through the Krich Light & Elec- 
! tric Co. 
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Commercial Lighting 


O MAKE it easier to figure on commercial 
lighting jobs we have put into one booklet all of 
the standard units we make suitable for lighting stores, 
offices, schools, churches, banks, hotels, etc. 
unit is priced complete, including wire, sockets, 
glassware and boxing F. O. B. Chicago. 
find this new booklet—‘‘Commercial Lighting’’— 
a helpful assistant in estimating. 


WRITE FOR YOUR COPY TODAY 


Each 


You will 













































H ERE is your old friend 

DENZAR dolled up 
to make it suitable for in- 
stallations where something 
more ornate than the stand- 
ard plain bowl and reflector 
is required—church or 
bank installations, for in- 
stance, or hotel or theater 
lobbies. | But in our book- 
let, ““‘Commercial Light- 
ing,”’ 
suitable for the little neigh- 
borhood. store as well. 
With this booklet you can 
figure on any job—big or 
little. 


you will find units 





Te a oe ae 


TRADE 


MARK 


“Wotice the Lighting Zguipment” 
Look for the Beardslee trade- 
mark. It is your guarantee of 

QUALITY 


BEARDSLEE 








CHANDELIER MF. Co. 
218 South Jefferson Street 
CHICAGO 
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Value of Orderliness of Stock 


With many electrical supply job- 
bing houses stock arrangement is 
looked upon as a matter of small im- 
portance. The warehouse, from 
which orders are filled, is merely 4 
place to house their stock and the 
minimum amount of attention is given 
to stock keeping and orderliness of 
arrangement, 

But no jobbing house, large or 
small, should fail to realize the im- 
portance of a well-arranged, well-kept 
warehouse. Disorderly arrangement of 
stock means greater fire hazard, de- 
lays in filling and shipping orders, 
inefficiency in service to the trade and 
loss in business through incomplete 
stocks. 

The Capital Electric Co. of Salt 
Lake City, Utah, recognizes the im- 
portance of orderliness in their stock 
arrangement and their warehouse is 
rightly looked upon as a model for 
jobbing houses to pattern after. A 
tour of inspection through their build- 
ing will disclose not a socket out of 
place, floors clean and clear of all 
rubbish, every foot of wire and every 
appliance arranged in proper order, 
no odds and ends scattered about the 
floor. Orderliness is one of the first 
rules in their establishment. 

The company occupies a four-story, 
fire-proof brick building with about 
50,000 sq. ft. of floor space. The 
offices are on the top floor. Prior 





eooke ANN 








Second Floor of Warehouse. 
Orderliness Exemplified in Plant of 


to January 1, the third floor was given 
over to automotive supplies but the 
stock and good will of this department 
were sold and the company now de- 
votes its entire efforts and energy to 
the electrical business. 

Each floor of their warehouse has 
its stock keeper. He is responsible 
for the stock and its arrangement and 
the orderliness of his floor. And here- 
in is the basic principle in their ware- 
house arrangement. To one individual 
is given the responsibility of each 
floor. Passage from floor to floor is 
unrestricted but entrance to the ware- 
house quarters of each floor is through 
a locked gate only. The floor stock 
keeper controls admittance to his 
quarters. 

All stock is cataloged and card in- 
dexed by name, number and location. 
Related materials are grouped togeth- 
er as much as possible so that in filling 





Section of Fourth Floor Accounting 
Department. 






orders the minimum amount of tim 
and labor are required to gather th 
various items together. 

Packages from broken boxes ar 
stored upon shelves. No loose ma 
terial is permitted upon the floor. On 
each shelf are neat labels plainly 
marked showing the contents of that 
shelf. Below the shelves are covered 
bins in which is stored small materia] 
which cannot be stacked or piled on 
A label on the cover of each 
bin indicates the contents. These bins 
like the shelving are uniform but can 
be subdivided to conform to special 
requirements. Broken empty pack- 
ages, bits of rubbish, packing, etc., are 
not allowed to accummulate but are 
quickly gathered up and removed. 

Orders as they come in are routed 
from the top floor and dropped 
through chutes to the shipping de- 
partment. 

With such facilities and such well 
arranged orderly stock the Capital 
Electric Co. is well equipped to ren- 
der excellent service to its trade. 





shelves. 


* ¢ 


Tel-Electric Co. Improves 
Facilities 

The office and warehouse of the Tel 
Electric Co., Houston, Texas, is being 
entirely remodeled which will give 
them increased space and better facil 
ities for handling their line of prod 
ucts, 
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Ground Floor Sales and Display. 
Capital Electric Co. 
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For Household 


Laundries 


and ironers impose hard service 
on the attachment cord in ordi- 
nary use. To insure dependable 
performance, the Hurley Ma- 
chine Co. (as well as many 
other manufacturers) has stand- 
ardized upon PARANITE 
special washing machine cord. 
PARANITE cord for this use 
is a special product having un- 
usual flexibility and strength, 
and provided with a durable 
waterproof covering. It’s as 
convenient as the convenience 
outlet in the baseboard, for it’s 
right in every detail. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
Chicago Office: 810 Marquette Bldg. 
New York: The Thomas & Betts Co., 63 Vesey St. 
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A campaign packed with sales power for quick turn- 
_ over, again tells the story of “live air” 


It sells G-E Fans for hot days, for humid days ’round 
fhe wnome, office, store. A campaign to keep fans 
movihg off the shelf and out to customers—that’s 


the an Campaign for 1924. 


The G-E Fan Girl 


if’ be known to every household in the 
langl and to every business place, for she 

iM\appear in thousands of dealers’ win- 
déws during the hot months; in the popular 
‘magazines and newspapers read by millions 
of pé pple. 


It will Bay ¥ 9 get in touch with the G-E 
DistributoPmgy rrange for your contract 


and the sales-making material shown on the _ 


opposite page. See list of G-E Distributors 
on second page following. 


Merchandise D epartment 
General Elect#ic Compan — 
Bridgeport, C@qnecticut Keep the Air 


we we ALIVE - 
| around the Office 


| with a 


GE 
‘Fan 
wae 


| Costs but ‘cent an hour tormn 











A General Electric Product 











~~ 





| MERCHANDISE 
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Everybody everywhere will see the 


'GE Fan Gul 


~in the Windows 
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HARTFORD 
Time Switch 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 


The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced; 
while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 


My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 


Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 


Talk Hartford Time Switches to your 


able. 
Get the latest Hartford Time 
bulletins. 


Sales Representative 


contractor-dealer customers and urge them 
to go after the profitable business now avail- 


Switch 


A. HALL BERRY 


71-73 Murray St., N. Y.C. 














—— 
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Ways to Save Money | 


Practical Hints from 
the Field of the Other 
Fellow’s Experience 








Delivery Trucks Handle Depoi 
Freight 
ILSON’” B.. KOCH,  traffi 
manager of the A. T. Know! 
son Co., Detroit, Mich., has been abl: 
to make a net saving of about $7.00 
a day in the transportation of goods 
from the 
depots, besides materially improving 
the service, which was primarily th: 
cause for making the change. 
In Detroit there are four railroad 


warehouse to the railroad 





i 


3mi 






Warehoi 


Im 
——— 5mi — — 


} fem —2 


Relative Location of Four Depots 





freight depots located, in relation to 
their warehouse about as shown in the 
diagram. Formerly, the company had 
the depot trucks come and pick up 
shipments once a day. If a truck was 
late sometimes goods laid over until 
the next day. 

Now they delegate their own de 
livery trucks to do this work, taking 
goods to the depots on_ their 
scheduled delivery trips. Not only 
does this make the above mentioned 
saving after 
ducting a reasonable amount for the 
time of their own trucks, but the 
goods are laid down at the stations as 
often as three times a day often 
catching trains hours ahead of those 
possible by the other method. De 
livery truck men are given the bills 
of lading and this duty becomes part 
of their regular business. 

In the case of the depot five miles 
away, the delivery truck scheduled to 
that territory also picks up, once a 
day, all incoming shipments, which 
it can readily do for it would other- 
wise be coming home empty. 

* * & 
Parsons Officer in Philadelphia 
Electric Club 

H. A. Parsons, Jr., purchasing 
agent of the Elliott-Lewis Electric 
Co., Philadelphia, has been honored 
by election to the post of secretary 


in cartage costs, de- 


| of the Electric Club of Philadelphia. 
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LAMPS — the opening wedge 


yx electrical retailer realizes that people 

come into his store for lamps more often 
than for any other item. And just to make 
sure he doesn’t forget it— we advertise the 
fact extensively in these magazines: 












Hold-Heet’ Has bn! 
Read This Starting Annoucement 


Tt easiest opening wedge you can use is 
lamps. And if you sell lamps of such rec- 
ognized quality as Edison Mazpa Lamps, 
you will establish a friendly contact that will 
smooth the way for larger sales, on other 
things, too. 
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MAN 
several 
and specialty stores in the 
Kansas City territory will suddenly 
find himself gazing intently at a 


hundred hardware 


compact radio stock in one of the 
showcases, surmounted by a Gershon 
“Silent Salesman.” It be on 
the way in or going out after mak- 


may 


ing a purchase, but the result is the 
same—his eye is caught and held by 
this “store within a store.” 


The chances are he will make an- 


other purchase before leaving. 
Whether he does or not, as he con- 
tinues down the street he will en- 


counter another store with a Gershon 
window trim and a stock to back it 
up. Should he become sufficiently 
interested in this radio chain to fol- 
low the trail to the end, he would 
attractive new build- 


wind up at an 


entering any one of 


Selling Radio by Eye Instead of by Ear 


Gershon “Silent Salesman” Operates in Small Space 


ing at 1818 Walnut street, Kansas 
City, Mo. 

Here he would not only find a 
the which 
curiosity, would 


display 
aroused but 
meet face to face the originator and 
Joseph Ger- 


duplicate of 
his 





promoter of the ide: 
shon. Personality plus is the best 
description for this young man who 
has built up a solid business and won 
wide respect. The “plus” 
of a uncanny ability to remove the 
uncertainties from the sale of radio 
and assure a benefit to all concerned 
Reviewing his 


consists 


in the transaction. 
plan and the results brings out an 


interesting story. of intensive mer- 


chandising. 
The Gershon plan was launched 
three years ago. Like many big 


All Gershon 
had at that time was a small window 


things, it started small. 








display stock of electrical suppli: 


and a good slogan: “The Hous 
That Helps The Dealer Sell.” Hi 
faith was pinned to the tremendou,- 
purchasing power of customers enter 
ing to buy hardware, but who reall, 
needed el€ctrical devices. 

The plan today is the same exce)! 
for improvements in the display and 
choice of material. It 
placing a condensed stock with th: 
hardware or other dealer wishing to 


consists 0! 


sell supplies or radio, but who lack, 
the technical knowledge to sell it 
Having decided on tli 
fastest sellers and how to attract tl: 


properly. 


shoppers, the next step was to mak: 
the display efficient as to space, eas: 
of handling and listing of prices and 
descriptions. It was foreseen that no 
matter how attractive the display 


any confusion or errors on the par! 












LAMP WE HAVE iT” 
TRON LEC TRICA 











Dealers’ Show Case With Six Foot Radio and 
Electrical Display Stock 





Gershon “Silent Salesman’’ With Complete 
Long Distance Set and Price List 





ae 
ee if 


’ Lo fens 
ASK FOR FREE COPY OF STRRDARCDOK PS 
“IF IT 1S RADIO WE HAVE [T* 


of Parts 





Gershon Radio Material Tray for Show Case 


or Window 
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“THE- AIR IS 


ADIO has taken its place with th 
the telegraph as a medium 
But more than that, radio has becc 






FULL OF THINGS 


J of light, eager to reach the ears of all who would 
nich and poor, youth and age 
ent is practical ly free to all wh 







YOU 


for radio ente 
provide them m- sho 


radio receiving set, or 
you 






SHOULDN'T MISS” 


the standard parts from which 
n assemble one, if you prefer. But set or parts 
e good—made by some manufacturer of repute 


















press and the motion picture, one 
factors in moulding public opini 
There are millions of radio rece: 
—from the simple crystal 
receivers. The farmer 
same concerts; learn at the same foun 





of knowledge. 
For radio 1s an educator as well as an entertainer. It 
1s a religious force as well as a sporting editor. It thrills 
with the eloquence of an internationally-known orator 
It throbs with the emotion of some message of distress 


take it. 

That the infinite benefits of radio may be enjoyed by 
your family as well as yourself, a loud speaker should 
be provided. Then you may entertain with the pro 
gram that most appeals. Your guests may dance to 
the music of some famous orchestra or may sit in rapt 
enjoyment of some classical aria sung by a favorite 
prima donna. The air is your theatre, your college, 
your newspaper, your library. You may hear as long 


with recerving sets which reach into the airand = wh xduct 1s known as 7 





better the 
set, the better your reception of the many things in the 
air you shouldn't muss. 

a 
The battery 1s the vital part of any recerving set 
Eveready Batteries—especially made for radio—serve 
better, last longer and give better results. 


NATIONAL CARBON abe ceo Inc 
I 


Radio 1s unselfish. It flashes through the air with the —_small. 





and as often as you wish, at a cost that is surprisingly 
Your principal expense is the purchase of a 











—One of a series of Eveready Radio Battery advertise- 
ments now appearing in leading national publications 


We are Telling the Eveready Story to All America! 


27,388,499 people each month buy and read 
the publications in which Eveready Radio 
Batteries are advertised. Each copy of these 
magazines and newspapers is read by at least 
two persons besides the buyer, making an 
audience of over 85,000,000 who see these 
advertisements at least once a month, millions 
of them once a week. 


Present or future radio owners everywhere 
see our Eveready messages throughout 1924, 
in magazines, radio and farm publications and 
newspapers. The tremendous power of this 
publicity is bound to create new retail battery 
buyers and multiply Eveready sales. Cash 


in on this tremendous campaign—sell Eveready 


Radio Batteries. 


NATIONAL CARBON COMPANY, Inc. 


Headquarters for Radio Battery Information 
San Francisco 


New York 


Factory and O: 





EVEREADY 


Radio Batteries 


-they last longer 


Ask your jobber 


poe oo National Carbon Co., Limited 


Toronto, Ontario 


















TO JOBBERS 
AND 
JOBBERSY’ 
SALESMEN 
Practically every 
radio dealer in 
America sees an 
advertisement 
like this from one 
to eleven tines 

a month. 
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New Radio Products, Illustrated 








A number of changes have been 
announced by the Wilson Utensil 
Co., 815 East Fifth street, Dayton, 
Ohio, on its “Moon” radio loud 
speaker. It is now being made in 
a single and a double-receiver type 
with a durable black finish. 








The “All-American” power am- 
plifier recently developed by the 
Rauland Mfg. Co., 200 North Jef- 
ferson street, Chicago, utilizes two 
tubes which are practically placed 
in parallel because their grid ter- 
minals are connected to the opposite 
ends of the secondary winding of 
the input transformer. The input 
transformer has a primary wind- 
ing; the special feature is the two 
secondary windings, each having a 
common terminal, which connects 
with the negative filament through 
the “C” or biasing battery. The 
other ends of this double second- 
ary winding as used in the “All- 
American” input transformer are 
the grid terminals. The advan- 
tage of the double secondary wind- 
ing is that the impedance of both 
will be exactly the same. 





The Holtzer-Cabot Electric Co., 
6161 South State street, Chicago, has 
added to its line two new products. 
The cut at the left is a loud speaker 
attachment for phonographs. It in- 
corporates the Holtzer-Cabot “Audio 
Filter” eliminating practically all 
that side noise which makes the or- 
dinary loud speaker unsatisfactory. 
Connected to any good _ two-stage 
amplifier (one stage is often satis- 
factory on nearby stations) it gives 
plenty of volume, a fullness and nat- 
uralness of tone that must be heard 
to be appreciated. It is finished in 
black and nickel; is small and com- 
pact; takes up no more room than 
the regular phonograph reproducer, 
and is easily attached or detached 





without tools. 


For many years the Holtzer-Cabot 
Company has successfully designed 
head phones for use by aviators, deep 
sea divers, radio telegraphy, etc. The 
shells are of drawn aluminum. The 
spools are wound with enamel wire, 
thus insuring the maximum number 
of turns for a given space. The 
cores are carefully ground to ob- 
tain the proper air gap, and held 
in permanent adjustment. This ad- 
justment is unaffected by any at- 
mospheric changes. The core heads 
are slotted to eliminate eddy cur- 
rents. ‘The ear pieces fit the ear 
comfortably and shut out external 
noises. The head) set may easily 
be adjusted and when once in posi- 
tion the adjustment is firmly retain- 
ed. The standard radio receiver 
cord is used. It consists of copper 
tinsel conductors with a double braid 
over each, thoroughly re-enforced to 
take care of wear and tear. 








vernier 
or parts. 


The “Automatic” 
method of amplifier 
without additional 
The contact is stationary. 





resistance wire is wound is a small spiral. 
This spiral rests in a groove around the 
outer edge of a disc and revolves past the 
stationary contact. The Carter “Auto- 
matic” control rheostat jis made to use 
with all tubes, it is made in three re- 
sistances, 6, 20 and 80 ohms, and is being 
offered by the Carter Radio Co., 1852 Re- 
public building, Chicago. 








The Sterling “Right Resistance” pocket 
voltmeter is specially designed for the 
measurement of “B” battery voltage. It 
may be used on either the dry cell or the 
storage type of battery. The resistance of 
this meter, about 800 ohms, is such that 
indicates the ability of a battery to de- 
liver and sustain its voltage. It is known 
as No. 34C, and is being placed on the 
market by the Sterling Mfg. Co., 2831 Pros- 
pect avenue, Cleveland, Ohio. 
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Now is the Time to Plan for 
Volume in June, July and— 


—all through the summer months. 


It is not a minute too soon for you to get together 


with us and anticipate our spring production and your summer selling. The Coto factory 
today is working at top speed to meet the nation wide popularity of the Coto line 


of dependable radio apparatus. 


BUT we can accept and promise delivery on consider- 


able orders for May and June delivery. Salesmen who hope to keep right on selling 
will do well to advise their house buyers that— 


Coto Compact Radio Parts Will Sell Like Hot Cakes 
For the Building of Portable, Summertime Sets 





3 








Individuality of Design adds to Coto Selling Strength 


1. Coto Compact Moulded 
Variometer has established its 
marked efficiency in standard 
circuits throughout the fall 
and winter months. Range, 
200 to 600 meters. Pigtail-con- 
nections to rotor. 


Tise Ge... Se 


2. Coto Compact Moulded 
Variocoupler is a companion 
piece of the variometer. For 
use with primary condenser 
in standard circuits. The 
small size of these two essen- 
tial radio parts appeals to 
builders of portable sets. 

TO TO rin innccecrctcecescinc $5.50 






12 2eg 


Special Audio Frequency 
Transformer 


Turn ratio is 3 to 1. Ideal for 
reflex circuits and remark- 
ably efficient in all stages of 
audio amplification. Jobbers 
order in thousand lots. 


Type 4500... 








Salesmen Need Waste no 
time Arguing about the Coto 
Line 

The Coto GUARANTEE is absolute for 
the very reason that it is so seldom re- 
sorted to. Every piece of Coto Radio 
Apparatus is Laboratory Tested and 
carefully packed to avoid shipping in- 
juries. So salesmen seldom waste time 


on Coto adjustments. They SELL. 








Jobbers, 


Dealers; Write for Prices and Discounts. 


= cOTO-COIL CO., 


Manufacturer’s Agents 


87 Willard Ave., 


Providence, R. I. 


BRANCH OFFICES: 

Los Angeles, 329 Union League Bldg. 
Minneapolis, Geo. F. Darling, 705 Plymouth Bldg. 
Atlanta, C. P. Atkinson, Atlanta Trust Co. Bldg. 

CANADIAN DISTRIBUTORS: 
Perkins Electric Co., Ltd., Montreal, Toronto, Winnipeg 


and 


3. Coto Compact Variable Air 
Condenser, with Vernier, is 
already recognized as one of 
the two or three leaders for 
radio efficiency. Its silver 
plated finish and moderate 
price makes it a great seller 


Type 3505, .0005 Mfd........$5.00 
Type 3510, .001 Mfd $6.00 


4. Coto Compact Audio Fre- 
quency Transformer is of ap- 
proved shell type; turn ratio, 
5 to 1, and second to none in 
refinement of amplification. 


Type 4000 : $5.00 





Tapped Radio Frequency 


Transformer 


Covers the whole broadcast- 
ing range. Just turn the 
switch. For the most dis- 
criminating radio experi- 
menters. Type 5000A $7.50 





ST Te i ik 
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It’s easy to close the sale 
whencustomers already 
regard the product as 


a leader in its field. 










~ Jhe Magnavox Combination Set has no real competition 
—results given by this apparatus are so satisfactory that 
dealers readily build up business in very profitable volume. 
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Magnavox Electro-Dynamic 
Reproducer R3 . . $35.00 
The most efficient radio repro- 
ducer for storage battery sets. 





Magnavox Semi-Dynamic 

Reproducer M1 . . $35.00 

Designed for dry battery receiv- 
ing sets. 





Magnavox Audio-Frequency 
Power Amplifier Al $27.50 
(Also made in two and three 
stages). To replace ordinary 
audio-frequency amplification. 


As illustrated, Magnavox Combination Set Al-R 
consists of Magnavox electro-dynamic Repro- 
ducer combined with a one-stage Magnavox 
audio-frequency Power Amplifier in one hand- 
some and efficient unit: $59.00. Also made with 
two-stage Power Amplifier (A2-R) to sell at $85.00. 


Five-watt transmitting tubes or any type of 
amplifying tube may be successfully used, thus 
covering the widest possible range of operating 
conditions from the smallest house to the con- 
cert hall. 


These instruments are enclosed in a special 
metal case which provides a shield against out- 
side magnetic forces. The case itself is finished 
in a beautiful crystallized 
enamel to match the 
standard Magnavox acous- 
tic finish horn. 


1bOxX 


Of extreme interest to | 
the customer is the special 
modulating device which |j 
controls volume—aunique (|& 
Magnavox feature. | 








[SS wa nby 


The other Magnavox (==. Ba 
§ many events enjoyed FF 


products here shown have Jf} frindaguaceounes 
each a large field of useful- 9 | S=== 
ness—Magnavox is the only 
complete line of Radio 
Reproducing Equipment. 





se 
CF 
c “Sor every 
receiving sct 
here isa / 


MAGNAVOX 


The unusual sales coop- | 
eration extended Dealers cere 
enables salesmen to de-  S===anesmemeanet 
velop Magnavox business ves f4ye sing message Ee 
in ever increasing volume. 











magazines with a combined 
circulation of over 7,000,000. 


THE MAGNAVOX COMPANY, OAKLAND, CALIFORNIA 
New York Office: 370 Seventh Avenue 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg 
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$5.00 


Patent Applied For. 

“Honeycomb Tuners” will soon mark the 
difference between the old style short wave 
variocoupler-variometer receiving set and 
the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner” it is simply 
necessary to “plug in” larger coils. 
Furthermore, “Honeycombs” have always 
found much favor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
tivity, greater range, no dead end loss, 
and ease of operation are some of their 
outstanding qualifications. 

The WIRELESS ELECTRIC Inside 
Mounting makes it possible to use 
“‘Honeycombs” to the greatest advantage. 
Mounting the coils inside the panel elimi- 
nates body effect without the necessity of 
shielding, besides adding considerably to 
the convenience and appearance of the set. 
A vernier adjustment is obtained by the 
slow moving cam, allowing positive and 
The bearings are made 
adjustable so that any desired tension on 
the dial may be obtained. A_ standard, 
three-inch, dial may be used. 


effective operation. 


The type 2A mounting may be used as 
a single circuit tuner with “‘tickler’” while 
the 3A provides a separate inductively 
coupled primary coil making what is 
commonly called a three circuit tuner. 

These mountings are especially well 


adapted for use in new circuits such as 
Flewelling, Super Regenerative, Neutrodyne, 
and others. 


Sold through Jobbers Only 
Send for Circulars 


Wireless Electric Co. 


Pittsburgh, Pa. 


204 Stanwix St. 








Patent Applied For. 




















of the clerks would spell failure. 
First in the Gershon Radio Deal 
comes the window trim. On each side 
are cards with prices and _ illustra- 
tions. In the center is a map, sur- 
mounted by a sign which reads: 
“RADIO SUPPLIES—If It Is 
Radio—We Have It.” Another 
invites the fan to: ‘Come In and Get 
Our Sheet of Hook-Ups 
Free.” The material in the window 
may be varied. Sometimes the material 


-ard 


Special 


tray shown in the illustration is placed 
in the window. 

With the window display bringing 
in prospects from the street for the 
hook-up chart, the regular three-foot 
showcase stock does the work inside 
the store, also attracting those who 
come in to buy a pound of nails or a 
On top of the 
showease is the famous “Silent Sales- 


This 


knife or a hammer. 


man” also illustrated herewith. 


Gershon Radio Squad—Cars Equipped With Receiving Sets 


bears an actual long-distance hook-up 
of standard parts. On the side wings 
are listed prices on all the items in 
the set. The offer of free hook-up 
charts is repeated on this displ:y 
board. 

Next is the material tray, which 
as illustrated, is very compact and is 
usually placed on the middle shelf o! 
Heavier and bulkier 
In the bot 
tom of the case is placed a complete 
long-distance regenerative set. All o! 
the display cards, the “Silent Sales 
man,” in fact, all except the goods zre 
furnished free to the dealer with only 
one condition attached—he must dis 


the showcase. 
items are placed below. 


play them prominently. He also r 
ceives the Gershon catalog containing 
all information necessary to the suc 
cessful operation of the plan. 

The main advantages are that th: 
entire stock is displayed in only thre 

















Here is something to gladden the hearts of both the radio fans and the devotees 


of the drama (the silent kind). 


Fair Virginia Valli, star of the Universal-Jewel 


motion picture “A Lady of Quality,” registering keen enjoyment as she listens to 
the music in the air, a Betts loud speaker is sending forth the strains of a distant 
orchestra while a Betts receiving set and folding loop are other members of the 


“cast.” 
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No. 104—U. V. 199 Socket 





V. T. Octagon Base Socket 
o. 102 





Regular V. T. Socket 


No. 100—With Laminated 
Springs. 

No. 101—Less 
Springs. 


Laminated 


No. 200—2 In. 
No. 201—3 In. 
No. 202—4 In. 























Start the new year right. 


Make promises to your dealers 
on service, quality and price 


that you can keep. 


Hoosick Radio Parts are qual- 
ity goods that sell at a popular 
price. We can give you the 
best of delivery service on the 
parts illustrated and other 
items we manufacture. Try 


us—make us prove it. 


_ PARTS 




















Hoosick Falls Radio Parts Mfg. Co., Inc. 
HOOSICK FALLS, N. Y. 


Edward J. Beckley Carl A. Stone Company 


315 Foxcroft Bidg. 
Tribune ‘Bidg.. San Francisco, Calif. 
154 Nassau St, 538 San Fernando Bidg., 
New York City Los Angeles, Calif. 
1116 Minor Ave. 
Seattle, Wash. 


Russell Electric Sales Co., 
512 Congress Bidg., 
Detroit, Mich, 


Walter |. Ferguson & Co. 
{4th & Walnut St., 


Charles Goldfus Company, 
Northwestern Bldg. 
Minneapolis, Minn. 

Stackhouse & Allen Co. 

559-61 W. Monree St., 


Kansas City, Mo. Chicago, Il. 
Scott Bros., Ltd., Wood & Lane Co. 

332 St. Catherines St., West, 915 Olive St., 

Montreal, Que., Canada St. Louis, Mo. 























No. 154 Binding Posts (Plain Top—No. 153) 





Hoosick Radio Parts 





Composition Dial 
No. 203—2 In. 
No. 204—2% In. 
No. 205—3 In. 





No. 152—Insulator 
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Announcing— 
A New Radio 


Frequency Transformer 


—in a combination unit, consisting of 
transformer, tube socket and rheostat. 


Especially designed for use in tuned 
radio frequency circuits—the most prac- 
tical method of amplifying high (radio) 
frequency impulses. 


The trend towards radio frequency am- 
plification is to be expected. Its advan- 
tages are many—long distance reception; 
the excellent results obtained with indoor 
aerials, and an entire absence of interfer- 
ence with neighboring receivers. 


When incorporated in a tuned radio fre- 
quency circuit, this transformer amplifies 
efficiently at all wave lengths employed 
in present-day broadcasting. 


All Eisemann units are matched one to 
the other, not only in their electrical co- 
relation but also in appearance, and, when 
assembled, present a harmonious whole. 


Complete instructions for wiring are 
given, and the individual not deeply 
versed in Radio can build a receiver with 
assurance of results. 

















EISEMANN MAGNETO CORPORATION 
WILLIAM N. SHAW, President 
45 Thirty-Third Street 


Brooklyn, N. Y. 
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Bob Lewis of the Sibley-Pitman Electric 
Corp., New York City, has the right idea. 
He uses his Jopper’s SAtesMAN to help sell 
the dealer—in this case emphasizing a 
point on lamp sales. 


























feet of space, all prices are readily 
available and the whole arrangement 
such as to create attention, interest, 
desire and action on the spot. Before 
this was perfected, many problems 
had to be worked out. Success was 
attained because Mr. Gershon and his 
aids considered everything from the 
standpoint of the ultimate consumer, 
then proceeded to make the sales 
operation absolutely easy and error- 
proof for the dealer and his people. 








Max McGraw, president of the McGraw 
Co., Sioux City, Ia., and T. Davis, general 
sales manager of the Simplex Wire & 
Cable Co., Boston, holding their own at 
their duck camp on the Missouri River. 
Mr. McGraw stated that eight ducks were 
shot in an hour. Mr. Davis added that in 
Boston it would be eight days for one 
duck. Maybe he meant the judge’s sen- 
tence. 
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Joseph A. Schimmel, 
Samuel Polin, general manager of the 
Royal Electrical Supply Co., Philadelphia. 
This company moved to new quarters at 
145 North Fourth street, last spring. Al- 
though they have only been in business 
two years, they have been successful, and 
in the past year have more than doubled 
their sales. 





The men of the “Radio Squad” | 


shown in the photo travel in Ford 
cars, all radio equipped. A sign on 
the door of each advertises this fact. 
These men all operate on the same 
basis, are thoroughly sold on their 
house and the deal they are putting 
over and co-operate in every way 
possible. : 

To further the idea of helping his 
dealers, Mr. Gershon has installed a 
cozy display room in his office. This 
is furnished like the living room of a 
home, contains lighting fixtures, 
radio sets and electrical appliances 
and is exclusively for the use of 
dealers and their customers. 











A nice location, a nice business and 
very nice people, all belonging to the 
Rogers Electric Co., Toronto, Ontario. 
We are sorry Mr. Rogers, senior, was 
‘way when this was snapped. Left to 
right: E. R. Elliott; F. C. Cummings; 
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president, and | 


| 


Miss D. M. Shingler; George W. Smith; | 


Mrs. C. C. Cumming; Weldon G. Rogers, 
ind J. Heber Rogers, sales manager. 














CASH IN NOW 

































The Kellogg variometer or variocoupler can also be used 
as a split-variometer, an equipment necessary in many popular 
circuits published today. 


Kellogg variometers and variocouplers will increase your 
radio sales. Their quality and reliability more than satisfy the 
user, increasing your good will. 


A few of the many advantages: 


Heavy Bakelite shells of rich brown color. Windings 6f 
correct gauge wire and properly proportioned for best recep- 
tion. Large bearings assure smooth operation and long life. 
No sliding contacts; rotor connections made with special flex- 
ible wires, through hollow shaft to binding posts on stator shell. 


The stops are a part of the stator and rotor and are positive. 
Bakelite especially treated to prevent distributed capacity. Ar- 
ranged for either panel or base mounting. 


The variometer or variocoupler is responsible for the 
strength of the signals received. Therefore, the size, shape, 
gauge of wire and number of turns in the Kellogg variometers 
and variocouplers are the result of exhaustive tests for equip- 
ment that will give the best radio reception. 


Therefore, it is to your advantage to sell a product that 
you know will give better reception, resulting in a satisfied 
customer and increased profit. 


The Kellogg Line will put you right. 


USE—Is The Test 








KELLOGG SWITCHBOARD & SUPPLY COMPANY 


1066 West Adams Street 
CHICAGO, ILLINOIS 
ATLANTA COLUMBUS 


SAN FRANCISCO 


KANSAS CITY 
PORTLAND 


An Added Advantage 
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A 


Loud Speaker 


WORTHY OF 
ITS NAME | 





MO) ASK US ABOUT IT 


We want to hear from jobbers who believe in giving their 
customers quick “turnover” merchandise, the {best 
obtainable—at prices consistent with quality. 


WRITE US 
The Holtzer-Cabot Electric Co. 
Boston 19, Mass. 6161-65 S. State St. Chicago, 











Orders Are Pouring | In! 


Write Us At Once 


For Particulars Regarding 


The Wonderfully Popular 






























The f SUPER SENSITIVE 
RADIO RECEIVER 


The Perfected 
One-Tube Reflex 


This improved One-Tube Receiver, using 
the UV201-A Tube, OPERATED BY DRY 
CELLS, is meeting a widespread demand. 


Local Reception Through 
Loud Speaker Guaranteed 


Brings in local concerts clearly through 


loud speaker, also many distant stations List Price of $54 


with sufficient volume for loud speaker 
ln Instrument .. 


COAST TO COAST RANGE PRACTICALLY ASSURED 


in winter when set is properly installed. One thousand mile reception with head-set 
consistently obtained in summer. We build an amplifier which can be added to the 
Etherphone, insuring loud speaker reception of 800 miles —this we guarantee. Write 
at once. Prepare for big, added profits. 


RADIO APPARATUS CO. _ DetRort, MicH: 






























Radio 


To sum up, the entire Gershon 
plan is profitable to all concerned. 
It is a definite tie-up between the 
house and the dealer, who has the 
name “Gershon” ever before his eyes. 
His profits are good, turnover is ex- 
ceptional, and re-ordering is easy. 
The unqualified success of the plan is 








| the result of utilizing the power of 


suggestion and the large number of 
prospects who have to pass the dis- 
play. 

* * % 


Sales Letters on Crutches 


“Stereotyped” is a much abused 
word, but no other will describe the 
old-time business letter. Saturated 
with artificial dignity and wrapped 
in the cold gray fog of superfluous 
verbiage, it went out into the cruel 
world staggering under a fearful 
handicap, in keeping with the stilted, 
judicial tone of the times. 


Business in the good old days 
moved to the tune of the stately 
minuet, today it keeps time to a 
rollicking march. Away back when 
“honored sir’ and “respectfully beg 
to remain” were part of every written 
communication, only privileged jesters 
such as Elbert Hubbard and Mark 
Twain wrote “snappy” letters. At 
present, on the other hand, the only 
time the old style crops out is in an 
invitation to a Forty-niner celebra- 
tion. 

The watchword of modern direct- 
mail writers is “punch,” and rightly 
so, but, sad to say, their. volunteer 
assistants have various erroneous ideas 
as to the ingredients of this same 
punch. There are those who love to 








Taken at the Auer Light Co., Mon- 
treal, Quebec. Beaucoup Francais La! 
all fine fellows too. They are increasing 
the Auer Co.’s business and doing a 
clean job. Left to right: J. H. Perrault, 
president; L. St. Amant, store manager; 
J. E. Cote; J. E. Pare, and J. Beaudin, 
all salesmen. 
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Guaranteed Transformers 


Stay Sold 


LOW LOSS STEEL 










AYER WINDING 


L 
NO SHORT CIRCUITED TURNS 











If you have a grouch on take another 
look at this picture. The smiles are con- 
tagious. Can you imagine the little lady 
being stern? But she is. Yep, Miss M. E. 
Stern. On the left is Ervin Wenger, coun- 
terman, and on the right R. J. Alley, sales- 


man. All are of the Wholesale Electric = 





GAP 
Co., of San Francisco. Their motto must Soldered aanee 
be “Keep Smiling.” More power to them. = Connections TION 





=r 


CONVENIENT HEAVY LEADS 
MOUNTING HOLES 


UNBREAKABLE FEET 





speak of their product as a “red-eyed 
old wampus-cat,” but neglect to say 
what it will stand in the way of over- a . . 
“7 See u There are just three things that the man you sell them to wants to be 
icad. The chances are the customer assured on— 


doesn’t care if the device is a ““pigeon- aoe, 
Efficiency 


Value of Manufacturer’s Guarantee 
Appearance and Price 


toed riot,’ he wants to know how 
much juice it burns. 

he best sales letter writers are Sell your trade General Radio, Type 231, Amplifying Transformers— 
men who have studied their work they score 100% on all three points. — 
from the standpoint of the customer. 
Their punch lies in the fact that they 
write very much as they would talk. 


. . 
For Efficiency, Check These: 
but a man must be more careful as Core—of low loss steel and shell type construction with suitable air gap. This combina 
. tion keeps the losses at a minimum, eliminates howling and avoids distortion. 
to what he writes than as to what he a 
av : ; . 2 Coil—layer wound and tested—not only for open circuits, but for a single short circuited 
sa > > talk av > : : ; : : : 
YS. A slip In S¢ lling talk m ty be turn—thus ensuring the maximum of amplification 
corrected in subsequent conversation, ' hind} 
, ‘ , , Mounting—terminal leads are heavy and securely soldered to convenient binding posts. 
but a tactless line in a letter will send Readily accessible brackets make mounting on panel or table easy. 


it to the wastebasket without a second The Manufacturer’s Guarantee to replace any General Radio Instrument or Part that is 
found, or which becomes defective, is backed by a concern which has specialized in the 
development and manufacture of special radio and laboratory instruments since 1915. The 
> : , a _ vs position of the General Radio Co., in its field, is evidenced by the fact that it was the first 
I robably the gre atest fault with | to supply commercially low loss condensers and closed core audio frequency transformers. 


chance, 


‘ 2c . YC y sc $¢ P . a " aioe i ai e ° . 
les letters today 1S too many The finish and appearance of General Radio Type 231 Amplifying Transformers is in every 


i cooks.” This is emphasized in the | way worthy of their quality and of the reputation of the firm that makes them. 

i 

I \ ‘ ° , * . a P ’ ° - . ° 
lbecember ‘Mail-bagq,” which says Price complete, mounted, $5.00. Send for Educational Folder F, describ- 
many direct-mail men are operating at ing these transformers. 


\0 per cent efficiency because they 
must submit their letters to the mercy E E L O CO 
of the man higher up aid his assist- | G N RA RADI e 
ints. Here enter the different ideas 


on punch, The result is when the Massachusetts Avenue and Windsor Street 
writer dresses his brain-child to suit CAMBRIDGE MASSACHUSETTS 


the censors, it listens like several 


Manufacturers of Electrical and Radio Laboratory Apparatus 
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Sell your dealer customers 
Holtzer-Cabot head phones 
and rest assured that you are 
giving them the best. 











If your house is one of the 
few not handling H-C Radio 
Products we would like to 
tell your sales manager about 
the wonderful sales oppor- 


tunity we offer. 









































The Supersensitive f . _We wanted to show the readers of 

No. 2 Universal Holtzer-Cabot Radio THE Jopper’s SALESMAN how the new 

TI alit = rng _ sa id Products Sell Themselves. manager of the Seattle branch of the 
. Oy | Moslandl ‘List, "$6.00 a Pacific States Electric Co. looks. So here 


. he is—A. Lutz—formerly manager of the 
The Holtzer-Cabot Electric Co. mci Calif., branch. 

(Business established in 1875) 

6161-65 South State St., Chicago Boston, 19, Mass. strangers on one telephone line. What 


the prospects think of it is reflected in 
“WML ddddddddddddsddda the returns. 


It is of course logical that the ex 


Get More Volume BROCK W AY ecutive should pass on anything re- 


flecting on the policy of the firm, but 
with this only a man qualified by actual ex- 

e V ARIABLE perience should attempt to dictate just 

lhow the message should be worded. 

fat Grid Leak CONDENSER People like letters written to them 


as folks by folks. Unless a man is 

















qualified in this respect he should not 
be hired. Once he is he should be 
told what to do and allowed to do it 
in his own way. 

* * * 


The First Radio Wedding 


The radio industry is now sufh 


Sold by 
leading dealers 
and jobbers 


- . ‘ 
ACH radio tube requires a definite ciently far along to have a “who was 
value of grid leak resistance for best 


cqunsion, ‘Tha Realindadicdiedin a:anen first class,” In this case—As to the 


from % to 10 megohme with smooth, noise- first radio wedding—to Pittsburgh 
less control. You are not getting the most and its Electric League belong, the 
volume from your radio set unless your grid These special features of the honor. C. B. Hills, of the Double 











leak is precisely correct. Install the Bradley- : . : : 
leak for maximum volume. wets vi bey ign its increasing | (day-Hill Electric Co., states that the 
Sold by leading dealers and jobbers Easier to adjust than a vernier, first wedding of this kind was staged 
ALLEN-BRADLEY CO., Milwaukee, Wis. low R. F. losses, occupies no space by the Pittsburgh League during its 
Manufacturers of the Universal Bradleystat behind the panel and is attractive Electrical Exposition November 4 to 
in appearance. : es, se 
We have a special jobber’s prop- 11, 1922. It was thought up and 
1b} osition which will interest you. We worked out by Messrs. McQuiston and 
would “e: to submit it for your Rosenbaum of the Westinghouse Elec 
~ . : = a roval. e 7 
THE PERFECT GRID LEAK BROCKWAY LABORATORIES CO. tric & Mfg. Co. and associates of the 
One of a series of newspaper advertisements ap- Toledo Ohio exposition publicity committee, work- 
pearing regularly in a _ nation-wide Bradleyleak E . 
advortising campaign to help you sell more Brad- ing with the radio committee, of whic!) 





leyleaks. 


Tell your dealers about it. Mr. Hill was the chairman. 
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Answers to Everyday 


Questions 


By E. F. POTTER 


Mgr. Radio Dept., Kellogg Switchboard & 
Supply Co. 





What Is Neutrodyne? 

This word is a coined one and means 
neutralized power. In its application 
to radio, this can be interpreted as a 
circuit of Prof. L. A. Hazeltine which 
provides a method of limiting or pre- 
venting undesirable power oscillations 
in a radio frequency type of circuit. 


Is the Neutrodyne Set a radio 


frequency set? 


Yes, 


it is—as generally applied. 


What is neutroformer ? 


The “neutroformer” is a_ special | 


radio frequency transformer used in 


the neutrodyne circuit. 


What is the “‘neutrodon?”’ 


A variable condenser of extremely 


low 
varies 


What parts differing from the 
regularly used parts are required in | 


capacity. 


Its 
from one to 10 microfarads. 


the “‘neutrodyne” circuits? 


Only the two mentioned above. 


What parts constitute a five-tube 


neutrodyne? 


mo et SD 


w 


VT Sockets 

3-to-1 Transformers 

Variable Condensers 
Rheostats, 6 Ohms 

Binding Posts 

Jacks 

Tubular Condenser .006 mf. 
Tubular Condenser .00025 mf. 
Set Hardware for Assembly 
Single Mounting for Tubular 
Condenser 

Double Mounting for Tubular 
Condenser 

Neutroformers. 





| 


value generally | 


| 


} 


| 
| 
| 
| 
| 





A Quality Loud- 
speaker Which 
Fits the Average Purse 


. Quickly 
Lists Attached 
at to any 
$ 1 022 Phonograph 
Small Clear 
Coneain Full Volume 





The Holtzer-Cabot Attachment 


A sales maker for jobbers salesmen. Your Dealers have 
dozens of calls for a really fine Loud Speaker Unit. A “'twist of 
the wrist’ attaches or detaches. Used with one or two stages 
of amplification. ‘Audio Filter’ cuts out all side noise. 

The Booklet we have for you means 
Money in your pocket—Send for it. 


The Holtzer-Cabot Electric Co. 


6161-65 So. State St. 
CHICAGO, ILL. 


BOSTON 19, MASS. 





































Small Size! 
Retails at 


New Hartman ; 
Variocoupler ie 


4.50 See °4.50 
SPIDER WEB Weert. ROTOR 
TUNING 


Check these 







Patented 


ASSURES FINER 


This small coupler saves panel space and still maintains maximum efficiency. 
points carefully: (1) Minimum coupling obtained thru Spider Web Rotor. (2) Pig Tail 
Contacts. (3) Green Silk Wire. (4) Bakelite Tube. (5) No Live Brackets. (6) Improved 
taps. (7) Dead Shaft with no capacity effect in tuning. (8) 180° dial adjustment without 
Rotor being submerged in stator field. 


SOLD ONLY THRU THE JOBBING TRADE. 


Write for proposition on this and other radio 
products. 


THE HARTMAN ELECTRICAL MFG. CO. 


32 EAST STH STREET 





MANSFIELD - - - - - . OHIO 
Variocoupler Hartman Loop 
Laboratory Model Stays Taut and True 
Price $6.50 Price $9.00 
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Only $7.00 List 


for this complete Electric Soldering 
Outfit 


There’s only one complete electric 
soldering outfit—the B-D_ illustrated 
above. This outfit contains: a real 
soldering iron, made of copper from 
accurate dies, with a heating element 
contained in a unit of one piece con- 
struction. Careful workmanship with 
the highest grade Nichrome wire in- 
sures long life. The iron is complete 
with cord and plug. It comes in an 
attractive box with Allen soldering 
paste and solder—all ready to use. 


Write today for special quantity prices 
and discounts. 


BLEADON-DUN CO. 


213 So. Peoria St. CHICAGO, ILL 


















The Guaranteed A step for- | 
Safety “B” } ward in 
Battery. df Radio. 







“Progressive” 


CONNECTING bee 
THE A FILAMENT : 
ACROSS A PROGRESSIVE B BATTERY 


This B battery fulfills every promise made by 
other batteries and in addition is better de- 
signed, super-active, noiseless and has a longer 
life. 

It makes Radio safe and less 
the amateur because its design 
connecting of a radio tube across the 
without endangering the filaments. 
This connection either purposely or accident- 
ally made will not burn out the radio tube, 
and will permit it to work perfectly after the 
wrong connection has been corrected. 
This guaranteed safety feature is 
with the Progressive Safety “B” Battery. It 
is making it one of the foremost sellers in the 
“B” Battery field. 

JOBBERS! Get behind this real battery, or- 
der a stock for your dealers. Every Progres- 
sive dealer has the interests of his customers 
at heart. Have your salesman explain the 
safety feature. It will keep moving from your 
stock. Our shelf guarantee is the most liberal 
and our discounts will interest you. 


Progressive Specialty Co. 


315 Sycamere St. Cincinnati, Ohio 
Cleveland Chicago 





expensive for 
permits the 
battery 








exclusive | 





Radio 


2 Neutrodons. 
1 Push Pull Battery Switch 
1 Tubular Grid Leak 


14 2-ft. Lengths Tinned Buss 
Wire. 

9 3-ft. Lengths Spaghetti Tubing 

1 Panel 


1 Panel Template for Drilling 
Panel 
1 Cabiriet. 
Is the neutrodyne set one that 
should be operated on a loop? 
This set can be operated on a loop, 
but best results can be obtained on 
an out-door antenna only. 
Can all tubes be used in this set? 


Yes—best results, however, are ob- 


tained with a C-300 detector and 
301-A for amplifiers and radio fre- 
quency. 


Is this circuit ready for use as 
soon as wiring is completed ? 

No—it requires adjustiing or ‘‘neu- 
tralizing” to the particular tubes you 
to before it 
properly. 

Can tubes be changed about or 
new tubes added without re-adjust- 
ing? 

No—a complete re-adjustment of 


are use, can function 


the set must be made for each change 
of tube. 




















The above pictures, snapped during the 
annual sales meeting of the Electric Ap- 
pliance Co., Chicago, suffered from poor 
light. In the circle is an intended char- 
acter study of W. W. Low, president, 
which turned out to be a silhouette. At 
the top is shown “Hagerman’s Beef 
Trust” (by special request). Left to 
right they are: Nelson J. Roth, C. H. 


Paul, J. J. Irvin and C. H. Hanson. 






















J 

Ws 
LIN B. Kennedy tested the Bradley: 

leak on his own set and says, “I have 

no hesitation in recommending it as one of 
the best grid leaks and should appeal very 
strongly to the man who builds his own 
set.” No better endorsement can be offered 
that the Bradleyleak is desirable for all tubes. 
Its noiseless, stepless range of % to 10 
megohms is remarkable. Try the Bradley- 
leak, tonight. 


Sold by leading dealers and jobbers 


ALLEN-BRADLEY CO., Milwaukee, Wis. 
Manufacturers of the Universal Bradleystat 








THE. PERFECT GRID 


LEAK 





One of a series of adverti ts ap- 
pearing regularly in @ nation-wide Bradleyleak 
advertising campaign to help you sell more Brad- 
leyleaks. 


Tell your dealers about it. 


























' Precision Variable 
Micro Air 
Condenser 








Reliable 
Neutralizing 
Condensers 
furnished in attrac- 


tive display contain- 
ers, 24 to a carton. 


nar 


THE RELIABLE PARTS MFG.CC 








These condensers at 75c¢ list unmounted and $1.00 
"list with base-mount are proving very popular 
everywhere. 


TWO FAST SELLERS 


Reliable condensers and Reliable Transformers are 
two products to which the manufacturer devoted 
specialized attention. Now, that these products 
have proved their worth, you can look for new 
‘Reliable’ products to ‘appear in 1924 which will 
prove a revelation in the radio field. 


Reliable Transformers 
for Audio and Radio 
Frequency 


These transform- 
ers sell at popu- 
lar prices and, 
because they give 
such satisfactory 
service, have 
popularized the 
store that sells 
them, 


2819 Prospect Av. 
CLEVELAND, O. 
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A Radio Statement to the Public 


The Meaning of Coordinated Scientific Research 


EEPING its pledge to the public, the Radio Corporation of America has 

concentrated its vast research and engineering forces upon the solution of 
certain fundamental problems facing the art—problems which have become more 
apparent as broadcasting stations and radio receivers multiply. 


The phenomenal expansion of the radio in- 
dustry, and the universal and ever-increasing 
appeal of radio, represent an outstanding de- 
velopment of the present century—for this 
industry has grown from infancy to maturity 
in a space of but two years. 


> ° e 


Briefly stated, there is today a necessity for 


—A radio receiver providing super-selectivity 
—the ability to select the station you want— 
whether or not local stations operate. A selectivity 
which goes to the theoretical limits of the science. 


—Super-sensitiveness — meaning volume from 
distant stations—along with selectivity. 


—Improved acoustics—more faithful reproduc- 
tion of broadcasted voice and music than has ever 
been possible before. 


—‘‘Non-radiating’’ receivers—a new develop- 
ment, a type of receiver which, no matter how 
handled, will not interfere with your neighbor’ s 


enjoyment. 


—More simplified operation—a super-receiver 
requiring no technical skill, thus making the 
greatest achievements of entertainment immed- 
iately available to all members of the family. 


—A receiver for the apartment house and pop- 
ulated districts, requiring neither aerial nor ground 
connection. 


—Another type of improved receiver for the 
suburban districts, equally capable to that above, 
for use where the erection of an aerial presents 


no problem. 
o ¢ @ 


Painstaking search in quest of these ideals has 
led to new discoveries, setting new standards 
of excellence and performance—discoveries, 


which have established : 


First—that improved acoustics are possible—a 
matter of scientific research and not of haphazard 
design—for truly melodious reception. 


Second—that dry battery operated sets can be so 
designed as to give both volume and distance. 


Third—that the regenerative receiver is suscepti- 
ble to marked improvement providing selectivity, 
sensitiveness and simplicity of operation hitherto 
deemed impossible of accomplishment. 


Fourth—that the Super-Heterodyne—the hitherto 
complicated device requiring engineering skil] to 
operate—could be vastly improved—improved in 
sensitiveness and selectivity—and simplified so 
that the very novice and the layman could enter 
new regions of entertainment and delight. 


Watch For Further Announcements 


Radio Corporation of America 
Sales Offices: 


233 Broadway, N. Y.C. 


10 So. LaSalle St., Chicago, Ill. 


Radiola 


REG. U.S. PAT. OFF. 


433 California St., San Francisco, Cal. 
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Branston Univernier Three-Coil 
Back-of-Panel Geared Mounting | 


| 





This is the latest Branston Honeycomb 
Coil Mounting (R-63). A complete unit. | 
Mounts rigidly on back of panel. Noth- | 
ing on front of panel but two large | 

Unit its 
Spur and bevel 


closely-graduated dials. has 
own terminal block. 
gears move coils accurately and give re- | 
markable selectivity. With dial gradu- | 
ations you can “log” stations with pre- 
Made genuine Jakelite | 
throughout. Strong and_ substantial. 
If your dealer has not yet secured his | 


cision. of 


supply, send check or money order for | 
as many as you need, @ $8.50 each, or 
order parcel post C. O. D. Mention your 
dealer’s name, please. 


Branston Honeycomb Coil Mountings are made 
in two and three coil types, both for front and 
back panel mounting, geared and plain. There 
is one to meet every requirement, Branston 
Honeycomb Coils are made in sixteen sizes. 
Use the two or three coil combinations that 
give you the wave lengths you desire. 





Super Heterodyne 


SPECIAL ANNOUNCEMENT | 


Write for complete information and prices on the follow- 
ing apparatus, which we have specially designed for 
Super Heterodyne circuits. 


No. R-90—Oscillator Coupler. Complete with mount- 
ing brackets, bank wound inductances and ad- 
justable coupling coil with locking device. 


Intermediate Radio Frequency Transformer. 
Very sharply tuned and shielded. 


No. R-91 


Special Transfer Coupler for Last Stage of 
Intermediate Frequency. 
Very sharply tuned and shielded. 


No. R-92 


Specially Designed Coupler. 
For using antenna. 


No. R-93 
Send 2c Stamp for New 
Honeycomb Coil Hookups 
Compiled by experts and includes five good Honeycomb 
Coil ‘‘Hookups’’ and complete catalog of famous Brans- 


ton Radio Apparatus. Write today. Give us name of 
your radio dealer. If he cannot supply you, write 


Chas. A. Branston, Inc. 


825 Main Street Buffalo, N. Y. 


Manufacturers of Branston Violet Ray High Frequency 


Generators. 
Sales Representatives: 
New York 
Herman A _ Smith 
1023 Knickerbocker Bldg. 
Chicago | 
I. M. Noble 


2300 S. Michigan Ave. 
Cleveland 
Radio Products Mfg. Co. 
6523 Euclid Ave. 

Kansas City and St. Louis 
Walter I. Ferguson Co. | 
New Orleans 
Electron Engineering Corp. | 
| 


Whitney Central Bldg. 
Detroit 

A. R. Wildauer 

516 Moffat Bldg. 

San Francisco, Los Angeles | 

and Seattle | 
The Carl A. Stone Co. 

In Canada—Chas. A. Brans- 
ton, Ltd., Toronto, Ont. 





Look for this trade-mark 
card in your dealer’s win- 
dow or salesroom, 


inne | 


| ing to climb the Family Tree. 


Fable of Tom 


and Jerry and the Fair 


Purina 


By W. H. WEBSTER 
With Apologies to Geogre Ade 


NCE upon a time, there lived a 
Nifty Little Gazello who was 


| generally considered by the Young 


Bucks of her town, to be the Very 
Swellest Thing in Blue Eyes that was 
ever hatched in the Metropolis of 


Purina Cuddle- 


Hummingbirdville. 


| dear, for that was none other than 


our Heroine’s Cognomen, was one of 
those Sweet Young Things that had 
a way of springing up over night, a- 
la-mushroom into a Lucious Peach. 
One day she believed in Santa Claus 
and that the Good Little Girls went 
to Heaven, and the next day was talk- 


| ing about the Soul-Complex and pay- 


ing lots of attention to her Figure. 
Before her doting Meal Tickets 
could realize that their Pride and Joy 
had become old enough to wear Ted- 
dies, half the Rural Spoon Hounds in 
the three adjoining Bailiwicks were 
swinging on her Front Gate and try- 
Even 
the so-called Safely Married Men 
were casting anxious glances in her 
direction and wishing they had waited 
a few years. The- Male Sex unani- 
mously admitted that Purina was all 
to the Razzle-Dazzle and the Centi- 
pede’s Golashes. Most of the women 
said she was a Fresh Young Hussy 
and the clothes she wore were a dis- 
grace to the Epworth League. 
Purina was far from being a Man- 


| Eater, but she knew her Laura Jean 


Libby and she wasn’t taking any 
chances with any of those Wolves in 
Society Brand Clothes. She let it be 
understood Far and Wide, that if she 
couldn’t be the Brigadier General, 
she wouldn’t Play. 

Thus matters stood, when one Rare 


| Day, two Bright Young Edisons rode 


into town and astonished the Natives 
by printing “The Live Wire Electric 
Shop” on the plate glass window of 
the big vacant store opposite the 
“Pust Office” and renting the empty 
Butcher Shop “The Cut Rate 
Electrical Emporium” which was right 
on the opposite side of the square. 
Tom Wideawake and Jerry Crabbe 
were the Non-de-Plums of these two 
Catch-as-Catch-Can Artists. They 
had first seen the Light of this cruel 
World on the Same Hour of the Same 


as 





Day of the Same Week of the Same 
Month of the Same Year in a Duplex 
Flat, und from that day on, had been 
as Inseparable as “Please Remit;’’ 
but in business they couldn’t agree on 
a Single Specification and decided to 
be Enemies-to-the-Death from 8 A. M. 
to 6 P. M. and act the role of the 
Gold Dust Twins from 6 P. M. to 
8 A. M. 

Tom bossed the “Live Wire” while 
Jerry was the Big Cheese of the “Cut 
Rate.” 

It was a Crepe-Hanging day for 
the anxious Romeos of that Enterpris- 
ing Community when these two Cake- 
Eating Slickers moved in. The oldest 
inmate of the Blind Man’s Home 
could see that the race was fixed and 
that the Entries had the inside track 
end one of them was bound to gallop 
home with the Grand Prize. 

For Months and Months there was 
a Battle Royal. Tom led off with a 
box of Yum-Yums and Jerry came 
back with a coal scuttle of American 
Beauties; Tom jabbed back with a 
new Best Seller and Jerry walloped 
with a Six-Hour Taxi Ride. Thus 
the Battle raged, with these two 
Flashes ready to Shoot at Sight and 
our Heroine having the time of her 
young life. 

About October Ist they each acci- 
dently landed a big wiring contract 
and cleaned up a tidy $500 apiece. 

Here was Jerry's chance for a 
Coup-de-Femme. Here was an oppor- 
tunity of a life time to put the Skids 
under his Life-Long Friend to a Fare- 
Thee-Well and Win-in-a-Walk. He 
hunted up the Authorized Dealer and 
bought Purina the Finest Touring 
Car in the world (for the money). 
Already he was practicing the latest 
Mendlesohn and wondering 
whether five Simoleons was enough to 
slip the Preacher. 

It sure looked bad for Tom; so 
bad that he decided to Rush off to the 
Sales Promotion Meeting of his Sup- 
plier whose Brilliant Lamps he was 
handling in Hummingbirdville, and 
try to drown his Trouble in Coco 
Cola. 

Jerry stayed at home and _ sold 
about ten bucks worth of the Gyp 


steps 
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PRICE 
CUTTER 








Speaking of dominance, old J.S. 
sure is sitting pretty with a Bryant 
royal flush. They don’t come any better. 


Our friend with the sharp pencil still 
has hopes for his pair of treys, but he 
is not happy about them. 


And old Beetle Brow will bluff on his 
bob-tailed flush until it drops. Watch 
your step, B.B., you will need those two 
chips to lay in spring bargain stock. 









al A Supersor 
NY 
Tue BRYANT E.ectric —_ 
saat STATE ST. BRIDGEPORT, sar 





sot Madenom Ave 





But Seriously: while there is a big 
element of luck in poker, there is no 
luck about Bryant dominance. Bryant 
continues to dominate the wiring de- 
vice field, because Bryant still wants to 
make Superior Wiring Devices and be- 
cause thirty-five years of doing it have 
taught them how. 


of sew Kombo ane 
ou lewthan chuck 





~A Superior Wirin 









Tre Bryant 
saan 













The Key 
80cK 

of the InDUsTAD 
“24 Cap te,” then 
Ne a “nes etytee. 










supere" 


: These advertisements appear in the current issues of Electrical Retailing, Electrical Merchandis- 
ing, Electrical Record, National Electragist, Journal of Electricity, Industrial Engineer, Railway 
Electrical Engineer. 
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Easy to Sell— 


Quick to Repeat 


Your dealer-friends will recommend our appliances unhesi- 
tatingly—push them energetically—sell them almost auto- 
matically. They’re “sweetners” you can’t afford to neglect. 
They do their own talking. The simplest demonstration “puts 


them across with a bang.” 


mission checks with constant regularity. 


Initial orders 
come easy. Re- 
peats come easier. 
Quality, at a sur- 
prisingly low 
price, does it! 


WAVETTE 
JR. 
$2.75 


The only popular priced Irons with removable clamp 
and detachable plug in handle. 
heating element. 
Nickel plated finish. 
terials self evident. 


As a Curling Iron, WAVETTE assures 
an abundance of curis—and ifi the shortest 
By removing the clamp, 
it becomes a Waver Rod that gives to the 
a natural wave. WAV- 
ETTE, JR., for smaller curls and shorter 


time imaginable. 


straightest hair 


waving. 


The Curling Iron De Luxe 


IVORY WAVETTE, $4.00. Rich, white ivory com- 
White silk cord and plug to match. 


position handle. 


Extra-fine nickel finish. 


Also in JR. pattern, $3.75. 











ELECTRIC 
HEATING 





No home is entirely free from aches and pains. Sooth- 
ing applications of heat are practically an every-day 
necessity. TORRID best meets this natural demand. 


Its sensible price permits of a surprising mark-up. 
also provides a steady flow of sales. 


Genuine NICHROME 
Lustrous black, ebonized handle. 
Quality in workmanship and ma- 
Practical, durable, efficient. 


Best of all, they boost your com- 





It 





TORRID (Three Heat) $7.50 TORRID, JR. (Single Heat) $5.00 


TORRID conforms to body wherever applied. 


Downy covering. Three different 


temperatures. Thermostatic control distributes heat uniformly over entire surface. 
Heating element—on all-asbestos core—thoroughly protected with braided asbestos 
yarn. Torrid, Jr. (10x13) is similarly constructed. Single temperature only. 


a 


artford, Conn. 
a 























lamps that he was handling and told 
Purina that night, what a Dumb Bel! 
Tom was to waste his good time on 
such a “League of Nations” Confal) 
and what a Wise-Acre he (Jerry) 
had turned out to be. 

But Tom had a Peach of a Tim: 
and saw the Light as Shed by Bran 
nie, Zim, ‘ed Quinn and Kirk, et-all, 
and when he got home he made the 
Old Berg live up to its Name. and 
fairly Hum with his advanced Mer- 
| chandising Stunts and his Lighting 
| Activities. 

We will eliminate the Painful De- 
tails of the Rise and Fall of these two 
Roman Gladiators, but let it be said 
| that Tom Rose and Jerry did the 
Falling, and wise little Purina who 
had held the Reigns on Both Steeds, 
tightened up on Tom’s line and let 
Jerry find his own way to the Old 
Homstead Barn. 

(Elapse of several Months and 
change of Scene.) 

On their Honeymoon, Tom bought 
| the Prettiest Penny Post Card he 

could find in Niagara Falls and wrot: 
these Immortal Words: 

“Dear Jerry: We are having a 
Great Time; Wish you were Here.” 

Tom and Purina. 

Moral: Let the other Fellow stay 
at Home, but You go to the Sales 
Promotion Meeting. 


























David S. Kelley, Jr, of W. R 
Ostrander, New York City, is back on 
the job after being laid up in the hospita! 
about six months. 













far) 
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1 PRIZE 
—@ 


First Prize won 
by W. A. Jones 
of Cleveland 


Second prize 


won byR. J. 
Whelen of Cin- 


cinnati 
In the 


Buss Lamp 
Sales Contest 


Here are the two lucky 
winners of the Buss 
Lamp sales contest for 
jobbers salesmen! 


Lucky! Wrong word. 
There’s no such thing as 
luck in a sales contest or 
any other kind of effort. 


Luck goes to the go-get- 
ter at the start and the 
stay-getter at the finish. 
That’s why these gentle- 
men won. 

And they won something 
worth winning—a Ford 
automobile each—the 
latest models. 





If each of our distributors had 
sold as many Buss Lamps as 
the two distributors where 
these men are employed, the 
average profit of each dis- 
tributor would have been 
FIVE TIMES GREATER 
than it was in the last six 
months, 


That shows what it means 
to any jobber to push Buss 
Lamps. 

MORAL—Make Buss Lamp 
your sales leader now, when 
it is easier than ever to sell 
more than ever! 





2 PRIZE 





——— 








Five Million Half Page Ads 
in The Saturday Evening Post! 


That's the score so far. Five million 
half pages, deluging the country with 
Buss Lamp advertising. 


Last month there was a half page. 
This month there is a half page. 
Next month there is a half page. 
Month after month the five million 
men and women readers of Ameri- 
ca’s biggest and most influential mag- 
azine are seeing what it means to them 
to own Buss Clamp-o-Set Lamps. 


We're practicing what we preach. 
Just show ‘em. That's what we tell 
the retailers. That’s what we do our- 
selves, for the retailers. With five 
million of the livest kind of prospects 
reading half page ads in the Satur- 
day Evening Post each month, it’s no 
strain on the imagination to figure the 
results. The fastest selling Lamp in 


the world will be your biggest prof- 
it maker for 1924—if you “Just show 
*em-you have it.” 


‘Just show ‘em you have it”—in the 
right way. Tie up with the big Buss 
Saturday Evening Post advertising. 
Get a window display of Buss Lamps 
and Buss display materials. 


Put in a window display of Buss 
Lamps and Buss display materials 
from February 21st to March 7th, 
when the February 23rd Saturday 
Evening Post ad is doing its work 
for you. 


Get the enlarged poster of this ad for 
your window now— better still, turn 
to the next page and write for a com- 
plete line of Buss Lamp ‘“‘Just show 
‘em you have it” helps that hit the 
bull’s-eye for results. 


Now is the time to cash in on the fastest selling lamp inthe world. 






























Above is the February message to retailers, that tells them of the Feb- 
ruary message to the public through the Saturday Evening Post. Any 
dealer will stock Buss Lamps—if he’s worth selling at all—and your 
only job is showing him how to “Just show ’em you have it” by using 
Buss display material in the window with Buss Lamps. Now is the time 
to cash in on the fastest selling lamp in the world. DO IT! 


BUSS “5 
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1] Jobbers Are 
Selling “Red Spots’”’ 




































Here is the new 
Vakefield “Red Spot” 
Porcelain Enamel 








Kitchen Unit, with 
the Wakefield cheap 
and-easy method of 
ittaching a conve 





nience outlet 














There are many reasons why jobbers should recom- 
mend “Red Spots” to the trade; most of these have 
become more evident than ever in the many successful 
kitchen lighting campaigns which have recently been 
put on in all sections of the country. Jobbers handling 
‘Red Spots” have “cashed in” on these campaigns, 


akefield 


“RED SPOT” 
HANGERS 


have quality, appearance and many structural advantages. 
The Wakefield line enables you to go after and get com- 
mercial lighting business at a comfortable profit. 











SOLD ONLY 


THROUGH 
JOBBERS 


























The F. W. Wakefield Brass Co. 
Elberta St., Vermilion, Ohio 


Pacific Coast Representative: Geo. A. Gray Co., Los Angeles and San Francisco | 





“Hop and Hope”’ 
(Continued from Page 14) 


incandescent lamps sold exceeded a!! 
previous records. Lighting glasswar. 


| sales boomed. 


Something like a million and a quar 
ter new and old homes were wired and 
blossomed out with electric lights. 

Just how much of this progress was 
due to any one branch of the lighting 
industry is impossible to say. Dealers. 
jobbers, manufacturers and central 
stations all went to bat and smacked 
the apple. One thing however, is cer 
tain that no little of this lighting ad 
vance is due, first, to the increased 


knowledge of the user of light about 


lighting equipment and how to use it. 
and, second, to better merchandising 
and added knowledge about lighting 


| on the part of the dealer. 


Much of the more thorough know! 
edge about lighting which is plainly 
apparent with the user of electric light 
must unmistakably have been relayed 
to him by the lighting dealer. And if 
the dealer had it and the knack of 
passing it on, he must have acquired 
it mainly from the jobber’s salesman. 


| There is no other force which could 


have had so powerful an effect so 
speedily. 

And that is the great and bright 
hope for 1924—to carry on through 
dealers and thus to light users the 
knowledge of the practical application 
of good light. It is not intangible. It 
is exemplified by the kitchen unit, by 
a definite and concrete recipe for light 
ing a dining room, the living room. 
the bathroom or any other room in the 
home. 

Many of us can remember the time 
when people hesitated to go out in the 
evening because “the night air was 








A. L. Wynston, Jr. (on the right 
president of the company in Toronto 
bearing the same name, has some pro 
gressive ideas on advertising and selling 
electrical supplies and carries them out, 
ably assisted by T. A. Rife (on the left 











February, 1924 THE JOBBER’SWAIISALESMAN 








Will Your Sales Doublein 1924? 


During the past year many of our jobbers more than doubled their 
sales in ‘“Union’’ Fuses. That meant that most of the salesmen for 
these jobbers also doubled their ‘‘Union” Fuse sales. Why don’t you 
get back of “Union’”’ Fuses and let them help you to increase your 
sales—your income? 














We are spending thousands of dollars in advertising in 28 of the 
leading publications which reach fuse users and dealers. We are 
pointing out to the readers that ““Union”’ are the fuses they should use 
because 


—Simple in construction—no intricate parts. 

—Link blows without flash or violence. 

—Safety valves permit gases to escape quickly. 
—Metal parts cannot fuse and stick. 

—FEasiest and quickest to renew. 

—Fibre tube is extra thick and fire resisting. 

—DMetal parts are exceptionally heavy. 

—Ferrules are screwed and riveted to outside of casing. 
—They withstand the greatest number of blow-outs. 
—They save more than any other renewable fuse. 





car No.4229 As a result, you do not have to waste time creating a 


le 
Che, soll a demand for “Union” Fuses. All you have to do is to let 
Fi it be known that you handle them and handsome profits 
await you. 


Don’t let another year roll by without investigating the 
truth of what we tell you. Write now for further particu- 
lars. 





Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlet Boxes, Cut-out Bases, 
Fuse Plugs, Fuse Wire and Automobile Fuses. 


Chicago New York 








‘RENEWABLE & NON-RENEWABLE aT S. 
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Going Over Big Everywhere! 








Individual Contro | 
for Lighting 
Units 


Your dealers can _ install 
individual control for light- 
ing units so economically 
and so satisfactorily with 
the Levolier Conduit Box 
and Fixture Switch that 
they can make a clean up 


on this business. 


Econom‘cal 


The total material cost for 
giving individual control to 
a lighting unit with the 
Levolier Switch is 55 or 
60 cents. This includes 
the linen cord and com- 


position ball for the drop. 


The Levolier Switch is 
easy to wire. It fits any 
standard conduit box or 
fixture and is installed in 


a few minutes. 


Satisfactory 


Once in place the Levolier 
Switch gives satisfactory 
further 
It is out of the 


service without 
attention. 
way and in most cases out 


of sight. 


We want your dealers to 
try out the  Levolier 
Switch. Samples will be 


mailed to them on request. 















Heavy Dury Put Sooxers 








in. BetTween Switcnes 
Fiusm Leven Swircwes 
Fiusm Pu. Swirenes 
Cawory Swircn HICKEY 













fevotler 
REG, U.S, PAT. OFR 


exTaA BOX FITTER 


Win EACH swt 











No. 61, 6A-125V—3A-250V 


Conduit Box and Fixture Switch 


Approved by Underwriters’ Labora- 


tories. 


Complete, ready to install. 


Each switch supplied with 6 feet of 
linen cord and composition ball. 


Cat. 
No. 


61 
61S 
62 
63 


No. 61S 


ances of 


Stem Stem List 
Diam. Length Each 
7/16 in. 3/16 in. $0.55 
7/16 in. 3/16 in. 55 
7/16 in. 3/8 in. 60 
7/16 in. 3/4 in. 69 
for brackets and electrical appli- 
all kinds where individual control 


is desired, 


No. 64, Fits Any Canopy 


Canopy Switch Hickey 


Serves the purpose of a hickey and 


switch support. 


Recommended for 


use with the Levolier Fixture Switch. 


Cat. No Size List, Each 
64 ¥% in. x &% in. $0.10 
64A 3% in. x 4% in, 10 


| PMECGILL|: 


MANUFACTURING CO. 


Electrical Specialties of Quality 


ESTABLISHED 1904 


VALPARAISO 


- INDIANA 












Crarrerton Compounos 









































A mixed foursome in St. Louis. Left 
to right: George Delaney, Bussmann 
Manufacturing Co.; Miss Dimples a4 
van, Manhattan Electrical Supply Co.; 
R. Bandy, R. Williamson & Co., and hay 
Casey, also of Manhattan. Kid Bandy 
wouldn’t be smiling if he knew his wife 
was across the street watching him. 





bad on one.” It was the custom even 


| in our best families to sleep in stuffy 
| rooms with the windows tightly closed. 


In a comparatively few years we 


| have seen those old ideas completely 
| reversed by the gradual application of 


common sense. 


Light, which is almost as necessary 
to well being as proper food or fresh 


| air, is now due to receive the interest 
_ and attention from the general public 
| which it deserves and it should be a 


golden era for everybody in the light- 


| ing business. 


Here’s another mark of progress. 
Nearly all the lamp manufacturers 
made available to their lamp retailers 
some sort of a lamp demonstrator for 
which the dealer had to pay out of 
his own pocket. Somewhere in the 
neighborhood of 10,000 of these de- 


| monstrators were sold to lamp mer- 


chants last year and the bulk of these 
sales was made during the last three 
months of the year. In the past a 
very few lamp merchants have made 
up lamp demonstrators of their own 
out of conduit or gas pipe. The major- 
ity of dealers had no lamp demon- 
strators of any kind or sort. It is a 
foregone conclusion that the average 


| lamp merchant is: not going to spend 


five or ten dollars or more for a de- 
monstrator unless its value is plainly 
evident. He is buying the demon- 


_ strator eagerly because his public is 


interested in lighting and he sees in 
the demonstrator a means of selling a 


| wider range of lamps than the old 








“twenty-fives” and “forties” that have 
for so long made up the major portion 
of his lamp sales. 

At the rate demonstrators are sell- 
ing to the trade right now, it requires 
no stretch of imagination to predict 
that it will be a pretty dead dealer 
who does not have one of these sales 
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These Salesmen 


Have Through Tickets’ 


Rein “On-to-Nela Special” is rapidly nearing its W. H. Webster 
destination. On midnight of February 29th it finally 

comes to a stop. It’s been a long trip but a most interest- 

ing one. If you haven’t been in on it ask some of the 

National MAZDA lamp salesmen who have. 





The On-to-Nela Contest —a sales campaign among B 
Agents’ salesmen — began September 1st. In this sales 
campaign, every jobber’s salesman handling National MAZDA 
lamps had the opportunity of winning valuable souvenirs 
as his lamp. business grew. And if his business grew enough 
to cover the 10,000 mile route to Nela Park he was offered 
the chance to spend a week at Camp Nela during the 


summer camp season of 1924. 


A. R. Allen 








The salesmen whose pictures are shown here have gone the 
10,000 mile route— they have “through tickets” to Nela Ry 

Park. By the time you read this, other salesmen will prob- . j 
ably also be entitled to the week at Camp Nela. If you’re ath 

L. A. Schultz not one of them you still have time to get down and hustle. O. L. Wall 
And remember that the farther you go the more souvenirs 
you get. Stick to the “On-to-Nela” until the finish! National 
Lamp Works of General Electric Company, Nela Park, 
Cleveland, Ohio. 

















NATIONAL MAZDA 
LAMPS 
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B. M. Bliven 
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Three years ago the slogan “1921 Will Reward Fight- 
ers’ was created to stiffen the backbone of an army 
of discouraged salesmen. 


The slogan worked. American business men found 
that business was to be had by those who went after it 
—and wise salesmen have profited by that lesson ever 
since. 


Conditions today are infinitely better than at the be- 
ginning of 1921 and yet there is the same need to work 
now as then. This year business will be as good as we 
make it. 


To the salesmen pushing the Trumbull line there is 
plenty of business in sight. Know the line and realize 
that you are selling a service and not just switches, and 
sales and profits will come. Show the plant engineer 
the safety convenience and economy of installing prod- 
ucts and the orders will take care of themselves. 


We are always ready and anxious to help you. 
Every necessary assistance and information is available 
for jobbers’ salesmen and we particularly want the new 
salesmen to realize the profit and satisfaction in get- 


ting behind the Trumbull line. 


Will you help us spread the message of Trumbull 
service to the profit of us both and to the advantage of 
the user? 


The Trumbull Electric Manufacturing Co. 
Plainville, Conn. 


New York Chicago San Francisco 
114 Liberty St. 2001 W. Pershing Rd. 595 Mission St. ~ 
Boston Philadelphia Atlanta 


THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS 




















aids on his front counter by the end 
| of 1924, 

How many electrical homes were ex- 
hibited in 1923 and how many hun- 
dreds of thousands of people viewed 


them cannot be stated. The thing 
became so general over the whole 
United States that counting ’em was 


| impossible. Go to any Electrical Club 


or group of electrical people which 
put on such an activity in 1923 and 
you will find them already planning 
to do the same thing bigger and better 
in 1924. It is a pretty sure sign that 
there will be a big market for home 
things electrical this year. 

The shortage of homes is still acute. 
If rental values have dropped any, 
the decrease is scarcely visible to the 
naked eye. With these conditions in 
effect, a lot of new homes will be 
built and wired in spite of high build- 
ing costs or possible labor troubles. 
And, by the same token, the rapid rate 
at which old, unwired houses have been 
wired should continue. 


Predicting is at best a hazardous oc- 


| cupation and the false prophet is likely 


to find himself a candidate for tar and 


feathers. However, it is safe to say 


| that if 1924 is not a banner year in the 


lighting business, it will be for reasons 
which are in no slightest manner fore- 
cast by present conditions. 

Optimism for the home lighting 
market in 1924 is soundly based. It is 
a sane hope and not hysterical “hop.” 





The Jobbers’ Side of the 
Story 


(Continued from Page 12) 
thinkers believe to be the most logical 
and sane method is that one where the 
manufacturer sells direct to a jobber 
who in turn sells to dealers. 

Advertising helps and descriptive 
matters are furnished for the bene- 
fit of all concerned, including the 
prospective buyer. This method has 
the advantage of using all established 
sales channels as now existing with- 
out any increased overhead or costs 
and the consumer does not have to 
pay a fictitious price fixed to cover 
all of the expenses of some other 
plans. 

The manufacturer does not dictate 
to or domineer over the jobber and 
the jobber has no grouch against his 
dealer or vice versa. 

This method should be able to save 
at least 25 per cent. to the consumer 
buyer and provide a service without 
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“THE BEST GONGS MONEY CAN BUY” 



















































ENCLOSED TYPE FARADAY SIGNAL GONGS 


Nat. Code Standard 


Battery and D. C. Circuits 


FARADAY SIGNAL GONGS re the 
Standard of the world today! For impor- 
tant signal work they save far more than 
they cost for they never fail! 


We call particular attention to the following 
important points of superiority: 


1. ‘High-Power’? Armature. — Patented ‘“‘High- 
Power’ armature allows the keeping of armature 
in magnet field up to the moment of striking the 
gong—twice the power of any other mechanism Model “A” 
made. 


2. Breakage of Springs Cannot Disable Bell. 





Model “C” 


3. Insulated Mechanism.—Frame of bell carries 
no current at any time, as entire electrical mech- 
anism is insulated from frame-casting. Bell may be 
mounted on metal without fear of grounding. All 


‘ ‘ w 
Model “AT” current carrying terminals are mounted on Bake 
lite Pads. 





4. Locking Side-Contact Post.—Patented split- Model “B” 
section side-contact-post compresses both sections 
against thread of contact-screw and positively locks 
with cone cap-piece having taper thread; no in- 
juring of screw thread and adjusting to a thou- 
sandth of an inch assured at all times. 










5. Solid Trunnion Frame.—Solid Trunnion frame 
cannot work loose or move in any direction. Im- 
proved slip-section, replacing old lock-nut or trun- 
nion frame, compresses against upper trunnion 
screw and no amount of jarring can loosen the Model “CW” 
upper bearing. 





i pNSFORMep 


Celie 


«ah 


6. Non-Turning Contact and Binding Posts.— 
Non-turning and _ non-loosening binding posts 
equipped with split steel lock-washers prevent 

connections from ever jarring loose. 


7. Contact-Points.—Contact-points are of Plati- 

noid or Platinum, as specified, and are always 
“s plainly marked on both screw and spring. Plati- 

Model “BT” Model “CWT” noid contacts furnished, unless otherwise specified. 





A. C. Transformer Faraday Signal Gongs for Oper- 
ation on 18 Volt A. C. Bell-Ringing Transformer Cir- 
cuits and 100 to 250 Volt A. C. Light and Power 
Circuits, 25-60 Cycle. 


For Sale by all First-Class Electrical Jobbers Throughout the Country 


MANUFACTURED BY 


STANLEY & PATTERSON 


250 WEST ST. NEW YORK 
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145% SALES INCREASE 







































In December. we sent a Jefferson 
Dealer* 20 direct inquiries for our 
literature—within two weeks, he had 
sold 12 Jefferson Lamps to 12 of 
these prospects. 
It is easy to figure out why the Jef- 
ferson Lamp business of our dealers 
has averaged an increase of more 
than 145% in the past three 
months— 
When you realize that Jefferson 
Lamp consumer advertising is 
“reaching” practically every prospec- 
tive purchaser in the entire United 
States. 
In Jefferson Lamps, the dealer has a 
highest quality moderately priced 
wide market product, backed by the 
cooperation and service of what is 
probably the world’s largest producer 
Pf this special type of lamp, and by 
the -largest consumer advertising 
campaign ever undertaken by a lamp 
manvfacturer. 

Write for our new catalog (illustrated 

in colors) and details of our plan 

of cooperating with the dealer. 


Jefrensom CAmnynsuny7 

Makers of oe emo 
FOLLAN/BES WEST VIRGINIA 

707 Main Street 


* Name on request 































amp 











Send a dollar for a year’s subscription. 


fF VERY person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER’S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER'S SALESMAN 

















; the interjections of strangers. 








—_ ss — — 








The electrical jobber should now 
know that he is better able to conduct 
his own business and render a pleas- 
ing, proper and efficient service at a 
profit without any more outside help, 
suggestions, dictation or persuasion 
on electric-driven motor appliances 
than he gets on fans or heaters. 

Any talk about the jobber not being 
able to function is probably true if he 
has to be “assisted” in doing some- 
thing that it is foolish for him to do 
and no jobber should lose any sleep 
over somebody else doing what he con- 
siders hazardous. It is a free busi- 
ness world and some know more than 
others but none should know more 
than the jobber about the jobbing 
business. 

Fable. Once upon a time a rooster 
in equatorial Africa found an ostrich 
egg in the farm barnyard of his 
domicile. He clawed a lot of litter in- 
to a pile and managed to get the big 
egg on the elevation. He then flapped 
his wings and clucked his polyga- 
mous family around about him and 
this is what he said: ‘Hens and co- 
operators. My heart is sick. I don't 
want to be critical or hurt your feel- 
ings, but look, look, look and see what 
has been done elsewhere.” 


Fred G. Lafferty 

(Continued from Page 21) 
days and is happier when there is life 
and excitement. Fishing and hunting 
are his chief outdoor enjoyments and 
he manages to spend some time each 
year at his lodge on the Ausable River 
in Northern Michigan. 








' Woodill-Hulse Co., Inc., Ios Angeles. 











We told F. C. Doyle that jobbers’ sales- 
men all over the country would env) 
him his new $1400.00 limousine. He savs 
selling Eureka vacuum cleaners did it. ‘Too 
bad we couldn’t show the hood, and 
don’t think we left it off because the en 
gine was missing. F. C. is with the 
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DURADUCT 


is the Original 


SINGLE WALL 


Reg. U. S. Pat. Office 


Non Metallic 
CONDUIT 


Ask for it by name 


DURADUCT 


Made by the 


TUBULAR WOVEN FABRIC CO. 


Pawtucket, R. I. 
Makers of Durabuilt Products 
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Only One Sheet 


Instead of An Entire Catalog 








Why are thousands of Heinn Binders used by elec- 
trical manufacturers and jobbers for both salesman and 
general trade needs? Here is the big point— 










Units of every line are apt to be added or discontinued. 
Prices change frequently. Discounts are affected. Only 
one sheet is reprinted when the catalog is loose-leaf. 
The entire catalog may have to be reprinted, if it is 
permanently bound. Some difference. You know—if 
you pay the bills. 













Your Heinn Loose-leaf Catalog will always be new. 
Change it every day if you want. Merchandise and 
prices can be instantly put in, listed or removed. Sheets 
are inserted or taken out in a jiffy. 











Send your catalog specifications today. Prices and com- 
plete information on Heinn Binders will be gladly sent 
without cost or obligation. 











THE HEINN COMPANY 


Originators of the loose-leat system of cataloging 










351 Florida St. Milwaukee, Wis. 




















~day catalogs 
Anne me ol 































Back row (left to right): Joseph Le 
Clair, retail sales manager; C. W. Hat- 
tenbrun, salesman; Alfred Thomas, assist- 
ant retail sales manager; Chas. Story, as- 
sistant to general manager, and Joseph 
Bruell, engineer. Front row: Victor Her- 
bert and Fred Langlos, salesmen. These 
are some of the men who help to keep J. 
H. Bunnell & Co., New York, at the top. 





When and How of 


Persistence 
(Continued from Page 10) 


another and another. Don’t let your 
persistence be nothing but the stub- 
bornness of your desire to sell matched 
against the stubbornness of his deter- 
mination not to buy. 

Considerable ingenuity is required 
to discover, in meeting new and 
strange buyers, which ones are really 
busy and preoccupied and will be of- 
fended at your persistence, and which 
ones are just naturally pig-headed. 
Of course the wise salesman makes at 
least mental note of what he discov- 
ers in this connection so he will know 
next time how to act. 

There is another kind of buyer to 
be considered and that is the chap 
who can be as smooth as any smooth 
salesman, and who is anxious enough 
to keep salesmen feeling good, so that 
he treats them well and strings them 
along from time to time without ex- 
pecting to buy and without having any 
real necessity for putting them off. 
This bird may simply be trying to 
keep the salesman from calling on 
competitors, or he may just naturally 
hate to say no. Only judicious per- 
sistence will result in bringing such a 
dealer to the buying point, or to the 
point of giving some real reason for 
not buying. 

It is, of course, fatal to a salesman 
to be entirely lacking in persistence. 
Few of the dealers he visits are going 
to welcome him with open arms and 
with order books in their hands. And 
if he just walks in and says “Good 
morning. Anything you need from 
the Central Electrical Co. today ?’’ the 
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chances are that most of the dealers 
will say, “Nothing we need today. If 
we run out before you come again, 
we'll write in.” 

Persistence, a good bump of it, 
ought to be part of every electrical 
salesman’s mental equipment, but, un- 


less that persistence is backed by the 
brains to know when to use it, may 


easily be more of a liability than an | 


asset. 





W. A. Frizzell in Joplin 
Walter A. Frizzell, who formerly 
traveled for Manhattan Electrical 
Supply Co., St. Louis, first in Illinois 
and later in Arkansas, has been ap- 


pointed sales manager for Belden 
Electrical Supply Co., Joplin, Mo. 
This puts him in the same town with 
his brother, Harry A. Frizzell, who 
has represented Hurley Machine Co., 
for two years, making his home in 
Joplin. Harry also traveled for Man- | 


hattan two years ago. 
* * * 


“From Our Rose-Covered 
Cottage” 

L. E. Clark, vice president, and J. 
G. Marks, treasurer of the Reiman | 
Wholesale Electric Co., Los Angeles, 
Calif., were scheduled to attend the 
lighting fixture convention in Chicago 
in January. This announcement came 


at a time when Chicago weather was 
15 below zero, whereas, of course, in 


Los Angeles the weather was lovely 
and springlike. Considerable forti- 
tude on the part of these gentlemen 
was therefore displayed. 
‘2+ * . 
G-Q Becomes General Electric 
Distributor 
The G-Q Electric Co., Milwaukee, 
Wis., has recently become a General | 
Electric Distributor. The arrange- | 
ment took effect about the first of the | 
year. The executive officers of this 
company are: F, W. Greusel, presi- 
dent; Perry R. Boole, vice-president 
and general manager; Sylvester C. 
Greusel, secretary and treasurer. 
* % 
Des Moines Jobber in New 
Building 
The Electric Contractors Supply 
Co., of Des Moines, Ia., bas moved 
into a new building at 1208 Mulberry 
street. The offices are located across 


the front of the building on the ground 
floor, and leading off from the offices 
is a very well equipped show room for | 
the convenience of the. contractor | 
trade. 




















DUNCAN 


Watthour Meters 


Are You Pushing 
DUNCAN 


Watthour Meters? 


If not let the following sales-getting points impress them- 
selves upon your mind and start the new year with a re- 
solve to build up your sales in this profitable line. 


Potential loss, 1.0 watt. 

Total series loss, 0.29 watt. 

Weight of moving element, || grams. 

Torque or turning power, 40 millimeter grams. 

Ratio of torque to weight 3.63. 

Runs continuously on !4 of 1% of full load. 

Varies less than 1% for power factors as low as 50%. 

Accurate to within 14 of 1% from 5% to 150% load. 

Varies less than 14 of 1% for 10% change of voltage. 


Varies less than 14 of 1% for 10% change of frequency. 


Push the Duncan Line. 


DUNCAN ELECTRIC MFG. CO. 


Lafayette, Ind. 
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Alphaduct Company’s 


Trade Mark 


on every carton containing ALPHA- 
DUCT or ticket attached to a coil 
of large size ALPHADUCT— 


stands for QUALITY of 
construction, material 
and workmanship. 


COM P A 


UCT 
NY 


CATOR AVENUE, JERSEY CITY, 











Problems of the Sales 

Manager 
(Continued from Page 22) 
ers, garages, telephone companies, 
light plants, ete. Knowing the voltage 
and cycles, for instance, enables the 
house to check up on apparatus and 
appliances, assuring the proper ca- 
pacity. 

All house mail sent to the sales- 
men is numbered and a receipt at- 
tached. By this method the loss or 
misdirection of any important infor- 
mation is immediately detected and 
the house notified. The number of 
reports is not large, neither are they 
voluminous or tiresome. They are, 
however, required to be filled out 
complete. This is for the salesman’s 
benefit, as it means when he looks in 
the guide book on his next trip he 
will find a complete and useful story. 


Automobile Operation 
The McGraw salesman drives his 
own car. If he desires, the company 
finances the purchase on his own 
terms, accepting a stipulated regnlar 
payment out of his income until the 
obligation is discharged. As to com- 


| pensation, the company pays the 


road man so much per mile, plus 
an allowance for depreciation. In 
St. Louis the men are paid a cer- 
tain monthly sum for driving the car 
in the company’s interest, plus thx 
depreciation allowance. 

Road men are instructed to hold 
down their mileage to 50 miles a day, 
on the ‘belief that the nature of the 
business requires thorough work in 
each town and that if too much dis- 
tance is covered, something good will 
be overlooked. Of course, it is un- 


| derstood that the individual sales- 





| man shall use his own judgment when 


desirable business shows up farther 
along. In this case it is up to him 
to speed up and: be on the spot at 
the psychological moment. 


Sales Meetings, Conferences and 
Schools 

An annual sales meeting is held 
in January, attended by all ex- 
ecutives, salesmen and factory repre- 
sentatives. This is believed neces- 
sary to clean the slate and form a 
definite plan of action based on past 
experience. This annual meeting is 
regarded as a golden opportunity to 
sell the house to the salesmen, giving 
them a comprehensive view of the 
merchandise handled and a good un- 
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derstanding of all methods and re- 
quirements. 

Meetings of department heads are 
frequent and productive, but the 
most beneficial is a monthly open- 
house meeting, attended by every- 
body. One separate subject is chosen 
each month, being some line or class 
of material to be concentrated on 
for thirty days. By comparing 
notes and inviting suggestions, the 
most effective plan is selected at the 
start. 








Getting Fan Contracts 
Early 


(Continued from Page 6) 
dealer what was on the fence and re- 
mained there despite the salesman’s 
personal effort. In any event it is 
vital that the sales department keep 
in touch with the customers and pros- | 
pects. 





Another function of the sales de- 
partment as an aid to the early sign- 
ing of contracts, is to get the docu- 
ments into the hands of the customers 
or the salesmen who are to call on 
the customers, at the earliest moment 
after the factory furnishes complete 
data for the coming year. 


In the case of customers who han- 
dled the same fan last season, the 





contracts can be filled in with name, | 
address and other data, leaving | 
blank only such items as are) 


definitely decided on at the signing 


of the contract. This in itself has | 
an effect on the dealer and makes it | 
easier for him to award the business. | 

There are three important reasons | 
for persuading the dealer to sign his | 


fan contract early in the winter. 
First to get his business before some- 


one else gets it. Second. to give him | 


the advantage of full information 


ind an early start. Third, to thus | 
have a better chance to get him again | 


the following year. Taking into 
consideration the difference in peo- 
ple, methods and localities, the job 
of getting fan contracts signed in 
January and February is by no 
neans a cut-and-dried proposition. 
ut it is important to the jobber’s 


an suecess and well worth a lot of | 


hought and effort. 





?eabody Floor Space Increased | 


The Peabody Electric Co., Musko- 
ce, Okla., has recently enlarged its | 
arehouse, adding 3000 square ft. | 
‘ore of floor space. 





White lines di- 
rect attention to 
principal fea- 
tures of the 
T-C, many of 
them exclusive- 
ly FA superiori- 
ties. 




















A Preferred Panelboard 
for both price and quality 


Don’t buy cheap panelboards; it is expensive and un- 
necessary, as the new FA Triumph Type T-C (tum- 
bler-switch, cartridge-fuse) gives you the highest 
quality at the lowest price. This is possible because 
the T-C is a machine-made, sectionally constructed 
panelboard, that costs less to manufacture. 

There is a Triumph Type for every purpose. 


Write for the new FA Panelboard 
Catalog, just off the press. 


Frank Adam © 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES: MANUFACTURERS OF 

Indi i: Major System of Theatre Lighting 
ll Giaes” , Control; Triumph Line of Safety 
Dallas San Francisco Type, Standardized Panel Boards 
Minneapolis Los Angeles and Cabinets; knife switches; safety 
Kansas City Seattle switches; hanger outlets; reversible- 
Cincinnati Pittsburgh : cover floor boxes; A. C. and D. C. 
New Orleans Philadelphia , Distribution Switchboards. 

Denver 
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Making 
for You to Sell! 


The popularity of 
the violet ray has 
been gaining im- 
petus, until at the 
present time, 


practically every 
publication hav- 
ing health and 


beauty depart- 
ments recommend 
violet ray ma- 
chines. 


This indicates 
that the true 
claims of health 


and beauty value 
of the violet ray 
machine have 
been_ accepted, 
universally. 

It is readily rec- 
ognizable that 
these conditions 
make selling 
easier for you. 
The wise sales- 
men will cash-in 
on this previously 
created business. 
The Shelton Vio- 
let Ray is unques- 
tionably the 
finest machine on 
the market. Its 
construction is an 
example of per- 
fection in violet 
ray machine con- 
struction. 

Is it any wonder 
that users of the 
Shelton are en- 
thusiastic _boost- 
ers? 


Inform your deal- 
ers of these facts 
about the favor- 
able situation for 
big sales in the 
violet ray field. 

Retail 

Prices 

$12.50 

to 


$100.00. 


SHELTON 


ELECTRIC COMPANY 


NEW YORK 





it Easy 

















CHICAGO 

















Heads up fellows, here’s 4 picture easy to look at. 
in our pictures, but here we actually have as many as there are men. 
Left to right: 


Electric Supply Co., Lansing, Mich. 








It is some job to get any girls 
Oh yes, Capitol 
Blanche Freeman; Madge Van 


Sice; Carl Strandberg; Margaret Kadolph; Mrs. Grace Hanes; I. L. Dixon; Roy R. 


Palmer, and R. L. Knopp. 





Turning Contractors Into 
Business Men 


(Continued from Page 8) 

“The fact that all of our retail sales 
show both cost, as well as selling price, 
enables us to have a daily record of 
what our profits are, which in my 
opinion is decided advantage. 

“Previously we knew the affairs of 
our business each year, and that was 
after our annual inventory had been 
taken, but with our present system, I 
am able to know practically daily the 
condition of our affairs, and we have 
a trial balance at the end of. each 
month and a complete balance sheet, 
which is always available to us by 
the fifth of each month, and never 
later than the tenth. 

“The approximate volume of our 
business is $35,000.00 annually, and 
last month showed us a net profit. of 
$300.00. 

“C” is a contractor-dealer operating 
from a store removed from the down- 
town connection with a 
contracting business. Approximately 
75 per cent of the business is con- 
tracting, and 25 per cent retail sales. 
He has been established in business 


district, in 


two years. 

The cost for installing the system 
was approximately $150.00 The cost 
for installing the system for “‘C’’ was 
higher than subsequent installations 
due to the fact that “C” was the 
pioneer in installing this system, and 
the auditor, who is in the employ of 
the Electrical Contractor-Dealers As- 
sociation, was not at that time en- 


tirely familiar with such an installa- 
tion. 

Comments from Mr. “C’’ in refer- 
ence to the operation of the system 
follow: 

“After a year’s experience in busi- 
ness, resulting in a loss, we were finally 
induced to install the standard cost 
accounting system, after having had 
two other systems installed. For the 
first time in our history the business 
had netted us a profit. 

“Prior to the installation of this 
system, we have never been in a posi- 
tion to know where we stood financial- 
ly. However, since installing this 
system, it puts us in a position to 
get a definite statement of the busi- 
ness within two hours time, including 
material on hand, accounts receivable, 
work in progress, etc. 

“Tt enables us to know our cost on 
retail sales, as well as work in pro- 
gress. 

“It enables us to give a balance 
sheet to our supplier, which has been 
a big help in securing the necessary 
credit to properly conduct our busi- 
ness, 

“The approximate volume of our 
business is $25,000.00 annually.” 


Lamar Manager of Jacksonville 
Supply 

A recent change in the management 
of the Jacksonville, Fla., branch of 
the Baltimore Electrical Supply Co. 
is that J. J. Smith has been trans- 
ferred to Baltimore and C. H. Lamar 
has been made manager at Jackson- 
ville. 
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Catalogue No, 132 Audio Frequency Transformer. 


It is a very easy matter to build something that 
looks like a transformer but it takes brains and ex- 
perience to build one like our No. 132. 


Large? Yes, but if you could only hear it work 
you would forget the size. 


We have produced a transformer which is about 
30% louder than some well known makes and talk 
about an amplification curve, well just ask us for a 
copy and you will find it belies its name. 

The transformer is 4 to 1 ratio and is built in 
first class shape. Better place an order for a sample, 
the list on same is $5.00. 

Salesmen place a No. 134 Transformer in your 
sample case and show it to your dealers on your 
next trip. 











“How often are you asked—What’s New?” 


I have a friend who is now 
salesmanager for a well known 
jobber. He is what I call a real 
salesman because he made the 
most of his opportunities. One 
of his pet stunts which inci- 
dently increased his sales volume 
was as follows: 


Before starting on each trip 
he made it a point to put one or 
two items that were easily car- 
ried in his grip, either a new 
device the company had just 
taken on or some new item the 
firm had been carrying for years 
yet which he knew all his deal- 
ers were not stocking or if they 
did in not the proper amounts, 
so that with every dealer he 
always had something new to 
show or scme new sales idea on 
the old line. Soon the dealers 
would invariably ask him this, 
“What’s new this trip, Bill?” 

They always looked forward 
to his calls because he always 
had their interests at heart 
which of course built up his own 
sales. 

Why don’t you try Bill's tac- 
tics your next trip around your 
territory; slip in your case one 
or two of the “Se-Ar-De” items 
and talk them to every one of 
your radio dealers or to the 
dealers that you would like to 
carry radio, and you will be 
surprised at the way this will 
increase your sales. 

Have you the latest “Se-Ar- 
De” catalog in your grip? If 
not drop me a line and I'll see 
that you are mailed one in the 
next mail. Or tell your sales- 
manager to write for enough for 
all the boys. 


1924 is a “Se-Ar-De” Year! 




















R. MITCHELL CO. 


255 Atlantic Ave. 


Boston, Mass. 


For 47 years Manufacturers of Scientific and other equipment 
Look for trade mark on every piece 
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Because it is more profitable than most electrical 
supply lines. Building is booming—both residential 
and industrial. Sales resistance is low. Orders 
come easily—and are profitable. 


Increase your volume in 1924 by handling the com- 
pact Moe-Bridges line of selected items. No need 
to carry heavy stock. Nor make a big investment. 


These two “‘package”’ items will give you quick turn- 
over at popular prices. And you can centralize 
your purchases for both residential and commercial 
‘rade. 


i 
| 
| 
l 
! Write NOW for more detailed information. 






One of our “Q. T.” (Quick Turnover) items. Our New Focalite, with an exclusive, patented 
focusing feature, insuring the greatest light- 
; ; ing efhciency by the mere turn of a set screw. 
t - ee s° . 

he - prices that allow you to meet —_ A “‘package’”’ line that has already taken won- 
tive bidding by dealers on close margin jobs. derfully well with the commercial trade. 

C GC 


aio MOF-BR | 
Ce \ f Vhs \ y 


A new “‘package”’ line—a de luxe quality fix- 


£i 
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See 
. 
Pee eee ccecccccesere® 
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Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pro- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 













ACE Dry Cells 
ACE Hot Spark Batteries 

ACE Fiashlights and Flashlight Batteries 

ACE Wireless Batteries. ACE Carbon Brushes 
ACE Welding Carbons. VICTOR Telephone Cella 
DICKEY Projector Carbons 

Complete line of Carbon Specialties of the 

hest quality 
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Fighting Mad 

HAD called at regular intervals 

on a certain large furniture house 
that carried an electrical appliance 
department and had never been able 
to get an order, or, in fact, an oppor- 
tunity to properly explain my line. 
The actual buyer was a very busy 
young man, apparently, who prompt- 
ly told me each time that he could not 
take on any new lines without the O. 
k. of the head of the firm; and the 
head of the firm was one of those 
restless, nervous individuals who was 
always just going somewhere when I 
would at last get a chance to talk to 
him. 

After about seven or eight of these 
“turn-downs” I finally got sore. I 
saw my competitors’ merchandise on 
display and being sold, and I knew 
about one thousand perfectly good 
reasons why they should handle our 
lines and deal with my house. 

One frosty fall morning I was 
carrying around an electric heater on 





which we were enjoying a wonderful 
business and on which there was ap- 
pearing that day a full page ad in 
colors in one of the big national maga- 
zines. I decided that this furniture 
house was going to take on my heaters 
or I would be tempted to kick in a 
window or something. Anyway, I 
went through much the same pro- 
cedure as previously, finally saw the 
buyer and held the heater in one hand 
and the ad in the other, (I had extra 
copies with me). He said that it was 
ell very nice, but I would have to see 
the Boss. I chased that Boss all over 
the store, up the elevator, down the 
stairs, around the basement, and 
{nally into his office, then he put on 
lis hat and coat and walked out on me 
without giving me any satisfaction. 

I certainly was sore; how people 


could be so blind to merchandising | 


values, I couldn’t see. 

I walked over to the show case that 
displayed electric ware, and introduc- 
ing myself to the very pleasant young 
ledy that presided there, I outlined 
my troubles. I then set my heater on 
the front edge of the case and 
fastened a copy of the colored maga- 
zine ad under it, so that it hung down 
in plain view of the main aisle of the 
store. I then told the young lady 
the selling price of the heater, and the 
discount to her firm, and asked her 
to leave it setting there till the next 
day, if possible, and that I would 
then call for it. She said she would, 
unless the Boss told her to put it away. 
I thanked her and walked out. 


That afternoon I called the house 
to see if there were any messages. 
There was, “come right over, we want 
to see you at once.” 


I went, fully expecting to get the 
old proverbial two orders,—to take 
my heater—get out and stay out. In- 
stead, the buyer met me with a kind 
of crooked smile and a twinkle in 
his eye, and said, “Say, you’ve got a 
lot of nerve to leave your junk around 
here. Who gave you permission to?” 

Before I could stammer out an 
answer, he said, “Well, we sold it 
about 15 minutes after you went out, 
and I called up your concern and 
ordered a half a dozen more. Get out 
your catalogue and let’s see what else 
you've got that we might be in- 
terested in.” 

We are now getting about 80 per 
cent of this firm’s electrical business, 
which is worth several thousands of 
dollars a year; and for no other rea- 
son than that they got me downright 
peeved. 

G. R. FINtey. 


Quick Work After a Fire 


A fire of unknown origin started 
about four o’clock, January 19, in 
the lamp room of the Havens Elec- 
tric Co., Albany, N. Y. The only 
stock affected was the lamps, on the 
third floor of the Beaver street build- 
ing. All departments resumed opera- 
tions on Monday morning, January 
21, except as to lamp shipments. 

Employes in the lamp department 
were busy Sunday and by quick ac- 
tion of the Edison Lamp Works, a 
replacing stock was received Tues- 
day morning and shipments started 
two days later. 
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Making it Easy for 
You to Sell More 


c 


Flood-O-Lite a 


ADVERTISING on Flood-O-Lite 
Jrs. will be more extensive dur- 
ing 1924 than ever before. 























We are telling additional thou- 
sands of Merchants and Elec- 
trical dealers about the merits 
and_ wonderful possibilities of 
Flood-O-Lite Jrs. and _ inter- 
esting them to the extent 
where it will be easy for 
you to make many extra 
Sales, 















: Big 
Features 


Color-Lite attachment for 
beautiful color flood- 


lighting furnished at. small 


additional cost. 1. Equipped 
There will be a big de- with scien- 
mand for Flood-O-Lite tifically 
Jr. Suggest it to your shaped Crys- 
trade. tal glass re- 


We will gladly send 
you descriptive lit- 
erature on Flood- 
O-Lite Jr. 
Increase 


flector. 
2. Reflector mir- 
rored with a dou- 
ble layer of pure 
grain silver. 
3. Silver protected 
by copper plating and 
baked enamel coating. 
4. Reflector guaranteed 
five years not to check, 
peel or tarnish. 
5. Portable base makes change 
of position convenient. 
6. Ball and socket joint permits 
perfect adjustment of direction. 


your 
earning power by 
selling more 
Flood - O - Lite 

Jrs. 
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Mail 
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this Coupon Today ; 
4 


Reflector and Illuminating Co.. 
575 W. Washington St., Chicago, III. 
I want to avail myself of the opportunities offered 
through Flood-O-Lite Jr. Please send me descrip- 
tive literature and suggestions that I can use for 
selling. 






Name 


AGGTORB ccccccccccccccccccccccccccsccccccescocce 
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Curtis Interests in New Home 

The Curtis building, a six-story 
office and factory building, has just 
been completed at 1119 West Jackson 
Chicago, and will now 
accommodate the central offices 
manufacturing plant of the National 
X-Ray Reflector Co., the X-Ray Re- 
flector Co., of New York, Inc., and 
Luminaire Studios, Inc., of New York, 
under the name Curtis Lighting, Inc., 

This new building, costing half a 
million dollars, has a quarter of a mil- 
lion square feet of floor space and will 
afford greatly increased engineering 
and manufacturing facilities. The 
first five floors will be devoted to the 
manufacture of X-Ray reflectors, flood 
lighting projectors, indirect lighting 
fixtures and equipment. The entire 
sixth floor will be given over to the 
and designing depart- 


boulevard, 
and 


engineering 


ments, the luminaire studios, library, 
display rooms, and sales and executive 
offices. The lighting for the entire 
building will be exemplary of the 
wonderful progress that has _ been 
made in the field of lighting. 
Twenty-nine years ago the National 
X-Ray Reflector Co. introduced the 
first silver-mirrored reflectors to be 
used with electric lamps. These re- 
flectors were of a flat-disk type and 
were installed in clusters to supplant 
the wasteful, inefficient lighting meth- 
ods used for show windows. This 
company, after exhaustive experi- 
mentation and continuous effort, has 
brought out a scientifically designed 
reflector for every Mazda lamp type 
and every store window size. When- 
ever a common lamp type is changed 
or economic practice varies, a new re- 
flector is produced to keep pace with 





the new demand. Up to this date, the 
National X-Ray Reflector Co. has 
brought out 94 different types and 
sizes of reflectors, thus justifying its 
claim of “a reflector for every light- 
ing need.” 

During the last few years special 
attention has been given to the de- 
velopment of flood lighting projectors 
for illuminating building exteriors, 
color lighting equipment for use in 
theatres and window displays, and the 
showcase “‘Scoopettes” which promise 
to become as popular as the window 
reflector line. It has become the habit 
of this company to bring out some- 
thing distinctly new in lighting equip- 
ment every year and those who deal 
in electrical supplies have grown 
accustomed to looking to this organi- 
zation for new things in the lighting 
line. 


























Augustus D. Curtis, Founder of Curtis Light- 
ing, Inc., as the Company is Now Called. 
the Right is a Drawing of the Six-story Office and 


At 











Factory Building Recently Completed in Chicago. 
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At the time of moving into the new 
building, three associated Curtis com- 
panies interested in the lighting field 
lave been grouped under the new 
name. From now on, the National 
X-Ray Reflector Co., the X-Ray Re- 
flector Co. of New York, Inc., and 
Luminaire Studios, Inc., of New York 
and Chicago will continue their activi- 
ties under the new name, without 
altering in any respect their sales poli- 
cies, organization, or class of products. 

* * * 


Apology to the Albert Wahle 
Company 

A description and illustration of 
the lighting fixture shown below ap- 
peared on page 106 of the January 
issue of THe Jospper’s SALESMAN. It 
was stated to be a product of the 
Robert Findlay Mfg. Co. An injustice 





was done to the Albert Wahle Co., of 
New York, by the publication of this 
notice, inasmuch as the fixture shown 
is one of their exclusive products. 
The Robert Findlay Mfg. Co. is one 
of several factories participating in 
the well-known Wahle plan of mer- 
chandising fixtures and is in no wise 
engaged in the sale or distribution of 
fixtures. 

The, stability and efficient, pro- 
gressive business methods of the 
Albert Wahle Co. have won for it a 
position of prominence in the light- 
ing industry, and the confidence and 
co-operation of the many electrical 
jobbers who are now working under 
the Wahle plan. It is unfortunate 
that the above notice was printed, 
siving as it did the impression that 
they were no longer marketing the 
products of one of their associated 


factories. The error is hereby ac- 


knowledged and our apology to the 
ilbert Wahle Co. goes with it. 


Display Carton for Bell Trans- | 
formers 
Although the demand for ‘bell-ring- 
ing transformers is a healthy one, 
much can be done to stimulate their 
sale by more prominent display. The 
Killark Electric Manufacturing Co., 
St. Louis, has introduced a_ new | 


RIC MPG cg 





Killark Counter Display 


counter display carton, shown in the 
accompanying __ illustration. Each 
carton holds five bell ringers and 
bears a statement concerning the ad- | 
vantages of their use. 
* * # 
Triangle Moves Chicago 


Plant 

The Triangle Conduit Co., Inc., | 
Brooklyn, N. Y., announces that its 
Chicago headquarters have been 
moved to the new plant at 38th street, 
corner Loomis street, two blocks east 
of Ashland avenue, where it will oc- | 
cupy additional space and have un- | 


excelled facilities for greater produc- | 
tion and service. Its own elevators | 
and loading platforms will facilitate | 
local deliveries, and Chicago Junction 
Railway tracks in the building per- 
mit of the same rapid handling of | 
carload and less than carload ship- 
ments as heretofore. The telephone 
number, LaFayette 1484, remains the | 


same. 
* * 


McIver Succeeds McManis on 
Edison Lamp Publicity 

J. W. Mclver has been appointed 
to the position of advertising and | 
publicity manager of the Edison 
Lamp Works of the General Electric 
Co. at Harrison, N. J., to succeed 
T. J. MeManis, newly made assistant 
to the manager of the publicity de- | 
partment of the entire company. Mr. | 
McIver is a graduate of the Uni-| 
versity of North Carolina, class of | 
1913. He has been employed by the | 
Edison Lamp Works since 1916. | 
During the war he saw service in the | 
United States Marines, being dis- | 
charged in 1919 with the rank of | 
captain. 








“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


Long Service 


On The Line! 


—and that isn't all. “American 
Brand’ Weatherproof and Bare 
Copper Wires and Cables and A-1 
Magnet Wire will net you and 
your dealers a handsome profit 
throughout the entire year. 


| There are no “‘off’’ seasons for this 


line. 


Here's another vital point both in- 
teresting and profitable. This line 
of wire makes enthusiastic cus- 
tomers of your dealers. 


Jobbers’ salesmen and their houses 
will find “‘American Brand’’ and 


A-| Magnet Wire their best bet for 


sure and bigger sales volume. 


Samples will show you why—ask 
for them! 


American Insulated 


Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND” 


B WEATHERPROOF WiRE AND CABLES! 
HAS NO EQUAL 
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New Electrical Products, Illustrated 





—9 || 


ADJUSTABLE 


FOR 3-INCH OUTLET BOX 


| FOR 4-INCH OUTLET BOX 
FOR FRANKS BRACKETS 


r\ The top cut illustrates 
a new and attractively 
designed _ adjustable 
bracket 11 in. iong over- 
all, developed by the 
Franks Mfg. Co., Rock 
Island, Ill. It can be 
fastened to the plaster 
wall, or by using 
“Franks” bracket strap 
can be securely fastened 
to a 3 or 4 inch outlet 
box, and is finished in 
brush brass and nickel. 


‘¢ 











Pass & Seymour, Inc., Solvay, N. 
Y., have recently placed on the 
market three additional pull chain 
receptacles for lighting units, two 
of which are illustrated here. 
This makes six P. & S. devices 
which are designed for this type of 
work. They have a wide range of 
usefulness and it is felt that these 
are timely and appealing, because of 
the interest aroused in_ kitchen 
units by central stations, contrac- 
tors and wide-awake distributors. 











Two outstanding features of the 
“Moon” clamp lamp manufactured 
by the Wilson Utensil Co., Day- 
ton, Ohio, are: it attaches by simple 
pressure of the fingers and clamps 
to anything as thin as a sheet of 
paper or thick as a four-inch post. 








The No. 56 adapter cap man- 
ufactured by the Magnus Electric 
Co., Inc., Greenwich and Desbrosses 
streets, New York City, is equipped 
with two parallel blades, heavy 
composition body and _ Standard 
Edison screw shell. This is a serv- 


iceable attachment plug cap and 
found to be a great convenience. 








IIFADADAID AD 19 
4 | i ' 





Utility and ornament- 
ation are of equal im- 
portance in the properly 


equipped electric _fire- 
place. All wiring, in- 
cluding resistance ele- 


ment, is enclosed. The 
conduit box being at- 
tached to the bottom of 
the log, makes a safe 
and workmanlike electri- 
cal connection possible 
and also permits 
“grounding” of frame as 
required by code. The 
log is made of baked fire- 
clay decorated in attrac- 
tive natural finish, and is 
being offered by the 
Hersh Electric Specialty 
Co., Milwaukee, Wis. 





A new heavy duty portable elec- 
tric vacuum cleaner, known as the 
Tuec truck cleaner, has been de- 
veloped by the United Electric 
Co. of Canton, Ohio. The con- 
struction and operation are sim- 
ple. A horizontal fan, driven by 
a 5-8 hp. Westinghouse motor, 
draws the refuse into the sepa- 
ration chamber. A metal screen 
separates the heavy dirt and litter 
from the finer dust. The heavy 
dirt drops into a dirt drawer 
while the dust passes into two 
bags mounted at the rear. The 
lower of these bags catches the 
heavier dust, while the upper one 
is filled with the lighter particles. 
The bags are open at one end only 
and are easily detachable. The 
machine is mounted on two 80-inch 
rubber-tired disc wheels and may 
be operated in a 175-foot radius 
from any electric connection. 
The weight is 280 lbs. 
steel handle and five tools. 




















It is 48 in. high, 30 in. wide and 36 in. long. 
It has 25 feet of light hose, a 42-inch aluminum or 
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~ New Electrical Products, Illustrated 











Another new addition to the 
already complete line of household 
appliances manufactured by the 
Edison Electric Appliance Co., 
5600 West Taylor street, Chicago, 
is a 6-inch square table stove. Thé 
stove has 36 square inches of cook- 
ing surface and it will toast, broil 
or fry. It is very easily disas- 
sembled by simply loosening a 
latch, and is easily cleaned and ex- 
ceptionally easy to service. The 
legs on this stove are furnished with 
fibre feet to prevent the marring 
of polished table surfaces either 
from heat or scratching. It is fin- 
ished in highly polished nickel and 
fitted with a removable ebony fin- 
ished wooden handle and is fur- 
nished with a separate cord and 
plug removable at the appliance. 











The Betts & Betts Corp. 645 
West Forty-third street, New York, 
are now sole manufacturers and dis- 
tributors of the “Bi-Lite” Multiple 
Sockets. Two types are illustrated, 
the upper one with screw plug and 
the lower one, No. 90-QD, with dou- 
ble prong for use in connection 
with the mdern types of. baseboard 
outlets. These devices, with a new 
one contemplated, will be sold 
through the regular electrical chan- 
nels. Warehouse stocks at Boston, 
Detroit, Chicago, Pittsburgh, Den- 
ver, Birmingham, San _ Francisco 
and Los Angeles. Additional stocks 
will be added later at other points. 





The standard design of the 
Denzar lighting unit has been 
installed in offices, stores, 
schools, and public buildings 
but it occasionally happens 
that a unit of more ornate de- 
sign is wanted for hotel lobbies, 
banks, churches, or other build- 
ings where the interior decora- 
tions call for something more 
elaborate in the lighting equip- 
ment than a plain, white bowl 
and reflector. The standard 
white bowl has been replaced 
by a bowl of similar shape but 
decorated with a floral design 
in two colors while the reflec- 
tor is enclosed in ornamental 
metal scroll work, finished to 
give the appearance of rusty 
iron, with touches of poly- 
chrome. This is one of a num- 
ber of special Denzars finish- 
ed by the Beardslee Chandelier 
Mfg. Co., 218 South Jefferson 
street, Chicago, for a building 
of English Gothic design. The 
catalog number of this design 
is F23-21. 





Announcement is made of a new 
type electric washer manufactured 
by the Lincoln Washing Machine Co., 
of Detroit, Mich. While the “Ring- 
Vac” resembles the vacuum cup 
washer in its external appearance, it 
operates upon an entirely new prin- 
ciple, a perfected design of the 
vacuum plunger with several new ad- 
vantages. A powerful pumping ac- 
tion is obtained by a patented ring 
plunger that moves up and down 
next to the inside wall of the tub, 
around its entire circumference. It 
keeps the clothes in constant turn- 
ing motion while powerful waves of 
air, soap and water are driven 
through the clothes 136 times per 
minute. The “Ring-Vac” is well 
made* and is free from complicated 
parts and one outstanding claim of 
the manufacturer is that no oiling is 
necessary, as graphited-bronze bear- 
ings are used throughout. The wring- 
er is of heavy cast aluminum and is 
equipped with a new and positive 
safety release. The rubber rolls are 
of the soft cushion type and guar- 
anteed not to break buttons, hand- 
ling thick or thin wringings with 
equal effect. 
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Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 30. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 










































Ask 
The Man 
Who Sells Them 


It is just such items 
as this 12 POINT 
ROTARY SWITCH 
that make “Sterling” 
one of the most pop- 
ular jobbing lines in 
the radio field. 


$7 50 






For relieving the 
radio user of the vex- 
ing problem of han- 
dling numerous vari- 
ocoupler taps, the 





eliminates unsightly front of board 
contact points, providing a com- 
plete unit for rear of panel mount- 
ing to which variocoupler taps may 
be easily soldered. 


THE STERLING MANUFACTURING COMPANY 


2853 PROSPECT AVENUE 
CLEVELAND, OHIO 































National Carbon Does Record- 
Breaking Advertising 

An advertising campaign, which is 
one of the largest even undertaken in 
the electrical field, began in January 
publications for the National Carbon 
Co., of New York. Leading maga- 
zines including the Saturday Evening 
Post, American Magazine, Every- 
body’s and Munsey’s are carrying 
full pages on a schedule which will 
continue throughout the year. In ad- 
dition, special fields are cultivated 
with page and half-page copy in 
women’s _ publications, _ technical 
papers, outdoor and automobile peri- 
odicals, boys’ magazines and many 
farm papers. In each field the adver- 
tising of the National Carbon Co. 
will be in space so large as to be an 
outstanding feature of the advertis- 
ing pages. 

Four different products of the com- 
pany will be advertised, each one hav- 
ing a separate campaign behind it. 
All four products are sold in the 
electrical and hardware fields. 


An idea of the remarkable strength 
of the campaign may be had from the 
combined figures for advertising for 
all four products. The number of 
publications carrying copy each month 
is 346, and the approximate total cir- 
culation for the year is 750,000,000. 

* * * 


Wider Distribution for “Per- 
moid” Finish 
The McKay Company, 275 Water 
Street, New York, manufacturers of 
“Velvet Frost’ lamp frostings and 
colorings, announces that it has just 
closed a contract with the Lake Erie 
Glass Co., of Cleveland, for the ex- 
clusive use of its ‘“Permoid’’ finish 
for spraying incandescent lamps, in 
the eastern territory, thus placing its 
service at the disposal of the lamp 
trade. The “Permoid” finish will be 
available in 30 different colors. 
Descriptive booklet can be obtained 
by writing the McKay Co. 
* * * 


B-R Man Opens Agency 

W. Carter, for seven years with 
B-R Electric Co., Kansas City, Mo., 
serving the last four years as pur- 
chasing agent, opened a manufactur- 
ers’ agency February 1, at 312 Elm- 
hurst building, operating in the sur- 
rounding territory. Bill is well known 
to the jobbing trade in his locality, 
and is looking for standard lines of 
merchandise. 
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Benjamin Valentine Week 
Again the Benjamin Electric Mfg. 


Co., of Chicago, comes out with a big | 


prize contest—Valentine Week. Its 
«a window trim contest as before. 
To the jobbers’s salesman who 
sends in the greatest number of dealer 
entrants who use the window trim, 
and submits a photograph, they will 
award a prize of $50.00; for the 
second greatest number a prize of 
$35.00; for the third greatest number 
a prize of $25.00, and for the fourth 
greatest number a prize of $15.00. 
In the event of a tie for any prize, 
the full amount offered for such prize 


will be awarded to each of any con- | 


testants tied for such prize. 


All you have to do is to send in | 
to their advertising department the | 


name of every dealer of yours who will 
put in their display. 


filling in the names. 
* * * 


Elkas District Manager For 
Galvin Electric 


I, Elkas, until January 1 Chicago 


manager for the Robbins & Myers | 
Co., has become district manager for | 


the Galvin Electric Mfg. Co., St. 
Louis, Mo., and has opened an office 
and stock room at 751 N. Wells 
street, Chicago. Mr. Elkas was with 
the Robbins & Myers Co. for 11 
years, having been in charge of their 
St. Louis office for five years before 


going to Chicago. 
* * * 


Griefield Transferred to 
St. Louis 


Elmer V. Greifield, who for sev- 
eral years represented the 
Fuse Manufacturing Co., in the Gulf 
States, is and 
around St. 
pany. Elmer is well known 
liked both at St. Louis and New Or- 
leans. 


now operating in 


In his younger days he was 


with Western Electric and later with | 


Wesco, both in St. Louis. 
* * * 
Parker of Radio Corporation 
Receives Promotion 
The Radio Corporation of America, 
i0 S. LaSalle Street, Chicago, an- 
‘ounces the appointment of Mr. P. G. 


?arker as assistant district sales man- | 
Mr. | 


ger of the Mid-West District. 
’arker has been an executive in the 
‘hicago office since the opening of 


hat branch, and his appointment 


omes as a deserved promotion. 





There is a form | 
to be used for your convenience ia | 


Chicago | 


Louis for the same com- | 
and | 





Northwind Fans 


| Emerson Fans 








Bulletins, price lists and sales helps are 
now ready for 1924. Write us if you have not 
received full data from your house. 


New and attractive advertising is ready for 
your dealer. More than ever before and a com- 
| plete campaign. 


Get an early start by signing your dealers now 
for fans. 
The Emerson Electric Mfg. Co. 
2018 Washington Ave. 
50 Church Street, New York City St. Louis, Mo. 


The Emerson Company Sells No Apparatus at Retail. 
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~ You Can Dominate the Field! 
| ou Lan vominate e eid. 
Herwig Outdoor Lighting Fixtures 
apartments, residences, churches, institutions, indus- 
trial plants, garages, etc. 
You can get more than your share of this business 
architects and other builders. 
The business is there—you can get it with Herwig 
Outdoor Lighting Fixtures. 


UNG 2 
do dominate the field of outdoor lighting fixtures for 
if you will but talk the line to your contractors, to 
Herwig Outdoor Lighting Fixture quality is high. 


Price and Delivery 
Herwig prices are right and we can fill your orders 
direct from our large stocks immediately upon re- 
ceipt of your order. 
Salesmen: Ask your sales manager to get our 4 


new sheets, printed on both sides, for your catalog. 
Also, catalog No. 12 will be sent upon request. 


HERWIG ART SHADE & LAMP CO. 


2140 N. Halsted Street 


Chicago Illinois 
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Says the Professor— 


When two 
methods are 
available to 
accomplish a 
purpose, one of 
which threatens 
) physical injury, 
while the other 
offers absolute 
safety, a wise 
man does not 
hesitate in his 
choice, 





For Absolute Safety, Use 


Velvet Frost 


Reg. U.S. Pat. Off. 


The superior compound for frosting lamps. 
No obnoxious fumes or dangerous acid. 
Ready to use in 2%, 5 and 10-pound cans. 


MARKETED THROUGH THE JOBBER 


McKAY COMPANY 


275 Water St., New York City. 


Western Representatives: 


Atlantic-Pacific Agencies Corp. San Francisco 
Canada: 
L. C. Barbeau & Co., Ltd. Montreal 








































The Waver that Act- 
ually Benefits the Hair 


Aside from its excellent waving fea- 
tures, its simplicity and compact- 
ness, the SAGE ELECTRIC 
STEAM HAIR WAVER actually 
benefits the health of the hair. 


Its small steam pads steam the hair 
—an excellent treatment, and they 
protect it from overheating, burn- 
ing or breaking, the usual buga- 
boos of hair waving. 

This feature means sales for you to 
women who want a beautiful marcel 


effect and with it want the health of 
their hair preserved. 


DEALERS: Write immediately 


for our. special proposition. 


The Sage Manufacturing Co. 
5713 Euclid Ave., Cleveland, O. 






Patents pending. 


Safety 

lu g, 
Cord and Steam- 
ing Pads are in- 
cluded in outfit. 

















Important Cutler-Hammer 
Promotions 


W. C. Stevens, general sales mana- | 
ger of the Cutler-Hammer Mfg. Co. | 
of Milwaukee and-New York, since [| 


1917, has been made director of de- 
velopments for all departments of the 
company. Mr. Stevens, who is a 
graduate of the Cornell University, 
entered the employ of the Cutler-Ham- 
mer company in the student engineer- 
ing course in 1906, and since then has 


been successively in the engineering |, 


department, head of the steel mill sales 
engineering work, district manager of 
the Chicago, Boston and New York 
offices. He is also a member of the 


‘board of directors. 


G. S. Crane has been appointed 
general sales manager to succeed Mr. 
Stevens. Mr. Crane is a graduate of 
the University of Michigan, entering 
the student engineering course after 
graduation in 1910. He has been con- 
nected continuously with this company 
since that time in the engineering de- 
partment, in the Pittsburgh office, and 
as manager of the Cleveland office. For 
the past three years he has been man- 
ager of controller sales at the main 
offices in Milwaukee. 

* * * 


Popkin Bros. Move to New 
Quarters 


Popkin Bros., manufacturers’ 
agents, announce the removal of their 
offices from 515 Bowles building to 
924-925 American State Bank build- 
ing, where they will continue to serve 
the jobbing trade, and endeavor to 
give better and more complete 
service. They also announce that 
they have added another brother to 
their organization. They handle the 
following well-known lines: Killark 
Electric Mfg. Co., of St. Louis; 
Beaver Machine & Tool Co., of New- 
ark, N. J.; W. R. Ostrander & Co., 
of New York; the Davidson Por- 
celain Co., of East Liverpool, Ohio; 
the Bourn Rubber Co., of Provi- 


dence, R. I., and the Standard Elec- , 


tric Mfg. Co., of Chicago, Ill. 


* * * 


George C. Knott Killark Selling 
Agent 

The Killark Electric Mfg. Co., St. 
Louis announces that its sales rep- 
resentative for New York state and 
the New York Metropolitan District 
is George C. Knott, 67 Park Place, 
New York City. He took over the 
line on January 1. Mr. Knott was 
formerly of Hathaway & Knott, 16 
Hudson street. 

















White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 

















“POWERETS” 
CONDUIT FITTINGS 








Made in all types and sizes, 
neat in appearance, integral 
hubs, clean cut threads, per- 
fect alignment, and no break- 
age because all fittings subject 
to bending strains are made of 
malleable iron. 


Send for sample. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St. 
CHICAGO ILLINOIS 
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W. H. Colman who has been appointed District Manager of the Merchandising De- 
partment, Chicago commercial district of the General Electric Co. 
employ of the General Electric Co., in 1890. 


He entered the 
In 1892 he took up sales work in Chicago, 


later covering the territory of Northern Indiana as salesman for about one year. 


Placed in charge of the Detroit office for one year. 


Brought back to the Chicago 


office and made assistant to F. N. Boyer, then manager of the supply department. 
Acted in that capacity for a number of years until Mr. Boyer was made assistant 
district manager Chicago, when Colman became manager of the supply department 
and acted in that capacity until November 12, 1928, when he was appointed to the 


present position. 





Seyler Enlarges Plant 


The Seyler Manufacturing Co., 
Pittsburgh, Pa., manufacturer of pole 
line construction material and special- 
ties, has under construction another 
addition to its plant. This new addi- 
tion will add 10,000 square feet more 
of floor space. This is the third time 
it has been necessary for the company 
to increase the size of its plant since 
it started in 1922. Business has ex- 
ceeded all expectations. 





Manufacturers Distributing Co. 
in New Philadelphia Quarters 

The Manufacturers Distributing 
Co., manufacturers’ agents, with main 
office at 291 Broadway, New York, 
and branch offices located in Phila- 
delphia and Buffalo, announce the 
removal on January 15, of their 
Philadelphia office, to a new building 
located at 2238 North 28th street, 
where they will have approximately 
6000 square feet of storage space. 








**TP’vehad your 
pliers for 
ten years”’ 


“‘_they should be everlast- 
ing! They puzzle every- 
body how they were made! 
I value them so highly that 
I keep them in my tool kit, 
away from the shop.” 


—From an Electrician. 


“Red Devil” 
Pliers have been 
giving a good ac- 
count of them- 
selves for over a 
quarter century. 
A quality product, 
backed up by Na- 
tional advertising 
makes them easy- 
selling tools. 
Made in a com- 
plete line for line- 
men, electricians, 
mechanics, mo- 
torists and house- 
holders. 


“Red Devil” 
Connectors 


—As accurately 
designed and fin- 
ished as precision 
tools. Holes are 
milled to correct 
size. Made in a 
wide variety of 
styles, to meet 
every require- 
ment. 





Electrician’s Tool Booklet on Request 


Smith & Hemenway Co., Inc. 


Manufacturers of “Red Devil” 
Electricians’ Hand Tools 


266 Broadway, New York, N. Y. 


Keep his confidence 
Sell him “Red Devils” 
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Maytag Washer Is Starred in 


Movie 


Thousands of persons who sell 
Maytag washers—jobber salesmen, 
retail salesmen, members or resale 
crews, canvassers, even retail store 


owners—will within the coming year 
journey from all parts of the country 
te Newton, Ia., for a visit to the May- 
tag plant. All expenses of the ex- 
cursionists will be paid by the com- 
pany. But as the trip to Iowa will be 
aboard the film magic carpet the cost 
to the company will be but a few cents 
per person. 

The Maytag 
classes of 
sales force, numbering about 250, are 


company has_ two 


salesmen. The primary 
in direct contact with the company 
and at the end year 
brought to the factory for an intensive 


of each are 
study of manufacturing processes. 
But beyond these are thousands of 
others—in wholesale houses, depart- 
ment stores, electrical shops, small 


retail stores, house-to-house- men, etc., 
—whom it would be utterly impractic- 
abel to bring to Iowa in the literal 
sense. 

The problem of “re-selling the May- 
tag to these Maytag sellers” was put 
up to the Rothacker Film Co., of 
Chicago. A four-reel picture was 
made, affording a program of about 
an hour. 

The picture shows just how the 
Maytag is made, step by step. Many 
minor details of manufacture are 
eliminated, but in the end the audi- 
ence has a real comprehension of how 
the Maytag comes into the world, 
and has an intimate knowledge of the 
washer’s big ‘selling points. The 
audience pays a brief visit to the 
offices of company officials to become 
personally acquainted. 

This picture will be shown 
throughout the country, circulating 
from one distributor to another in 


charge of special salesmen. 





The Very Start of a Washer—Making the Aluminum and Gray Iron Castings for the Maytag. From the Rothacker Film. 


Additions to Anylite Sales 
Force 

The Anylite Electric Co., Fort 
Wayne, Ind., manufacturers of Any- 
lite socket regulators and two-way 
plugs, ete.,. has appointed H. G. 
Kimmel, salesman for Indiana and 
Michigan territory. He will work 
out of the factory. 

C. S. Ludy, who works out of 
Defiance, Ohio, will handle Ohio only. 
He has also been covering Indiana 
and Michigan. 


% * 


General Electric Merchandising 
Department Changes 

L. M. Nichols has been appointed 
assistant to the general merchandise 
manager of the General Electric Co. 
and J. O. Wetherbie has been made 
field supervisor of that department, 
according to a recent announcement 
by G. P. Baldwin, general merchan- 
dise manager. 





























Go after the fan business early, is evi- 
dently the motto in China. The large 
illustration shows a shipment of Westing- 
house fans enroute in Shanghai to the 
steamship for transportation to Hong- 
kong. As the smaller picture shows, the 
salesmen do not hesitate to travel in an 
“upper”. This is the company’s represen- 
tative in Tientsin and Peking, K. Ingers- 
lev, on his way to visit a customer. “O 
the oont, O the oont, O the hairy, scary 
oont!” It sure makes the salesman’s 
’eart to penk and makes ’im to perspire. 
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I am Editor of these jokes. 
old ones. No explanations or diagrams. 


Strictly Modern 
Visitor: Does your doll say “Mama” 
when you squeeze her? 
Little Girl: Hec., no! 
boy !” 


She says: “Oh, 


x * x 


In a Chile Parlor 

“Gimme some frankfurters an’ kraut,” 
snarled the hard-boiled guy, and the waiter 
called out: “Unchain two, wit a bale o’ 
hay!” Then up spoke a little two-by- 
twice cake-eater: “You may bring me a 
bowl of bread and milk, so there, you 
rough thing!” With a look of infinite 
disgust the waiter bellowed at the top of 
his voice: “One graveyard stew fer a 
stiff !” 

et te 2% 
Positive Proof 

“Wotever’s the matter of yer eye?” one 
London cockney woman asked another. 
“Oh,” said the one who had been fighting, 
“Missis ’Ale said I was no lidy. I showed 
‘er though! I ’ad ’er down in the gutter 
in two twos!” 


999 


* * * 


She Knew Him 
Girl Friend: Is it safe to let Mr. Barrett 
manage the car with one arm? 
His Wife: I guess so, he’s mighty handy 


with the other. 
x ok x 


Quick, Watson, the Axe! 

Friend. When you were in France, I 
suppose you saw the immense tracts of 
barren waste? 

Returned Tourist: Oh, my yes! 
a wonderful estate. 

* 


He has 


* * 


How Hot the Sand Is 
He (in front of her parents)—Here 
son, take this quarter and go see the Sheik. 
Little Brother—If it’s all the same to 
you, ’'d just as soon stay here and watch 
you and sister, after mamma and papa 
go to bed. 
i oe 
Parking and Sparking 
Cop—“Why are you parking?” 
Callow Youth—“There’s a miss in the 
car.” 
* * x 
Within the Law 
Lou—“Is Jack very fast?” 
Sou—“*About 15 miles an hour.” 
Lou—*What do you mean?” 
Sou—“He stays within the limit.” 
* x 
Talented Actors 
A widower was to be married for the 
hird time, and his bride had herself been 
married once before. Across the bottom 
f the invitation the groom-elect wrote. 
“Be sure to come; this is no amateur 


” 
erformance. 
xk * x 


B&F. 
Mary drove her little flivver 
In a way to make one shiver. 
When upon the gas she stepped 
One saw she was no adept. 
Mary in the churchyard lies. 
’Neath green trees and sunny skies, 
Flivver wouldn’t climb a pole, 
That’s why she’s in such a hole. 


I'll build new ones long as I can, then dust off some 
Laugh at ’em as they are, or give ’em the 
razz if you must; I can’t be bothered with making repairs. 


Harpiuck Sam. 


Great Expectations 
Mrs. Abbey bought a washer from 
Mr. Frank, the electric dealer in her town. 
It was delivered and a demonstrator 


showed her just how to use the machine. | 


Mrs. Abbey was sure she understood and 
on the following Monday prepared to do 
her washing. She put 
turned on the switch and the machine, of 
course, operated beautifully. 

At 12:30 Mr. Frank was asked over the 
*phone to stop at the house. 
something wrong with her machine. 
dealer when he came, went to the base- 
ment, examined the washer which was 
still in operation and said, “Why your 
machine is all right, it’s working per- 
fectly.” 


in the clothes, | 


There was | 


The | 


“It’s running all right,” said Mrs. Ab- | 


bey. 
ning like that all morning and the clothes 
haven’t come through the wringer yet.” 

. 


To Arms! 


Sheik (driving)—“Aren’t you cold?” 


“The blessed thing has been run- | 


Sheba (riding)—“Yes, but wait ’til we | 


get further in the country.” 
“££ 2 
A New Alibi 
Boss—“See here, Reilly, this being late 
is becoming quite often. You should have 
been here at 7.” 


Reilly—* ’T'would have done you no 
good for me to be here. I was fast 
asleep.” 

* * * 
Police!! 


Patroness: Where is my seat? 


Usher: Your seat is on the end of U, 
madam. 
Patroness. Sir! 
x *k x 


It Pays to Advertise 

Gwaldy says: “I certainly am wearing 
a keen pair of silk stockings tonight.” 

Ronald says: “What makes you think 
so?” 

Whereat Gwaldy says: “Well, I’ve been 
insulted six times since eight o’clock.” 

* ok x 
But He'll Never Be “Light” 

Remus: “Whar yo’ all gwine wid dat 
baby food, Mose?” 

Mose: “Mah wife Dinah give me a son 
las’ night.” 

Remus: 
him ?” 

Mose: 


“Dasso, what you gwine call 


“Lectricity.” 
Remus: “Am he as shockin’ as dat?” 
Mose: “No, but what ailse can we call 
him when he comes from Dinah-Mose?” 
x OK * 
Not Guilty 
Biddie: “I suppose you have been in 
the navy so long you are accustomed to 
sea legs?” 
Middie: “Lady, I wasn’t even looking.” 
* + * 
Station J-A-G 
Irate Citizen (from his bedroom win- 
dow): “Say you down there; who are 
you talking to?” 
Intoxicated Romeo: “Nobuddy n’ 
ticerler. I’m jesh broadecastin’.” 


per- 

















Try 


This 


Hard-boiled 


Buy 


ers 


and get their orders 


When Mr. Hard-to-Sell Buy- 
er starts shuffling the papers 


on his desk to 


let you know 


that the interview is closed, 


and you haven't his signature 
on the dotted line 


4 





Tell 
him 
this: 


“The BULL- 
DOG Split 
Knob has 5 


features that 
don’t cost you 


a cent more. 
Why not get 
the best? 


Here they are: 


1. Centering projection on the 
top, strengthening the point 
of greatest strain. 


2. Recess in the bottom piece. 


Most other 
cessed in the 


knobs are re- 
top, weakening 


the knob at a point of great 


strain. 


3. Cement coated nail, 14 inch 
longer than nail usually used. 


4. Genuine leather washer. 


fibre. 
5. Metal washer 


Not 


Does 


on nail. 


away with crimping which 
weakens the nail. 


BULL DOG 





Split Knob 
Has a grip 
like its 


namesake. 


ILLINOIS 


Electric Porcelain Co. 


MACOMB 


ILLINOIS 
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Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, | 
Efficiency, Low Cost | 
and Uniformity. es 


iii MMMM 


a 





Corr sp 


Invited 











HEMINGRAYE 
GLASS CO. 
OFFICESS FACTORY 
MUNCIE 
INO. 
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Jobbers! 


Independent Switch-Box Sup- 
porting Strips, and Lathe Holders 
will make you big profits! 


They are quickly and easily in- 
stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 

Independent Switch-Box Supporting 
Strips and Lathe Holders have exclusive 
features which put them far above any- 
thing on the market. Prices are right, 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 





Independent 
Stamping Company 


5938 Chene Street 
Michigan 


Detroit, 























Owen D. Young on Repara- 

tions Committee 

Owen D. Young, chairman of the 
board of directors of the General 
Electric Co., and recently selected as 
a member from the United States of 
the reparations committee to help bal- 
ance the German budget and stabilize 
the mark, sailed for Europe from 
New York, December 29. Two 
Americans were invited to serve, the 
other being General Charles G. Dawes, 
former director of the United States 
budget. 

Mr. Young started life on a-farm 
at Van Hornesville, N. Y. He se- 
cured an education at St. Lawrence 
University and later studied law in 
Boston, where he rose rapidly in this 
profession. In 1913 he became vice- 
president and general counsel of the 
General Electric Co., and, in 1922, 
was appointed chairman of the 
board, when he was but 48 years of 
age. He is also chairman of the 
board of directors of the Radio Cor- 
poration of America. 

* + 


Western Electric Changes in 
the West 


The Kansas City and Omaha 
branches of the Western Electric Co., 
are now operating as one office. A. D. 
Barber, formerly at Kansas City, is 
in charge at Omaha as sales manager. 
R. G. McCurdy, formerly at Okla- 
homa City, comes to Kansas City as 
resale specialist. Sam B. Hardin is 
sales manager at Oklahoma City, also 
operating the Tulsa office. A general 
sales conference will be held at Kan- 
sas City February 12. The company 
is planning a new office and ware- 
house building in Kansas City, to be 
located south of Fourteenth street and 
to be finished by the end of 1924. 

x * Ok 


Herwig Increases Jobber 
Business 

The Herwig Art Shade and 
Lamp Co., 2140 North Halsted street, 
Chicago, reports a 50 per cent in- 
crease in 1923 business over 1922. 
The company manufactures a com- 
plete line of outdoor lighting equip- 
ment, sold through electrical jobbers. 
Wm. Herwig, president, reports a 
number of orders taken at the Light- 
ing Fixture Market. He also ex- 
pressed his appreciation of the effi- 
cient manner in which the market 
was handled. The company will 
move into larger quarters by May 1. 








“AUTEX” 
EXTENSION 
REEL 


Takes light 






where exten- 
Jan. $0, 1917 Cord locked 
at any desired 
point and re- 
wound auto- 


matically on 
reel when not 
in use. Used 
in all places 
where wanted. 
sion of either 
light or power is required, 
eliminating the inconve- 
nience and danger of loose 
cord extensions. Handled ex- 
clusively through jobbers. 
Let us give you our propo- 
sition. 





‘Types 


Approved by Underwriters. 
The Cincinnati Specialty 
Manufacturing Company, 


INCORPORATED 
1915-21 Powers St. 


CINCINNATI, OHIO 















P S IS A conduit that keeps 

si * the job moving—and it 
keeps your sales moving. 

Reaches the job ready to install. 
Cuts installation costs, cuts your 
selling time. You can do more, 
sell more, with Pittsburgh Stand- 
ard, the patented Thread Pro- 
tected Enameled Conduit. 

Costs no more than ordinary 
enameled conduit. It sells! 


Enameled Metals Co. 
PITTSBURGH, PA. 
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BRUNT 
usitty PORCELAIN 


Manefactured under 
license from the 
Porcelain Appliance 
Corp. 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 











“Central Black”’ 
“Central White” 


Rigid Steel 
CONDUIT 





““Central”’ 
Conduit 


may be bent 
and__ kinked 
like this with- 
out flatten. 


ing, buckling, cracking or flaking 
The ductility and finish are exclu- 
sively “‘Central.”” ‘“‘Central Black” 
is enameled; ‘‘Central White’’ is 


galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 








Scott-Jaqua Manufacturer’s 
Representative 

A new manufacturer’s agency in 
Indianapolis, Ind., is the Scott-Jaqua 
Co., Inc., 707 Roosevelt Building, 
succeeding the John F. Scott Co. 
John F. Scott was formerly presi- 
dent and general manager of the 
Varney Electrical Supply Co., In- 
dianapolis, and Charles A, Jaqua was 
also at one time connected with the 
Varney organization. They will 
represent a complete line of electrical 
construction material fabricated by an 
organization long and favorably es- 
tablished. 


> @¢@ 4 


Sherwin Enters Radio Field 

The Th. Goldschmidt Corp., 15 
William St., New York City, the sole 
importers for United States and 
Canada of the N. & K. imported 
phones, announces the appointment of 
Harry E. Sherwin as marketing man- 
ager of its organization. Mr. Sher- 
win was for many years associated 
with Robert H. Ingersoll & Bro., 
both in this country and abroad, in 
the merchandising of Ingersoll 
watches. He was sales manager of 
the A. C. Gilbert Company, of New 
Haven, for many years, and was par- 
ticularly responsible for the distri- 
bution secured for the Polar Cub 
electrical fan and other electrical 
specialty products. 

* * * 


New Name For Auto-Electric 
Sales 
The Auto-Electric Sales Co., in the 
future will assume the name of, 
Hastings Electric Sales Co., of 132 
Federal Street, Boston, Mass. It is 
taking over a Boston warehouse of 
10,000 sq. ft. and carrying a complete 
stock of the various lines represented. 
The warehouse will be located in 
South Boston. This company is one 
of the large manufacturers’ agencies 
in the New England territory. 
* * *# 


Packard Sales Conference 

The annual sales conference of the 
Packard Electric Co., Warren, Ohio, 
was held January 14-19. A very ex- 
tensive program was presented, in- 
cluding discussions of all the principle 
items in this manufacturer’s line, 
headed by men experienced in each 
class of apparatus and participated in 
freely by the salesmen. In addition 
there were banquets and luncheons 
with some general talks by men of 
| prominence. 








For 
“Super-Quality” 
Wiring 
WireMOLD 


CONDUIT 
For 


Surface Wiring 








N MAE BO || 
Original 
Coil-to-a-Box 
Guaranteed Loom 





American Wiremold Co. 
HARTFORD, CONN. 

















SALESMEN 


Tell Your Dealers 
You Can Supply 





THE NEW ALLEN 
Special Radio 
Soldering Paste 


Developed in our laboratory especially for 
RADIO and ELECTRICAL WORK. 


GUARANTEED TO INCREASE 


Range Finer Tuning 
Selectivity Non-Corrosive 
Conductivity Protective 


Write for circulars containing valuable 
information ‘‘How to soder Radio Sets.” 


© | Sseter-erNnc. @ 
SODERING SUPPLIES 
PVUULSISISUY WY ° 


4586 N, Lincoln St. Chicago, Il. 
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Hotel Radisson 


Minneapolis 


In the Heart of 
the Retail and 


Theatrical Dis- 


trict. 


450 Rooms at Moderate Rates 


4 Large Cafes 
The Largest and 


Most Complete 
Hotel in the 
Northwest. 








GENERAL 
PORCELAIN CO. 






TRADE 


Parkersburg G. P. Co W. Virginia 


Par ore 


Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
ye “Ww Makers Die Embossers 
1108 8. as ve. 
705 Peoples Gas Bldg. CHICAGO 

















| 





Latest Trade Literature 


Hart & Hegeman Mfg. Co., Hart- 
ford, Conn.—New 1924 Catalog “R” 
ready for distribution. Sent on re- 


quest. 


Kardon Products Company, 101- 
103 Varick Street, N. Y. Latest edi- 
tion of the new No. 600 catalog and 
guide book, which features the more 
prominent hook-ups working in con- 


| junction with the Kardon unit. 


Ss. 


Beardslee Chandelier Mfg. Co., 216 
Jefferson street, Chicago—new 
booklet entitled “Commercial Light- 


ing.” This describes units suitable for 


‘lighting stores, offices, schools, hotels, 


| box F. 


| A new booklet entitled, 





| tractors, 


etc. All units priced complete, in- 
cluding wire, sockets glassware and 
O. B. Chicago. 


Rome, N. Y.,— 
“The Truth 
About Romex,” being a frank state- 
ment of fact concerning the new non- 
metallic armored cable. 


Rome Wire Co., 


Beardslee Chandelier Manufactur- 
turing Co., Chicago, is distributing an 
attractive 14-page illustrated booklet 
complete with trade price list. The 
listings and illustrations include the 
Denzar and Adapta-Unit. The book- 
let is furnished in quantities to dis- 
tributors with their imprint. 


Co., Bridgeport, 
broadside an- 
WA-81 push 


Electric 
attractive 


Bryant 
Conn.—An 
nounces the new No. 
button socket. 


Edwards & Co., Inc., 140th and 
Exterior Streets, New York, N. Y., 
-—the new No. 9 catalog is now ready 
and has already been mailed out to a 
large list of jobbers, architects, con- 
A very simple method 
of compilation has been employed— 


etc. 


| very easy to find things. 


* * 


Walker Pushes Cold Mold 


F. J. Walker is now with the Con- 


* 


necticut Telephone and_ Electric 
|Company of Meriden, Conn., pro- 
moting the sales of cold molded, or 





| 
| company 


| formed, 


Mr. Walker was 
Cutler-Hammer 
with 


insulation. 
with the 
and, more recently, 


formerly 


| Economy Fuse & Mfg. Company, Chi- 


cago, Ill. 








ae 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 


THE PEERLESS 
ELECTRIC Co. 
Warren, Ohio 








Electrical Testing Laboratories 
80th Street and East End Avenue 
New York City 


is equipped to render a 
test service on practically 
any electrical device made 
and in almost any quan- 
tity to jobber, manufac- 
turer, central station and 
dealer alike. 


KNOW—BY TEST 











To Every Jobber Selling 
YAGER’S 
Soldering Salts 
Why Not Also Sell 
YAGER’S PASTE? 


YOU can make money doing so. Write 
us for 1924 price list, also for copies of 
a booklet you can give out to your 
salesmen on which your firm name may 
be printed. 


WY 





ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


ae of distributors see McRae’s 1923 Blue 
ook. 
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BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 












February, 1924 


THE JOBBER’S(AI)SALESMAN 
—— 









oO- 
“OuNG srownor’ 


RIGID STEEL 
CONDUIT and FITTINGS 


The Steelduct Company 


Youngstown, Ohio 














PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficinecy Electric Co. 








Wrigley for Quality 


STEEL TOGGLE BOLT 
am, 


HOOD RIVETED ON 
Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 













i (ff ftfift muni nit {f 





| First Toggle Boit made. 
| The Thomas Wrigley Co., 
i 504 Sherman St., Ohicago, Il. 









| with the Chicago Fuse Mfg. Co., 


| Johnston Now District Manager 


E. C. (Jack) Johnston, formerly 


is 


| now district manager in St. Louis for 


| the 
| gets along pretty well with purchas- | 


| Holloway, Bentz New Quarters | 


| Co., 


| the 


| Providence, 


manager of The Domestic Electric 
| Co., Cleveland, Ohio, manufacturers | 





Tubular Woven Fabric Co. Jack 


ing because (sh-h-h! grave- 
yard stuff) he used to be one himself. 


* 


Sabin Made Sales Manager 
Domestic Electric Co. 


H. Lamar has resigned as sales 


agents 


* * 


W. 


of fractional horse power motors. 
appointment of E. S. Sabin, Jr., 
been effective 
1924, 


announced, January 1, 


* 


Harper With Electrical 
Manufacturer 
Clifford T. 


* * 


Harper, who has been 
account executive for the Frederick 
B. Hart Advertising Agency, Chi- 
cago, for five has been ap- 
advertising manager of the 


years, 
pointed 


Security Electric Mfg. Co., 2635 
Canton Ave., Chicago. 
* * 


Crosley Radio Merger 
Jr., 
for some time president of both the 
Cé., 


Crosley Manufacturing Co., 


Power Crosley, who has been 


Precision Equipment and_ the 


announces 


| the merger of the two under the new 


name of Crosley Radio Corp., 
pying three large plants in Cincinnati. 
* 


* * 


Holloway, Bentz & Co., of 105 
Chambers street, New York City, an- 
removal to 89 Read 
street, where larger quarters have been 
secured. 


nounce their 


* * * 


Reflector Manufacturer 
Expands 
Electrical Reflector & Novelty 
New York, N. Y., announces the 
addition of 10,000 feet of floor space 
to its present factory. This has been 
contemplated for some time and no 
doubt will afford a welcome relief. 
* 


The 


' 


Robert Williams Goes To 
Providence 

tobert Williams, 

Reliable Parts 

Apco 


* 


Mfg. Co., joined 
Manufacturing Co., of 
R. I., on February 1, in 
the same capacity. 


the 


The | 


has | 


occu- | 


sales manager of | 


Dongan Electri¢ Manufacturing Co. 
BELL RINGING & RADIO TRANSFORMERS 


Detroit. Mich 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


POLES 


PLAIN OR TREATED 


‘|| NATIONAL POLE CO. 


Escanaba, Mich. 




















220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 


























NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND FOR woo CONTAINING 
yp UVABLE 


els 


SS 





at ‘BELL LUMBER CO. 
MINNEAPOLIS, MINN.-*** 
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190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 
holders. 


1. The Linemen like them because they are easy 
to install. 


2. The Superintendent likes them because he can 
depend on them to support the service wires un- 
der all conditions. 


8. The Manager likes them because of their low 
first cost, low installation cost and no main- 
tenance. 


4. The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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HE largest dry battery advertising campaign ever 

undertaken is now under way, helping Columbia 
dealers sell Columbia Batteries. All the leading 
magazines that reach battery buyers are telling them 
that “Columbias last longer.” Your customers are 
constantly reading about Columbias. You can make 
your investment in Columbias highly profitable by 
telling folks that you sell Columbia Batteries. They'll 
be looking for a place to buy them, not only for gen- 
eral purposes, but for radio too! 

Display Columbias—Ignitors and Hot Shots. At 
least once a month have an entire show window 
for Columbias. Keep them on display inside all the 
time. Use Columbia advertising signs. People are 
buying more Columbia Batteries than ever before. Tell 
them your store is local headquarters for Columbias. 
You can multiply your battery sales by prominent 
Columbia displays. 

NATIONAL CARBON COMPANY, InNc., New York, San Francisco 


Canadian National Carbon Co., Limited Factory and Offices: Toronto, Ontario 


Columbia 
Dry Batteries 


—they last longer 









Show them you sell Columbias 


SALESMEN— 


Encourage you~ customers to 
set up Columbia displays. They’ll 
sell more batteries—and so will 
you. Columbias in their attrac- 
tive blue-and-red dress make 
fine displays. And we are al- 
ways ready to supply display 
signs. 


for— 


Gas engine ignition 

Tractor ignition 

Firing blasts 

Starting Fords 

Doorbells and buzzers 

Ringing burglar alarms 

Protecting bank vaults 

Calling Pullman porters 

Running toys 

Telephone and telegraph 

Lighting tents and 
outbuildings 

Motor boat ignition 


Heat regulators 
Electric clocks 
Radio ‘‘A”’ 
























The FIDWIN FE. Gur COMPANY 


DESIGNERS-ENGINEERS-MANUFACTURERS 


Lighting Equipment 








Bill Smith, Tom Jones 
and all the rest 


of your dealers 


—they all know the Brascolite. 


That’s why Brascolites are so easy to sell 
—anywhere and everywhere you go. 


They’re as easy to sell as wire and pipe— 
and you know the profit-margin is better. 


We're keeping Brascolites sold by our con- 
tinuous advertising, which reaches Bill and 
Tom and all the rest of your dealers every 
month throughout the year. They’re ready 
to buy the minute you walk in. 


And don’t forget—we’ll be glad to back you 
up with plans and designs when you need 
real help to land a large or small building 
installation—anywhere and at any time. 


Call on us when you want service. No 
obligation, of course. 


THE EDWIN F. GUTH COMPANY 
ST. LOUIS, U.S. A. 


Formerly the St. Louis Brass Mfg. Co., and the Brascolite Company 


BRANCH OFFICES (Sales and Service) 


Atlanta — Boston Chicago Cincinnati Detroit Los Angeles 
Minneapolis New Orleans New York Omaha Philadelphia Seattle 


Notice the Lighting Zguipment 
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